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BREMEN CARRIED VALUES 
OF $100,000,000 FROM 
STANDPOINT OF INSURANCE 


Paul Wolf Of Hamburg Insurance 
Firm Tells Of Various Kinds 
Of Coverage 


MADE TRIP BOTH WAYS 


Carl Schreiner, E. G. Pieper, P. A. 
Peyser And W. L. Meissel 
Among Insurance Passengers 





Making the round trip to Europe this 
week on the “Bremen” was Paul Wolf, 
junior partner in the Lazarus insurance 
agency of Hamburg. One of the most 
successful and active of the younger 
German insurance men he has many 
frends in this country. The Lazarus 
firm placed part of the insurance on the 
“Bremen.” 

Another passenger is Carl Schreiner, 
president of the Pilot, former United 
States manager of the Munich and 
whose European connection had charge 
of handling the insurance on the Graf 
Zeppelin. Mr. Schreiner is paying age 
of his frequent trips to Europe seeing 
his associates over there. 

Three other passengers were Emil G. 
Pieper, president of the Rhode Island; 
Perey A. Peyser and William L. Meis- 
sl, life insurance general agents. 

They are members of the firm of 
Wells, Meissel & Peyser, general agents 
of the National Life of Vermont. 


Wolf an American Citizen 


Paul Wolf is an American citizen. 
While here he was associated with the 
dd. F. Hermann office. In Hamburg 
lor some years he was associated with 
Wilhelm Lazarus and Franz Fischer, a 
mm doing a general insurance business. 
After more than half a century with 
the firm Mr. Fischer died this year at 
the age of seventy-nine. He not only 
brought a great deal of general insur- 
ace business to the firm because of his 
‘onnections but also was personally act- 
Ne in life insurance. 

Mr. Lazarus has for many years been 
we of the best-known insurance men 
Germany and he is also agent for 
the North German Lloyd. The Lazarus 
™ represents the Great American and 
intl the purchase of the Niagara by the 
America Fore organization also repre- 
“ted that company. 

Saw Several New York Insurance Men 
phil here Mr. Wolf saw President 
op of the Great American; President 
aid of the America Fore; and Sum- 
‘tt Ballard, president of the Interna- 
bi Mr. Wolf corroborated the fact 
at the demand for insurance coverage 
‘the “Bremen’s” hull had reached a 
bint where at one time a rate of 4% 
Was asked and paid. 
hen Mr. Wolf was interviewed by a 
orter for The Eastern Underwriter 
“was still talking enthusiastically about 
egiiuitial voyage across the sea and the 
rement of the event. When asked 
mt he thought the values of the 
‘eémen” represented from the stand- 


(Continued on Page 22) 




















PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. Abso- 
lute security. 




















DEPENDABLE Excellent Service and Facilities 


PHOENIX 
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EMBARRASSING! 


It is becoming embarrassing to be an unsuccessful Penn 
Mutual General Agent or Agent, because they are so few. 


Our Educational Department, under the direction of Vincent 
B. Coffin, is increasing the sales knowledge and developing 
the sales ability of Penn Mutual representatives everywhere 
in our Field, to their expanding profit. Our great increase in 
new business is being produced through the further education 
of an already capable body of Agents, a: well as by the addi- 
tion of new Agents. 


William Penn, founder of Pennsylvania, whose name our 
Company bears, said:— —~ 


He that understands not his employment, 
whatever else he knows, must be unfit for it; 
and the public suffers by his inexpertness. 


The Penn Mutual’s aim and requirement is that every repre- 
sentative shall understand his employment, so that the public 
shall not suffer by inexpertness, and that there shall be no 
unsuccessful Penn Mutual General Agent or Agent. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 


Philadelphia 


Independence Square Founded 1847 

















RETIREMENT PLANS BOOSTED 
BY MOVEMENT 10 ABOLISH 
EMPLOYMENT AGE LIMITS 


Pennsylvania State Labor Depart- 
ment Asks Employers To 
Pledge No Age Limits 


DILEMMA FOR EMPLOYERS 


Insurance Plan Presented As Best 
Answer To Campaign To Raise 
Employment Ages 








Many large employers of labor are 
confronted with a dilemma in the mat- 
ter of maximum age limits for employ- 
ment and for retaining old employes in 
service. Efficiency and _ production 
schedules call for some rules on this 


. subject of age limits and yet there is 


a strong movement under way just now 
to prevent the general adoption of age 
limits although most large corporations 
have such limits. One of the most ag- 
gressive campaigns in this connection is 
that conducted by the Pennsylvania De- 
partment of Labor and Industry. This 
department is making a special effort to 
secure the general agreement of large 
employers of the state to abolish or at 
least raise the age limits of employment 
and not to refuse employment because 


of age alone. More than 2,000 employ- 
ers of the state have definitely come 
in under the agreement. 

Henry Ford has just announced that 
in all Ford plants there will be no maxi- 
mum age limits and that employment 
will be on individual fitness. This an- 
nouncement was made because of the 
agitation over the general practice of 
setting age limits in employment. 

Where Insurance Fits In 


Life insurance people are finding this 
situation very interesting and productive 
because the only solution of the em- 
ployers’ dilemma seems to be a retire- 
ment and disability insurance plan for 
the organization. The answer to the 
employment age question is easily met 
when the employer has a retirement and 
disability plan in operation because its 
terms provide the limits, they are made 
by the insurance company under a gen- 
eral blanket’ insurance policy, and are 
not to be set aside by any campaign of 
leniency in the matter of employment 
ages. 

Only recently the Eastman Kodak Co. 
formally adopted what is said to be the 
most comprehensive retirement and dis- 
ability system ever devised for a cor- 
poration employer. It was worked out 
by the Metropolitan Life which itself 
has one of the most elaborate and far- 
reaching systems. The Metropolitan Life, 
as told in The Eastern Underwriter re- 
cently, has modified its retirement plan 
to make age seventy a dead line for 
active employment. The normal retire- 
ment age remains at sixty-five and the 
amendments provide that by snecial ap- 


(Continued on Page 4) 
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Now Ready 


The New Edition of 


TAXATION AFFECTING 
LIFE INSURANCE 


s] 1929 EDITION Ie 


HE FIRST edition of this booklet 

last year proved its usefulness. 
Thousands of copies were distributed to 
life underwriters. 

Since then there has been supplemental 
legislation in some states, new regulations 
have been issued and important legal 
decisions rendered which make a new 
edition necessary . . . and here it is. 

Your copy is waiting. Call at our head 
office or write for it on your business 
stationery. It will be sent promptly with- 
out charge or obligation. 























TAXATION 
AFFECTING 


LIFE INSURANCE 

















1929 EDITION 


CiTY BANK FARMERS 
TRUST COMPANY 


22 WILLIAM STREET, NEW YORK 


(Temporary Headquarters, 37 Wall Street) 





City BANK FARMERS 
‘TRUST COMPANY 


Formerly The Farmers’ Loan and Trust Company 
Now Affiliated With The National City Bank of New York 


Temporary Headquarters: 37 WALL STREET 
Sth Ave. at 41st Street....Madison Ave. at 42nd Street....181 Montague St., Brooklyn 


TRUST SERVICE IS AVAILABLE THROUGH ANY BRANCH OF THE NATIONAL CITY BANK OF NEW YORK OR THE NATIONAL CITY COMPANY 
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Right to Revoke Trust 
Affects Its Taxability 


DECISION IN ODD LAW _ SUIT 





No Controlling Cases Cover Point in 
Schmidlapp Trust Which Came Up 
Under Estate Tax Contest 





Through a legal point covering which 
there is no controlling decision, a case 
coming under the Federal estate tax in- 
volving the effect of the reservation of 
the right of revocation of the income or 
annuity under a trust, has been decided 
by the U. S. Circuit Court of Appeals, 
sixth district, in favor of the Govern- 
ment and reversing the lower court. The 
estate of Jacob G. Schmidlapp recovered 
judgment against the United States for 
refund of an inheritance tax thought to 
have been erroneously assessed, pursu- 
ant to section 402 (c) of the Revenue 
Act of 1918—the assessment having been 
on the theory that a certain trust con- 
veyance by Mr. Schmidlapp was one that 
would take effect in possession or en- 
joyment upon his death. The decision 
below was in reliance upon Nichols v. 
Coolidge, and held that the Act could 
not constitutionally have the retroactive 
effect necessary to support the assess- 
ment. The Supreme Court having now 
held, in Chase National Bank v. U. S., 
that where the grantor in trust reserves 
the power of revocation, as Schmidlanp 


‘did, retroactive effect could rightly. be 


given, the only question now remaining, 
said the opinion, is whether the Schmid- 
lapp trust was one which had the speci- 
fied testamentary character. 

The income of the trust and the right 
to revoke the same were reserved to the 
grantor during his life. The trust was 
to be ended and distribution was to be 
made at the end of an eight year term 
or upon Schmidlapp’s prior death. When 
he made the deed he was in good health; 
the conveyance was not made in expec- 
tation of his death; his reasonable ex- 
pectation of life was much more than 
eight years; and it is said to be true, 
and may be assumed, that everyone con- 
cerned actually expected that the posses- 
sion and enjoyment would pass to the 
beneficiaries at the end of the specified 
term of years. 

“We therefore have a case of a con- 
veyance which was to take effect in pos- 
sessio’’ and enjoyment on a specified fu- 
ture Cate and thus as to which no in- 


herita ‘e tax could be imposed by retro- 
" statute, and which also was to 
take «ff 


ect upon the death of the donor, 
and this as to which such a tax there- 
fore could be imposed,” continues the 


Opinion of the court. “The question must 
be deciled in the aspect it had the day 
the comveyance was made; to give force 
to the fact that Schmidlapp did die dur- 
ing the term so that it turned out that 
the fu'ire estate took full effect upon 
his dexh would be ‘inaccurate thinking.’ 
Disre ding this consideration, the per- 
Suasive clement to our minds is that the 
genera: purpose and intent of the Act 
In this respect were to reach disposi- 
tions -vhich were really testamentary; 
and thot the reserved power of revoca- 
tion cs\° to this conveyance that charac- 
ter—as the Supreme Court has held in 
the Ci:ise case. Whether the future es- 
tate ever would take effect bv expira- 
tion « the term depended, until the mo- 
ment of Schmidlapp’s death, upon his 
Continiicd voluntary non-exercise of his 
Power of revocation. We think this sit- 
sa “ives the dominant character, and 
€ 


Nee that the tax was properly assessed. 
The case was tried without a jury 
Th ‘ere was a full finding of facts. 
d fy “'d not support the judgment ren- 
ta Jor the plaintiff, which therefore 
> be reversed. In the typical case 
; * rev ersal at law, a new trial is award- 
tivel ut when the facts as found affirma- 
vely establish a complete defense, the 


reviewing court will direct the entry of 
that jud 


Tendered. 


shecordingly, the judgment is reversed 


with direction to j 
enter a judgment for 
de endant.” eat 


gment which should have been . 


Ralph Engelsman Back From Utah 


With New Stories of Alice Doke 
Ephraim (Utah) Agent and Ranch Woman Has Half Her Town 


Insured; Takes Payment for Premiums in Livestock, 
Even Tombstones, If Necessary 





RALPH G. ENGELSMAN 


R. G. Engelsman, general agent Penn 
Mutual Life, No. 2 Park Avenue, New 
York, and well-known insurance educa- 
tor, has returned from a trip to the 
Coast with Vincent Coffin, educational 
director Penn Mutual Life, and James 
L. Taylor, new manager of the San 
Francisco office succeeding J. B. Duryea. 
Schools were held in Seattle, Portland, 
San Francisco, Oakland, Los Angeles, 
Oklahoma City and Salt Lake City. Each 
of these schools lasted three days. 
Wherever Mr. Engelsman went in the 
West, even on a visit to Tia Juana, 
Mexican border town, he saw one of his 
former pupils. 


Mr. Engelsman returned with a num- 
ber of new stories about Mrs. Alice L. 
Doke, the Ephraim, Utah, insurance 
agent and ranch owner who has been 
so successful in capturing the imagina- 
tion and acting as insurance advisor to 
the town that she has insured one half 
the population. Mrs. Doke was one of 
the pupils in the Engelsman-Coffin Salt 
Lake City school. In Mr. Engelsman’s 
opinion Mrs. Doke is batting 100% as an 
insurance agent. He says that the num- 
ber of persons she has insured in Eph- 
raim is 1,600, the population of thé town 
being only 2,300. 

One thing that greatly interested Mr. 
Engelsman was the manner in which 
Mrs. Doke collects insurance premiums. 
If a client is short of cash she will ac- 
cept a calf, a lamb or even a pig or 
two in payment. She even goes further 
than that, upon ‘one occasion accepting 
some tombstones from a dealer in monu- 
ments whom she had insured. She hasn’t 
had a loss yet in balancing up. 

One of the most interesting experi- 
ences that Mrs. Doke had was when a 
boy ten years old came to her office and 
said that his mother wanted him in- 
sured. He had two lambs and these 
were taken as the first premium. When 
the policy had continued a year and the 
next premium became due the boy re- 
turned and said he had no more lambs 
and asked if he could not take the pre- 
mium out in work. Mrs. Doke started 
him at a potato ‘patch and agreed to 
pay him as much an hour as she did 
the other boys employed by her. He 
worked until the premium was balanced. 

In its issue of The Gold Book last year 
The Eastern Underwriter told about 
Mrs. Doke’s annual policyholders’ par- 
ties. Most of the town comes to these 





ALICE L. DOKE 


parties and so many turned out this year 
that they could not all be accommo- 
dated. Two orchestras were needed .to 
take care of the dancers. Clients of 
Mrs. Doke acted as assistants in han- 
dling the refreshments. 

Mr. Engelsman said that he noted ev- 
erywhere a growing interest in scientific 
insurance education. Even experienced 
agents felt that they could not learn 
too much about their own vocation and 
were willing to put in hard work in a 
class room and with books. He came 
back in good spirits and not a bit fa- 
tigued as a result of long hours with 
students and nights on sleepers. 





APPOINT SACKERMAN & LEWIS 





New General Agents of the Mass. Mu- 
tual in Brooklyn; Formerly With 
Connecticut Mutual 

Melvin J. Sackerman and Gibson 
Lewis have been appointed general 
agents for the Massachusetts Mutual 
with offices at No. 16 Court street, 
Brooklyn. The firm will be known as 
Sackerman & Lewis. 

Messrs. Sackerman and Lewis have 
been connected with the Fraser agency 
of the Connecticut Mutual for a num- 
ber of years. In fact, Mr. Sackerman 
was with it almost from its start and 
Mr. Lewis for the past five years. Mr. 
Sackerman has qualified for the Con- 
necticut Mutual’s Leaders’ Club every 
year. During the past six years he has 
been instructor of agents, manager of 
the uptown office and ‘did other work 
for the Fraser agency. Mr. Lewis has 
also been a full-time producer and has 
assisted in training and developing of 
men. 





SPANISH COMPANY EXPANDS 





La Equitativa Reinsures Spanish Busi- 
ness of Standard Life Assurance; 
Started to Take Over Equitable’s 

Risks There 
La Equitativa, founded by the Rosillo 

Brothers to take over the Spanish busi- 

ness of the Equitable Life of New York 

has been steadily growing ever since, 
their last move is the taking over of the 

Spanish portfolio of the Standard Life 

Assurance. Early this year they found- 

ed their own reinsurance company, the 

Equitativa Reaseguradora, and last year 

the King of Spain dedicated the splen- 

did new building of the group. 


N. Y. Women Prepare 
New Budget for Homes 


HOW INSURANCE FIGURES IN IT 





$15 a Month for Insurance Out of $50 
a Week Salary; How Items Are 
Distributed 





Budgets are always ifiteresting, espe- 
cially when they include insurance items 
and are prepared by people outside of 
the insurance business. The latest to be 


made public is that the home budget 
compiled by Mrs. Theresa Speed, head of 
the financial department of the Home 
Making Center of the New York State 
Federation of Women’s Clubs, being dis- 
tributed at the Grand Central Palace. 
The center offers a service bureau to 
solve the question of shelter on salaries 
of $50, $75 or $100 a week. 

These budgets are prepared to fit con- 
ditions throughout the city of New York 
and have been approved by the advisory 
board of the center. The systems of 
apportioning the family income as given 
out by the center, follow: 
Weekly salary of... $50 $75 

Monthly expendi- 

tures: 


$100 





BRGUSENOE. occ haces 15 25 30 
GUNES oice ek cawiee 50 70 80 
| Tee Pedy eee terion 60 70 75 
Creates fo ee i 20 35 40 
Operating: <s.cccecs 25 35 50 
Pleaith, ete. 6 ...<<. 15 25 40 
Gifts & hospitality.. 15 20 30 
DiMAGSE onset ces 6 10 18 
SANS soi 6 6 cha s 10 35 70 

Monthly totals....$210 $325 $433 


Interpreting the budgets, the center 
pointed out that the $50-a-week-man, 


‘who is paying an insurance premium of 


approximately $200 a year will hold a 
life insurance policy of $10,000. 

The item of shelter, covering rental, 
or in case the family lives in its own 
home includes taxes and heating ex- 
penses, takes into account “where a man 
has to live both in regard to his finan- 
cial status and his social status,” com- 
pilers of the budget declared. 





BRAGG WON’T BE CANDIDATE 





Philadelphia Manager Withdraws His 
Name from Consideration as National 
Association President 


James Elton Bragg of Bragg & Allen, 
managers for the Union Central Life in 
Philadelphia, who had been proposed as 
a candidate for the presidency of the 
National Association of Life Under- 
writers by the Philadelphia Association, 
has withdrawn his name from considera- 
tion at the annual convention of the 
National Association at Washington in 
September. 

In making this announcement, Mr. 
Bragg expressed his gratitude to the 
members of the Philadelphia Association 
for their gracious act of friendship and 
confidence in having proposed him as 
Philadelphia’s candidate for this office. 
It was Mr. Bragg’s original intention to 
make no public comment on the honor 
which had been bestowed upon him by 
the Philadelphia Association, but he has 
received so many letters from friends in 
various cities inquiring whether ht is in 
fact a candidate, that he feels impelled 
to state his position definitely well in 
advance of the convention. : Mr. Bragg 
will retain his active interest in Na- 
tional Association affairs, but he feels 
that there are other men in the organi- 
zation who are in a better position than 
he to bring a full measure of service to 
the association in its highest office dur- 
ing the next administration year. 





TRANSFERRED TO BUFFALO 

R. D. Black, supervisor of the W. R. 
Harper agency, Aetna Life, Philadelphia, 
has been transferred to Buffalo where 


he is assistant general agent of the 
Aetna Life. 
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Companies Entitled To 


Special Tax Relief 


CONGRESS COMMITTEE REPORTS 





Joint Body on Internal Revenue Points 
Out Various Reasons for 
Special Treatment 





That there are excellent reasons why 
life insurance companies should have 
special treatment in the matter of taxa- 
tion is the conclusion of the Joint Con- 
gressional Committee on Internal Rev- 
enue Taxation in a report just made on 
the subject. The committee points out 
that by such special treatment during 
the past eight years approximately 
$385,000,000 has been lost to government 
revenues. “However,” says the com- 
mittee, “it appears that there are ex- 
cellent reasons why special treatment 
should be given although not necessarily 
the same special treatment that is now 
provided for.” 

The first reason is that a tax on the 
insurance companies will be borne by 
the policyholders and out of 65,000,000 
policyholders at least 62,000,000 are ex- 
empt from tax as individuals. Persons 
with small incomes turn to life insur- 
ance rather than to investment in 
stocks. The taxation of profits from in- 
surance investments at the source is, 
therefore, says the report, a particularly 
inequitable case. Accordingly a tax of 
12% on the net investment earnings of 
an insurance company results in an in- 
direct tax at this rate on the policy- 
holder. 

Another consideration the report 
points out is that the companies pay 
huge state and local taxes, licenses and 


fees. For 1927 these were four times 
the Federal tax. As insurance policies 
are long term contracts, sudden and 


large changes in the tax might affect 
the stability of the companies, is an- 
other point and the report concludes 
with the statement that it must be ad- 
mitted that life insurance has _ per- 
formed an enormous service to the coun- 
try; it has reduced pauperism and en- 
couraged thrift; and as the government 
exempts entirely certain co-operative in- 
stitutions and gives special relief to 
many kinds of groups, it seems certain 
that reasonable relief should be given 
life insurance companies. 





LINCOLN NATIONAL’S PAPER 





Company’s Agency Publication “The 
Emancipator” Exands and Adds 
Many New Features 


The Lincoln National Life of Fort 
Wayne, Ind., has expanded and greatly 
improved its agency paper, “The Eman- 
cipator,” and has arranged for the im- 
mediate future articles by President Ar- 
thur F. Hall, Vice-President Walter T. 
Shepard and other home office execu- 
tives of an unusual nature as well as 
contributions from outside writers and 
the magazine has a program of promo- 
tional material of special value to the 
agents. The paper now has a rotogra- 
vure section of four pages picturizing 
life insurance and the back cover is so 
planned that it may be used as adver- 
tising copy for agents. ; 

Another feature is the sales visuali- 
zation charts worked up on subjects re- 
lated to life insurance selling. A new 
series of art covers is being used which 
tie up with some subject before the 
agents like the coming convention at 
Quebec. Editor E. P. Hermann of “The 
Emancipator” has arranged a_ special 
program of features for the next twelve 
months. The publication ranks high 
among agency papers. 


A DOCTOR’S PLAINT 
Dr. Joseph C. Peden, an X-ray special- 
ist of St. Louis, testified in a divorce 
decree modification at Clayton, Mo., that 
the Missouri Compensation Act - has 
greatly reduced his earning power. 

















Exceptional Opportunity 
: In California 





business history. 











Progressive agency in San Francisco of large eastern mutual 
company has fine opening as supervisor for ambitious young 
| man of proven sales ability. Salary basis. Previous experience 
as supervisor not necessary, as will be given special three-weeks’ 
training course at Home Office. 
| man who wants to move to California. Write in strict confidence 


A real opportunity for a real 


to Box 1122, care of this paper, giving complete personal and 














McNAMARA MEN ON PROGRAM 





Nathaniel H. Seefurth and Alexander B. 
Siegel of Agency Speakers at Guardian 
Life Meeting at Estes Park 

The John C. McNamara organization, 
New York, will contribute two of the 
speakers on the program of the Guard- 
ian Life convention to be held at Estes 
Park, Colo., August 22 to 24. Nathaniel 
H. Seefurth, manager of the agency’s 
legal, tax, trust and business insurance 
department, author, and editor of the 
National Service Publications, and a 
large personal producer, is one. The 
other is Alexander B. Siegel of the 
agency who in less than three years in 
the business has written more than 600 
individual lives. He goes to the conven- 
tion with a record of 300 lives and is 
probably the Guardian Life’s leader in 
number of lives. John C. McNamara, 
Jr., is also expected to appear on the 
program. 





WERE ON BOARD THE “BREMEN” 


P. A. Peyser and W. L. Meissel of Na- 
tional Life of Vermont Took Cruise 
on Fastest Ship 


Percy A. Peyser and William L. Meis- 
sel of Wells, Meissel & Peyser, general 
agents in New York City for the Na- 
tional Life of Vermont, were passengers 
on the “Bremen,” which arrived in Ham- 
burg this week on its return trip after 
breaking the Atlantic speed _ record. 


Among other insurance men taking the 
journey were Paul Wolf, Hamburg 
agent, and Carl Schreiner, reinsurance 
man. 





CONTINENTAL LIFE MEETING 

The Continental Life of St. Louis 
will hold its Clic Club convention in Chi- 
cago August 19 and 20. Vice-President 
De Witt Mills has been in Chicago com- 
pleting arrangements. 


Growth 


For the first five months of 1929, The Guardian’s pro- 
duction of new paid business shows ani increase of 21.2%. 
Each month so far this year has proved to be the best of 
its name in the Company’s. sixty-nine years—in written, 
issued and paid-for business, all three. 


A comparison of The Guardian’s rate of progress with 
the remarkable growth of ordinary life insurance in this 
country during the past five years presents an interesting 


picture. 


From 1924 to 1928, inclusive, The Guardian’s 


annual production of new paid-for ordinary life insurance 
increased at a rate more than twice that for the total ordi- 
nary life production of all United States companies. 


In 1929, for the first five months, The Guardian’s per- 
centage of increase is approximately two and a half times 
that for the country as a whole. 


yd 


THE GUARDIAN LIFE 
INSURANCE COMPANY OF AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE 


New York Crty 





Conway Asks Opinion On 
Mutual Benefit Form 


PUTS QUESTION TO ALL COS, 





Says He Wants Information on Every 
Possible Angle of Subject 
for Study 





Superintendent of Insurance Albert 
Conway of New York has sent to all 
life companies a letter in which he asks 


them, in connection with his previous 
letter on standard disability provisions, 
to answer the following question: which 
amounts to asking a direct opinion on 
the Mutual Benefits definition of total 
disability in its separate disability poli- 
cies: 

“Do you favor allowing each company 
to choose between the definition of total 
disability as set forth in provision (1) 
of the joint report of the two special 
committees and a definition of total dis- 
ability providing that the insured will be 
regarded as totally disabled when, by 
reason of sickness or accident, his earned 
income is reduced to 25% (or some 
smaller percentage) of what he earned 
prior to his sickness or accident?” 

In his letter to the companies Super- 
intendent Conway says: 

“Referring to my circular letter of 
June 29, 1929, I wish to advise that one 
of the companies has suggested that a 
fairer expression of opinion would be 
obtained if question No. 3 in the ques- 
tionnaire enclosed with my letter were 
not so worded as to make it appear that 
if the suggested amendment referred to 
therein should be adopted, the present 
definition of total disability would be ex- 
cluded. It is my desire to obtain in- 
formation on every possible angle of the 
subject. I would therefore appreciate 
your replying to the question in addi- 
tion to the eight questions contained in 
the questionnaire.” 


WROTE ONE APP.A DAY 

Writing at least one application each 
working day during June was the record 
hung up by Frank D. Holloway, agent 
at Ebony, Va., for the Diggs & Cary 
agency of the Penn Mutual. When the 
figures were checked up at the end of 
the month it was found that he had 
bettered the mark slightly, writing a to- 
tal of thirty-one applications for an ag- 
gregate of $50,500. 


OKLAHOMA EDUCATION | 

Vincent Coffin, director of education 
for the Penn Mutual Life; Tames L. 
Taylor of San Francisco, home office 
representative, and Ralph G. Englesman, 
general agent for the company in New 
York, were in charge of a three days 
life insurance sales school conducted 
July 22, 23 and 24, by Robert T. Shipley, 
general agent for Oklahoma. Thirty 
agents of the Shipley agency attended 
from Oklahoma and a corps of eight 
agents working out of the Cecil K. Deane 
agency at Wichita, Kan., attended. 











Retirement Plazs 
(Continued from Page 1) 


proval of the company an employe of 
sixty-five may be continued in active 


service for an additional year and this 
approval may be given annually but ™ 
no case shail either employe or officer 


remain in active service beyond ‘he se 
entieth birthday. ; 

In view of the special attent)on that 
is now being given to the mutter . 
maximum employment ages and ‘he loca 
pressure that can be brought ‘0 beat 
on large employers to abolish or at least 
raise age limits, the introduction of a 
retirement and disability plan may be 4 
particularly timely proposition to put be- 
fore employers. The present situation 
merely adds one more good selling 
point, in the view of life insurance PC? 
ple, to the well established tend: "cy ua 
ward the adoption by all large employe 
of some form of retirement «nd 4 
ability plan. 
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Appeal In Limit 
Payment Life Forms 


ANALYSIS OF COST ELEMENT 





Some of Advantages of Those Con- 
tracts; What Real Cost of Protec- 
tion Amounts To 





The underlying principle of limited 
payment life insurance is that premium 
deposits can best be paid during the pe- 
riod when the insured’s earning power 
is at its highest, says “The Life Aetna- 
izer” in an interesting discussion of these 
policy forms. This is a sound principle. 
It gives the insured the satisfaction of 
knowing that his insurance will be “paid- 
up” at a definite time, and that the pay- 
ment of premium deposits will not be an 
indefinitely prolonged obligation which 
he may be unable to meet, due to de- 
creased earnings, in later years. 


Cost Comparison 

Twenty-payment life, the most popu- 
lar plan, costs but slightly more than 
the average “participating” ordinary life 
plan. The rate for twenty-payment life 
is about $1 more per $1,000 at the young- 
er ages, and is considerably less at the 
older ages. 

In other words, you can point out to 
your prospect the many advantages that 
he will secure under this form of con- 
tract—all of them guaranteed—and at 
a cost which compares most favorably 
with “participating” ordinary life rates. 

Insurance For Interest 


The true cost of carrying a twenty- 
payment life contract is less than 2.7% 
interest on the principal sum. The pre- 
mium deposit, as shown in the accom- 
panying illustration, amounts to only 
2.72% of $10,000. ; 

The cash value at the end of the 
twenty years, however, is $220 more than 
the total deposits paid in over the twen- 
ty-year period. Deducting this, there- 
fore, it is seen that the net cost of the 
protection has been even less than a 
very nominal rate of interest on the 
principal sum. 

The real cost of “protection,” assum- 
ing that the insured completes his de- 
posits over the twenty-year period, has 
not even been the interest on the prin- 
cipal sum. For if he then compares the 
guaranteed cash value ($5,660, as shown 
above) with the total deposits ($5,440) 
he finds that all the money he has de- 
posited is available—plus $220. The true 
cost of protection, therefore, is merely 
the interest he may have lost on his 
annual deposits of $272 each. A very 
Nominal cost—he will agree. 


Illustration 
20-Payment Life Insurance 
Age 35—$10,000 
Annual, Deposit 2.544 ce $272 


(Note:—This deposit is only four or 
five dollars more than many companies 
charge for participating “ordinary” life 
insurance.) 

Total deposits (over 20 years) .$5,440 

Guaranteed cash value at end 





GETS MISSOURI STATE CUP 
The W. R. Robinson agency of the 
Missouri State Life in Philadelphia, 
made 2 gain of 200% in paid for pro- 
duction for the second quarter of the 
year ending June 30 and won the cup 
Sven by President Hillaman Taylor for 
the agency making the greatest quar- 
terly cain. The Robinson agency had 
$1,241,000 of new business during the 
Tst six months of the year. 


QUALIFIES FOR CONVENTION 

Lewis H. Millert of the Newark agency 
ot the Connecticut Mutual Life, has 
qualified for the company’s convention 
Which will be held at Big Wind, On- 


fario, Canada, from September 4 to 6 
Inclusive, 














WISHERS 
AND 


WOULDERS 


Even grown-ups sometimes get 
the “wishing habit”, a weakness sup- 
posed to be for youth only. 


The difficulty is that while the “wishers” 
of life are building their dream 
Castles in Spain, the “woulders” are 
up and doing, building their Castles 
of much more permanent brick and 
mortar. . 


Successful men know this. 


They are the “Woulders” 


The Prudential 


Insurance Company of America 


Home Office: Newark, New Jersey 
Epwarp D. Durnetp, President 








Travelers Makes Many 
Changes At Chicago 


——e 


STRENGTHENS ITS PERSONNEL 





Managers From a Number of Other 
Cities Sent to Enlarge Staff Under 
Manager E. B. Dudley 


A number of important changes has 
been made by the Travelers affecting 
the Chicago office under the direction 
of E. B. Dudley. The new appointments 
bring to Chicago a number of men of 
wide experience in the insurance busi- 
ness and include Fred L. Mason, Jr., 
manager of the Travelers branch office 
at Baltimore; Franklin Toops, manager 
of the Louisville branch; Amos C. Ster- 
ner of Kansas City; Charles W. Y. 
Loucks of San Francisco; Arthur J. 
Johnson of Seattle; George W. Watson 
of Providence; Tyrrell R. Miller of 
South Bend, and Douglas S. Perry of 
New Haven. The promotion of these 
men, together with that of Benjamin 
H. Groves of Cedar Rapids, and Frank 
Wiglesworth of Louisville, which were 
previously announced, is made to better 
Serve the public and the company’s 
agency force and brokerage connections 
in the Chicago territory. 

Fred L. Mason, Jr., Assistant Manager 

Under the new arrangements, which 
will be effective August 1, Fred L. 
Mason, Jr., manager at Baltimore since 
July 1, 1925, will act as first general as- 
sistant to Manager E. B. Dudley, who 
has general supervision of all agency 
development, and life, accident and group 
department affairs of the Travelers in 
Chicago. Mr. Mason has been connected 
with the Travelers for more than nine 
years, and served as assistant manager 
at Philadelphia for three years prior to 
his appointment in Baltimore. Before 
he came with the Travelers he was con- 
nected with a large business concern in 
this country for nearly ten years, and 
prior to that time had been associated 
with his father in the writing of insur- 
ance. 

Henry E. Tank, who has been in the 
service of the company more than twen- 
ty years, and assistant manager of the 
Insurance Exchange branch at Chicago 
since 1913, continues as a general con- 
sultant and in charge of the company’s 
brokerage business in the territory. 

Benjamin H. Groves, who was ap- 
pointed assistant manager in the Insur- 
ance Exchange branch, several months 
ago, will be in charge of the instruc- 
tion and training of agents in the Chi- 
cago territory, life, accident and group 
departments. Mr. Groves has already 
established a school for the training of 
new agents as well as an advanced 
course in the selling of life insurance. 
He has been with the company since 
1924, at which time he was appointed a 
field assistant in the Omaha office. 
Prior to his appointment to Chicago, he 
was manager at Cedar Rapids, and be- 
fore that was assistant manager at 
Omaha. 


Some of Other Changes 


Franklin Toops, manager at Louis- 
ville for the last six years, has been 
made an assistant manager in the In- 
surance Exchange office, where he will 
be in charge of the agents in the “cor- 
ridor and live-wire row,” which includes 
the Travelers’ leading producers in the 
West Jackson Boulevard office. 

Amos C. Sterner, assistant manager 
at Kansas City since February 1, 1927, 
and for three years prior to that a field 
assistant in that office, will be in charge 
of the Travelers’ program of conser- 
vation of business in Chicago, with the 
title of assistant manager. 

Charles W. Y. Loucks, assistant man- 
ager at San Francisco for the last four 
years, has been transferred to Chicago 
where he will have charge of the agency 
room of the Insurance Exchange branch. 
Mr. Loucks has had a wide experience 
in agency work in his nine years of 
service with the Travelers. He first 
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served as a special agent at St. Louis, 
and subsequently was connected with 
the Omaha and the San Francisco of- 
fices in the same capacity. He became 
an assistant manager at San Francisco 
in 1921. 

Arthur J. Johnson, assistant manager 
at Seattle since 1925, will be in charge 
as assistant manager of the Logan 
Square office. Mr. Johnson succeeds 
Frank A. Miles, field assistant, who has 
been transferred to the Lawrence avenue 
office where he will be associated with 
Assistant Manager Elmer H. Winkel. 

George W. Watson has been trans- 
ferred from Providence to Chicago as 
assistant manager where he will be in 
charge of the Michigan avenue office. 

Douglas S. Perry, a field assistant of 
the New Haven branch, has been trans- 
ferred to the group unit of the com- 
pany in Chicago, which is under the di- 
rection of Perry T. Carter, assistant 
manager. 

William H. Kolb, Jr., son of the late 
William H. Kolb, who was for many 
years manager for the Travelers in Chi- 
cago, has been promoted from the field 
service division of the home office group 
department: to group assistant in charge 
of the company’s detail group operations 
in Chicago. 

Earl A. Walker, who has been assist- 
ant manager of the Kedzie avenue 
branch at Madison and Kedzie avenues, 
since January 1, 1927, remains in charge 
of the company’s business in that office. 

At Baltimore Mr. Mason’s successor 
will be E. L. Anderson, who has served 
the company in that territory as an 
assistant manager. 





HAS SIX AND HALF BILLIONS 





Equitable Society Celebrates Seventieth 
Anniversary; 700,000 Prospects Seen 
by Agents in Month 
On the occasion of the seventieth an- 
niversary of the Equitable Life Assur- 
ance week, President 
Thomas I. Parkinson announced that the 
Society’s outstanding insurance in force 
had passed $6,550,000,000 of which $360,- 
000,000 had been written since the first 
of the year. During the anniversary 
month more than 700,000 persons were 
solicited by the Society’s representatives, 
as each agent saw seventy prospects in 

the month. 

Starting with less than 300 policyhold- 
ers in 1859, the Equitable, progressing 
steadily now has on its books the names 
of over two million policyholders. A re- 
view of the past fifteen years reveals 
an increased rate of growth in outstand- 
ing insurance as well as an increase in 
volume. At the end of 1914, the Equit- 
able had $1,494,000,000 of insurance in 
force but not until 1919 was the two 
billion mark reached. In the following 
six years another two billion was added 
but only a little over three and a half 
years was required to add the next two 
billion which carried the Equitable be- 
yond the six billion mark. 

Acceleration of business during the 
anniversary year is ascribed by Mr. 
Parkinson to increased public apprecia- 
tion of the value of life insurance and 
to the fact that during the current an- 
niversary month, over. 700,000 persons 
living within the United States were so- 
licited for insurance by Equitable rep- 
resentatives. 


Society last 





MINNESOTA FISHING TRIP 


George Summy, general agent for the 
Phoenix Mutual, and past president of 
the Oklahoma Association of Life Un- 
derwriters, will leave the second week 
of August to join Mrs. Summy who is 
spending the summer at Gull Lake, Min- 
nesota. While there he will join Frank 


M. Engle, district manager for the com- 
pany at Tulsa, and Ed Allison, member 
of the Tulsa agency, at Balsam Lake, 
Wisconsin, for a fishing trip. Engle and 
Allison will leave for the north August 1. 


USED WAR RISK AID 


The John Hancock Mutual Life used 
in the July issue of the American Legion 
Monthly a page advertisement which set 
forth the relation between the War Risk 
insurance offered the soldiers by the 
Government and the regular life insur- 
ance offered by the company. It was 
very attractively done and commended 
the Government for its emergency in- 
surance. 





MOTORING THROUGH CANADA 
Henry R. Potts, one of the leading 

producers of the Newark agency of the 

Connecticut Mutual, is motoring through 


MUTUAL BENEFIT CONVENTION 





General Agents in Newark for Three 
Days’ Session; Reporters Not Ad- 
mitted to Sessions 

A three days’ convention of general 
agents of the Mutual Benefit was held in 
Newark this week. Reporters were not 
admitted. One of the officers of the 
company said: “This is merely one of 
those family gatherings which companies 
hold at intervals to discuss their own 
affairs.” 








Canada. He will visit Toronto, Mon- 
treal and Quebec. He will be gone 
about three weeks. 
























































Doss any individual con- 


nected with the Company or 
| the Company itself profit 
| directly or indirectly by the 
| sale of Life Insurance?” 


No. This Company prof- 


| 

| its only through its normal 
| functioning as trustee of Life 
Insurance moneys. No indi- 
vidual connected with this 
Company profits through the 
sale of Life Insurance.” 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
: NEW YORK 


14 Offices In 14 Manhattan Centers 
Foreign Representatives in London, Paris, Berlin, Buenos Aires 


NO SECURITIES FOR SALE 


Capital, Surplus and Undivided Profits Over One Hundred Million Dollars 


—an inquiry 


and Sydney 








Summer Prospecting 
Has Some Advantages 


DON’T APOLOGIZE FOR WEATHER 





Some Groups, for Instance Lawyers, 
Have More Time in Summer; R¢- 
sort People Then Prosper 





Make no excuse or apologies for in- 
terviewing anew prospect even if i: is 
the hottest day of the year, says the 
New York Life agents’ bulletin in dis- 
cussing summer prospecting. Swing 
right into the interview with just as 
much force and just as much certainty 
as if the mercury were hugging the 
bottom of the thermometer. To apolo- 


gize for bothering a man on a hot day 
gets the interview off to the wrong kind 
of a start. 

During the summer, competition is not 
so keen and the salesman who calls has 
a better chance to close. By this we 
mean many salesmen think the pros- 
pect is out of town, or playing gol!, or 
watching the ball game, so they decide 
to do the same thing. Statistics show 
however that only a small per cent of 
the people are out of town at one given 
time. The others are prospects. {ven 
if they are out of town the average va- 
cation period is but two weeks. 

During the summer you will find the 
applicant’s sales resistance is down a bit 
and in any number of cases men who 
were always too busy to talk, will wel- 
come you as a good excuse to lean back 
and forget work during the interview. 

The summer resort territories are 
doing an exceptionally active business 
this summer. Everyone, from the owner 
of the big hotel by the lake or seashore 
to the proprietor of the corner drug 
store, is making money. 

In most of the cities the courts are 
closed in summer—and if there is one 
time in the year when lawyers have free 
time to listen to the value of life in- 
surance protection it is during the sum- 
mer months. 

Many “commercial” salesmen do not 
travel their territories during the sum- 
mer months. This makes a good pros- 
pect of the salesman who has more time 
than he knows what to do with—and a 
better prospect of the dealer who doesn’t 
find a long line of salesmen waiting each 
morning for advice. 

The same condition is true in many 
wholesale and jobbing lines—the chief 
clerk who next September will have his 
luncheon brought to his desk to save 
time, has time during the summer 
months to talk life insurance as long as 
the agent desires. 

The golden summer hours are in the 
early morning. The hours between eight 
and eleven. The irritations of the day 
have not yet begun to cut into your 
nervous energy, or that of the prospect. 
Minds are alert and fresh, and carly 
morning appointments will provide the 
favorable atmosphere for the interview. 
A part of the cool evening afte: the 
sun goes down is also a good time to 
catch the clerical man at home arid he 
will have more time to talk to you. 








EQUITABLE OF IOWA AT DENVER 


Among the home office executives who 
attended the meetings held July 15 and 
16 in Denver by the Equitable Life of 
Iowa were: President H. S. Nollen and 
Vice-Presidents B. F. Hadley and Hl. E. 
Aldrich, all of whom were speakers at 
the meetings. More than 100 were pres- 
ent. The closing event was a banquet 
at the Troutdale-in-the-Pines Hotel. 





NEW LOUISVILLE COMPAR Y 

The Income Life Insurance Co. of 
Louisville has been licensed to write 
business in Kentucky. It has a capi al of 
$250,000 to $150,000 surplus. A. L. Noe, 
formerly general agent of the Columbian 
National Life, is president of the ew 
company. It expects to start wr ting 
business about August 1. 
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Banks Stirred By 
Assignment Question 


ON POLICIES BACK OF LOANS 





Form of Assignment as Collateral in 
Common Use May Be Invalid Says 
B. L. Holland of Phoenix Mutual 





Bank people have shown great inter- 
est in an address delivered before the 
Association of Life Insurance Counsel 
at its recent meeting at Old Point Com- 
fort by Benjamin L. Holland, attorney 
for the Phoenix Mutual Life, because it 
was revealed that there was a serious 
question as to whether many assign- 
ments of life insurance policies now in 
existence and covering loans are in 
proper form and effective. 

“There is a popular notion,” said Mr. 
Holland, “that when the insured has re- 
served the right to change the benefi- 
ciary, he is the sole owner of the policy 
as long as he is living and has the right 
to assign it to anyone else and in any 
manner he chooses, the rights and inter- 
ests of any beneficiary being bound by 
any such action he may take. 

“As a matter of fact, out of the num- 
ber of states whose courts have passed 
upon the question, only a slight majority 
have upheld this point of view and the 
number as well as the standing of the 
courts which have refused to uphold it 
make it advisable for lenders of money 
to proceed with reasonable caution.” 

Suppose an insured simply hands his 
policy over to his banker or his broker 
as security for a debt, makes an assign- 
ment of “all his right, title, and interest 
in the policy” in favor of his creditor, 
but entirely ignores the fact that a bene- 
ficiary has been previously designated in 
the policy. Does this action auto- 
matically substitute the creditor for the 
original beneficiary or does it modify 
the interests of the beneficiary to the 
‘extent of the amount assigned to cover 

the debt? “Not necessarily so,” says 
Mr. Holland and cites a wealth of legal 
Opinion to support his view. 

Just what “rights” does the insured 
assign? Obviously he has the “right” 
to take the cash value of the policy, to 
make policy loans from the company, to 
receive dividends, disability benefits, etc., 
and these are rights which he unques- 
tionably assigns to his creditors. But he 
also has the “right” to change the bene- 
ficiary and, if he assigns that right with- 
out exercising it by definite action in 
favor of the creditor, what then? Has 
he merely transferred to him the “right” 
to change the beneficiary? Does the 
Original beneficiary designation - still 
Stand, inasmuch as neither. the insured 
Nor the assignee has done anything 
about it? Or has the insured by im- 
Plication and intention actually accom- 
Plished a change of beneficiary in favor 
of his creditor ? 

If he hasn’t, then the court may later 
decide that the interests of the original 

eneficiary take precedence over the in- 
terests of the assignee, in which event 
the creditor has little, if any, security 

for his loan. In other words, when a 
man signs a paper which says, “I hereby 
assign all my right, title and interest in 
my life insurance policy unto John Doe, 
My creditor,” it may mean much and, 
on the other hand, it may*mean very 


little indeed. Everything depends upon 
the provisions of the policy and whether 
he has also taken all necessary steps to 
change or modify the interests of the 
beneficiary so as to make them subject 
to the claims of the creditor. 

“From the standpoint of those who 
lend money, the remedy is compara- 
tively simple,” says Mr. Holland. 
“Where permissible and _ practicable 
under the state laws, the beneficiary can 
be asked to join in signing the assign- 
ment with the insured. Or, again, the 
insured may be required to go through 
the process of changing the beneficiary 
to his own estate before making the 
assignment in favor of his creditor.” 

Mr. Holland also suggests that, for 
convenience and the avoidance of red 
tape, it would be advisable for all life 
insurance companies to include in their 
modern policies a provision which stipu- 
lates that, when the insured has re- 
served the right to change the benefi- 
ciary, he shall have the right to make 
an absolute or collateral assignment of 
the policy and that the interest of any 
beneficiary shall be bound by any as- 
signment so made. 

He further recommends that anyone 
who has or holds an assignment of a 
life insurance policy in his favor ought 
to notify the home office of the com- 
pany immediately and make sure that 
the assignment has been executed in 
proper form. The insurance companies 
cannot, of course, assume responsibility 
for the validity of assignments but are 
willing to assist with suggestions or ad- 
vice whenever possible. They are pow- 
erless, however, to alter or amend the 
legal effect of any unfortunate assign- 
ment previously made by the insured 
upon his own initiative and without due 
regard for the possible interests of des- 
ignated beneficiaries. 





MUST PAY INTEREST 





Court Ruling Relative to Government’s 
Obligation on Unpaid Instalments; 
Private Enterprise Liability Prevails 
According to a decision in the North- 

ern District of Ohio—Tom Gianakouras 
vs. U. S—the Government must nav in- 
terest to tbe holder of a policy of war 
risk insurance .when the latter recovers 
a judgment for unpaid instalments aris- 
ing out of total and permanent disabil- 
itv. The court ruling continued that 
when the Government entered into the 
insurance business and wrote policies in 
the regular form, providing that in case 
of disagreement it might be sued, it 
thereby agreed to assume the ordinary 
incidents of such business, and, in the 
opinion of the court, interest should be 
allowed under such circumstances. 















Satisfying Service 


The MUTUAL BENEFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 
contracts; and gives to policyholders a service 
that satisfies. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 





Organized 1845 








STATE MUTUAL LIFE 


ASSURANCE COMPANY 
OF 
WORCESTER, MASSACHUSETTS 





Announces the 
Extension of its Territory 
to the West Coast 
and 
Its Entrance Into 
the State of Kansas 











INCORPORATED 1844 
and now in its 
EIGHTY-FIFTH YEAR OF SERVICE 
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LIFE INSURANCE COMPANY OF FORT WAYNE, IND. 








happiness of its representatives. 


BERKSHIRE LIFB 





- 1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


“Ask any Berkshire Agent” 
INSURANCE COMPANY 


: : Incorporated 1851 
Pittsfield, Massachusetts " FRED. H. RHODES, President | 








The Colonial Life Insurance Company ot America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 


OFFICERS 
B. J. Heppenheimer, President 
George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City. N. J. 
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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 





EQUITABLE EQUIPMENT 


Training Courses & Field Schools Annual Educational Conferences 
Correspondence & Specialist’s Courses Weekly Sales Bulletin 
Inheritance Tax Service. Business Insurance Service 
Personalized Letter Service Advertising Booklets & Circulars 


An Unsurpassed, Comprehensive Array of Policy and Annuity Forms Constituting 
THE EQUITABLE’S COMPLETE CIRCLE OF PROTECTION 





OAINUNS 












ALINNN YY dIHS&y 








INSURANCE 
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THERE'S AN EQUITABLE POLICY FOR EVERY NEED AND PURPOSE 











THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
3 . 393 SEVENTH AVE., NEW YORK, N. ¥. 
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No Insurance Tie-up 
In Raskob’s Trust Plan 


BUT MAY USE GROUP INSURANCE 








Would Require Legislative Amendment; 
Financier’s Investment Trust Idea 
Watched for Some Insurance Angle 





Life insurance people are tremendous- 
ly interested in the plans of John J. 
Raskob, former chairman of the finance 
committee of General Motors Corp., to 
form a huge investment trust which 
would appeal to everybody including 
wage earners and every announcement, 
article or interview, is scanned to see if 
the plan has a life insurance angle. It 
can now be stated with reasonable as- 
surance that there will not be a life in- 
surance feature tied up to the invest- 
ment trust but it would not be surprising 
if the investors will be brought under a 
group life plan. 

To make this effective, it would be 
necessary to have an amendment to the 
group life definition in the New York 
law such as had been done on several 
occasions notably this year when the in- 
stalment purchase amendment was made 
which opened the group life insurance 
plan to bank borrowers on_ individual 
loans and unsecured paper and similar 
groups. 

In an interview with Mr. Raskob by 
Samuel Crother appearing in the “La- 
dies’ Home Journal” for August, noth- 
ing is said about insurance. Mr. Ras- 
kob describes his plans as follows: 

“Recently I have been advocating the 
formation of an equity securities cor- 
poration; that is, a corporation that will 
invest in common stocks only under 
proper and careful supervision. This 
company will buy the common stocks of 
first-class industrial corporations and is- 
sue its own stock certificates against 
them. This stock will be offered from 
time to time at a price to correspond 
exactly with the value of the assets of 
the corporation and all profit will go to 
the stockholders. The directors will be 
men of outstanding character, reputation 
and integrity. At regular intervals— 
say quarterly—the whole financial rec- 
ord of the corporation will be published 

together with all of its holdings and the 
cost thereof. The corporation will be 
owned by the public and with every 
transaction public. I am not at all in- 
terestcd in a private investment trust. 
The company would not be permitted to 
borrow money or go into any debt. 

“In addition to this company, there 
should be organized a discount company 
on the same lines as the finance compa- 
mies of the motor concerns to be used 
to seli stock of the investing corpora- 
tion on the instalment plan. 

“The great wealth of this country has 
been sained by the forces of produc- 
tion and consumption pushing each other 
for suoremacy. The personal fortunes 
of this country have been made not by 
saving but by producing. 

“ > . . 

Mere saving is closely akin to the 
Socialis: policy of dividing and likewise 
Tuns up against the same objection that 
there i: not enough around to save. The 
Savings that count cannot be static. They 
Must be going into the production of 
Wealth. They may go in as debt and 
the Managers of the wealth-making en- 
lerprises take all the profit over and 
ove the interest paid. That has been 
the course recominended for saving and 
or the reasons that have been set out 
~the fallacy of conservative investment 
Which is not conservative at all. 

The way to wealth is to get into the 


Profit end of ‘wealth production in this 
Country.” 


_ The basis of the idea is that if the’ 


individual saves $15 a month for twenty 
a he should have at least $80,000 at 
e end of that time. 


Celebrates Founding 
Of R. & R. Service 


STAFF PARTY AT INDIANAPOLIS 





President M. B. Oakes and Other Exec- 
utives Hosts to Organization at 


Meridian Hills Club 





A staff party was given at the Merid- 
ian Hills Country Club near Indianapo- 
lis on Wednesday in celebration of the 
fifteenth anniversary of the founding of 
the Insurance Research & Review Serv- 
ice. Mansur B. Oakes, president and 
managing editor; Francis P. Huston, 
vice-president; and Paul Speicher, sec- 
retary and associate editor, and their 
wives, were the hosts to the party, which 
numbered sixty-five. 

The Insurance Research & Review 
Service was launched in 1914 as an in- 
ternational clearing house for business 
building plans for life and casualty in- 
terests and now furnishes not only a 
Weekly News-Review Digest, which is 
sent to the members by first-class mail 
on Saturday night of each week, but 
also a monthly Agency Building Service 
made up of five printed publications. 

Ten years ago the organization made 
available an Educational-Sales Course 
and Field System for which over 20,000 
agents have enrolled, the enrollments in- 
cluding men and women not only 
throughout the United States and Can- 
ada but in England. India, China and 
other foreign countries. 

The Canadian Association of Life Un- 
derwriters acts as R. & R. agent and 
registrar in Canada and a sales office 
for England and the Continent is main- 
tained in London. 





PAY FOR $250,000 FIRST MONTH 





Lane Agency of Home Life of New 
York Is Making a Good 
Start 


Amid the hammering of carpenters, 
daubing of painters, and splicing of elec- 
tricians, the Lane agency of the Home 
Life, with offices at No. 212 Fifth ave- 
nue, New York, closed its first month 
in excess of $250,000 business paid for; 
premiums averaging $35 a thousand. 

During its first month of existence the 
agency made contracts with seventeen 
agents, fourteen of whom are full time, 
in addition to a large number of broker- 
age contracts. Louis Lane and Mervin 
L. Lane are devoting the greater part 
of their time to the building of a per- 
manent organization, the brokerage busi- 
ness being supervised by Frank L. Lane. 

The first assistant manager to be an- 
pointed is Morris H. Misbis, who is in 
charge of a developing unit which is 
making good progress. 





CONVENTION SPEAKERS 


E. J. Clark, H. A. Ley, J. M. Holcombe 
and Dr. S. S. Huebner Have Been 
Added to Nat’l Ass’n Program 


The National Association of Life Un- 
derwriters has added still another group 
of well known speakers to the program 
of the Washington convention in Sep- 
tember. Ernest J. Clark, president and 
Dr. S. S. Huebner, dean of the Amer- 
ican College of Life Underwriters, will 
be on the program. John Marshall Hol- 
combe, Jr., manager of the Life Insur- 
ance Research Bureau, Hartford, will fit 
into the general theme of the meeting 
with an address on “The Market for 
the Second Hundred Billion.” Harold A. 
Ley, president of the Life Extension In- 
stitute, will speak on the conservation 
of human life. 








MUTUAL LIFE GETS REFUND 


The Treasury Department has allowed 
the Mutual Life of New York a refund 
of over-assessments of income taxes, 
growing out of the decision of the U. S. 
Supreme Court in the National Life 
case, amounting to $1,821,364. 














Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 
distinctive. 

Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 
insurance. 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 
awake life insurance man. 


Watton L. Crocker, President 
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of the new business paid 
52.28%... in The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1928 was upon 


applications of members previously insured 
in the Company. 


Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





| protect 
The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Practical Suggestions to Help the Man With the 
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Book Increase His Income and General Efficiency 


Clay Hamlin points 
Disability out in the Mutual 
Gives Cue Benefit “Pelican” 
To Life Amount that if a policyholder 
says that he would 
like a monthly income in event of dis- 
ability amounting to $2,500 a year, he 
has ‘told the agent indirectly that he has 
an ambition to own $50,000 of capital or 
property. This indirectly admitted need 
for capital should provide an excellent 
opportunity for placing new life insur- 
ance. It requires $50,000 at 5% interest 
to produce $2,500 a year. If a man de- 
sires to provide for an income of $2,500 
a year to replace. his earning power in 
case of disability, he has gone on rec- 
ord that his earning power is worth at 
least $2,500 a year, or that the replace- 
ment value of the total destruction of 
his earning power through death woald 
be at least $50,000. 
a ae 

Ben F. Martin of 
the Billings agency 
of the Penn Mutual 
tells some of the 
“reasons why” of in- 
suring children in the Penn Mutual 
“News Letter.” He says: “I often won- 
der if a lot of the boys:don’t overlook 
a wonderful chance to do a good busi- 
ness on children. 

“Of course, I always take it up with 
the parents, I tell them to think of only 
$81 for $5,000 on Ordinary life basis and 
I use this argument that the boy may 
possibly be going into railroad work, 
aviation, electricity or a number of other 
occupations in which he possibly couldn’t 
buy insurance and he at least has this 
$5,000; and, of course, if he wants to 
change the rate to take the money back 
quicker, he can do this himself when he 
gets to making his own money. I have 
closed simply hundreds of cases on this 
argument. As I have often said, I know 
I could do a nice business on children 
alone if I just wanted to work that end 
of the business.” 

* ££ 2 


Reasons 
For Insuring 


Children 


Stock answers used 
by F. H. Peterson of 
the Bankers Life of 
Iowa for stock ob- 
jections and given by 
the Bankers Life “Onward” are: 

“Until I have bought -some good in- 
vestments.” You can always buy good 
investments. Ten years, or twenty years, 
or thirty years from now the banks and 
the brokers will be just as glad to sell 
you good investments as they are today. 
But, you can not always buy life insur- 
ance. | 

Would it not be more logical to make 
sure of adequate life insurance and then 
plan for good investments? 

“Until I have talked it-over with some 
of my friends.” When you talk to your 


Some Stock 
Answers to 
Objections 


friends, ask them this question —“If I 
pay you a small percentage, say six or 
seven per cent., will you guarantee to 
pay my family in case I die, the prin- 
cipal upon which this sum is the in- 
come ?” 


That is exactly the proposition to 
which life insurance will obligate itself, 
and which no other financial plan offers. 


“Until I am sure I can pay the pre- 
miums.” It may be that the first deposit 
will be the only one you will ever have 
to make. 


“Until I have had time to think it 
over.” While you are thinking it over, 
think also of these things—a thousand 
married men died in North America yes- 
terday, a thousand are dying today, a 
thousand will die tomorrow. Four hun- 
dred thousand died last year—not a 
tenth of them left enough to carry on; 
not half of them left the means to pre- 
serve, for even a short time, the homes 
they had brought into being. 


Five hundred homes broken yesterday, 
500 homes broken today—is it safe to 
spend so much time thinking life insur- 
ance over? 


“Until I can better afford to pay the 
premiums.” It is hard to pay the pre- 
mium, just as it is hard for most men 
and their families to live on the salary 
of the husband. 


If it is hard for you and your family 
to live on your present salary, how hard 
do you suppose the family would find 
life on the income your present insur- 
ance would yield? If the load is very 
heavy for you now, what would it be 
for them? 


* * * 


Reuben C. Nor- 
$20 A Month beck of Minneapolis, 
Seems Little a representative of 

But—— the State Mutual 

: Life, tells an inter- 

esting story which is printed by the 

State Mutual’s field paper under the 

headline: “$20 =. Month Is a Lot of 

Money When You Haven’t Got It.” 
Here is the story: 


“On September 15, 1923, I sold a 
$1,000 Endowment at age sixty-five to 
a young man whom I knew fairly well. 
I suggested that he include the dis- 
ability clause in his contract, but he 
thought that becoming disabled was 
next to impossible, and also that $10 a 
month would not help him much any 
way. 

“He was earning just a small salary, 
had a wife and little girl, and felt that 
he couldn’t add to his protection as fast 
as he would like to. In spite of this, 
I sold him another $1,000 Endowment 
at sixty-five on April 21, 1928, and at 
that time stressed again the importance 
of disability coverage, especially under 
our new ninety-day-clause contract. His 
reason for not adding this feature was 
that $20 a month was such a_ small 
amount that it could do no good. 

“In the early part of this year, this 
man was taken sick with the flu, and 


Gain in Income, nearly 
Gain in Assets, over 


in Force, over 


Total Income, over 
Total Assets, over 


Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 


Bankers Life Company’s Best Year 
1928 Gains 


Gain in Legal Reserve Life Insurance 


Total Life Insurance in Force, over 
1928 Business 
Total Life Insurance Paid-For, over 


BANKERS LIFE COMPANY 


Established 1879 


Des Moines, Iowa 





pleurisy set in a few months later. His 
physician suggested that he have an 
X-ray taken of his chest. The picture 


showed a small spot on his lung, and’ 


the doctor advised him to go to a sani- 
tarium for at least three months. 

“IT was not aware of this, and one 
day when I happened to be in the 
building where he worked, he ap- 
proached me and said, ‘I haven’t got 
the disability feature on my two poli- 
cies, have 1?’ I told him that he did 
not, and reminded him that I had tried 
to add this clause, but he thought he 
didn’t want it. We talked for a few 
minutes, and he told me that he was 
leaving in about a week for a tuber- 
culosis sanitarium. 


“I asked him to come in before he 
left, which he did, and we made ar- 
rangements for payment of his premi- 
ums. The company he worked for has 
agreed to pay his expenses at the sani- 
tarium, amounting to about $48 a month, 
but they made no provision for his 
wife and youngster. 


“At this meeting my client remarked 
several times, ‘$20 a month is a lot of 
money when you haven’t got it,’ and no 
one knew it any better than he. 

_ “This case illustrates in a rather strik- 
ing way the value of stressing the dis- 
ability feature, even though the policy 








TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


W. H. JONES, Mgr. 


110 William Street 
New York City 
Beekman 5058-6691 
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is small. A sum of money looks small 
when there seems to be no immediate 
prospect of getting it, but when income 
stops through some power over which 
we have no control, even a small check 
coming in every month is of infinite 
value.” 
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size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 





“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Dovble 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 
success is according to the natural law of compensation—t)iat 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Company 
of New York 


— 
] 


New York, N. Y. 


GEORGE K. SARGENT 
2nd —e 


Manager of Agencies 
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Southern Hospitality and Realty 


Speculation Handicap to Agents 


Manager of Cravens, Dargan & Co.’s Life Department Tells The 
Eastern Underwriter Why Insurance Is Harder to Sell There 
Than In Some Sections of Country 


By H. C. WISEMAN 


Southern hospitality and the investing 
of surplus cash in real estate develop- 
meni present the two biggest problems 
for the life insurance agent operating in 
the South, according to Homer G. 
Hewitt, manager of the life department 
of Cravens, Dargan & Co., state agents 
for Northwestern National Life. 

Mr. Hewitt has sold life insurance in 
the East, North and in the South. He 
finds local methods of approach and sale 
entirely different in the majority of cases 
from the methods used in the North and 
East. 

Four years were spent in Nebraska 
and two years in the home office before 
Mr. Hewitt came to Houston. 

“Southern hospitality really exists, de- 
spite rumors to the contrary,” Mr. 
Hewitt said. “It presents one of the 
problems to the life insurance agent. 
Southern hospitality is something intan- 
gible, unseen and so blended in the daily 
walks of life of southern people that 
you don’t see it at first. But the wide- 
awake agent soon feels it tremendously 
and unless he changes his tactics he 
will fail in his mission of selling life in- 
surance. 

Lots of Talk Before a Sale 


“The talkative habits of the southern 
prospect is one sign. The hearty greet- 
ing and slap on the back followed by 
the 10 a. m. cup of coffee in one of the 
innumerable coffee shops is another indi- 
cation. But the greatest indication is 
the aloofness of the southern business 
man to a stranger unless he is intro- 
duced through an avenue that is trusted. 
Let the introduction come through the 
proper channel and the acquaintanceship 
quickly ripens into a familiarity that 
amazes. 

“Crashing the gate to the office of 
the southern business man is a futile 
method in selling life insurance. 

“He must meet his prospect through 
trusted channels. Nor is victory in sight 
then—the battle is still to be fought and 
fought entirely through subtle methods. 
It is not negative salesmanship either— 
it is not positive salesmanship. Its 
form is hard to classify. 

“First let me state that this country is 
woefuliy uninsured. Only one-third per 
capita is insured. Now in the North 
tach man thinks he has enough insur- 
ance and it is up to the agent to prove 

e hasn't. 

. ‘But down here the prospect will will- 
ingly admit he hasn’t enough insurance 
and will try to dodge taking more insur- 
ance on the grounds that he hasn’t 
tnough money to pay for the additional 
amount. It is up to the agent, then, to 
show how he can pay for more. 

Investments 


“The southern prospect is investing 
'S money in building and loan compa- 
Mes, real estate, oil and, other ventures 
_ to the development of the coun- 


In the North the giants have adver- 
tised so extensively that when an agent 
Introduces himself and the company he 
Tepresents the prospect is impressed be- 
‘ause of the company backing the agent. 
€ doesn’t have to know the agent— 
ec already knows the company. 

n Texas the prospect often doesn’t 
Now either the agent or the company 
and he has to be sold on the strength 
% the introduction channels through 
ay he met the life insurance sales- 







‘Wise crack and get to see your pros- 
ect. In the South, especially Texas, per- 
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‘In the North and East you can pull 


sonal acquaintance, social contact and 
the like are extremely desirable. 

“We have one agent who plays golf 
every afternoon and in the morning he 
writes insurance—policies sold the pre- 
vious afternoon while playing with this 
and that acquaintance. Golf is a year 
round game here so this agent is a lead- 
er with us. 

“We have another agent, second in 
the lead, who has some powerful and 
influential relatives in France. Through 
his father-in-law he meets people who 
have the need of insurance and the 
money to get it. 

“Another agent very successful in the 
business has been extremely popular for 
years with oil men of the country. 

“Another gets his approach through 
letters of introduction from one $75,000 
policyholder who has good connections 
in the business world. This man is the 
head of a large factory which buys much 
merchandise in Houston. He is kind 
enough to give the agent the names of 
those who depend upon him for certain 
purchases and when the agent calls the 
prospect is willing to listen and be con- 
vinced. 

Trust Company Publicity 

“A lot of life insurance is sold in this 
country by the curiosity approach on the 
trust company angle. The prospect has 














“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a-Universal Tongue” 








New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 

















seen advertisements in the papers by 
the banking companies stating that a 
bank should be appointed as trustee of 
the estate. The agent flatters his pros- 
pect by stating that the bank is talking 
straight to him. The bank sends a trust 
man to the prospect and in going over 
the man’s estate he frequently sees that 
the man is under-insured. 

“The trust company representative gets 
in touch with a life insurance agent and 
another policy or two are sold. 

“Another method which has practically 
died out in the North because of its age 
is the insurance analysis angle. This is 
new down here. Let a business man 
agree that you can make an analysis of 
his insurance for him and you can near- 
ly always find a hole where he needs an 
extra life policy. In the North two- 
thirds of the people already have had 
their insurance analysis made, but it is 
a ripe field down here. 

“The general insurance angle, 
health, accident and the like are 
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“Mrs. Jenks shops at some of the most exclusive stores in town. 
How can she afford to do it?’ 


“Easily, my dear. Don’t you know Joe Jenks is selling Perfect 
Protection for Reliance Life?” 


also 


good mediums of approach in this coun- 
try. 

“Another good approach is for the 
agent to ask: ‘Who is your contingent 
beneficiary ?’ 

“That’s an old gag in the East, but I 
don’t believe many policyholders in 
Texas have a contingent beneficiary 
named in their policy. The prospect 
will ask what you are talking about and 
your approach has begun with a fine 
opening. 

Wrote 100 Letters 

“Another stunt recently pulled by a 
Houston agent who sold $1,000,000 the 
first six months of this year was as fol- 
lows: He wrote letters to 100 of his big- 
gest policyholders and attached a pack- 
age of fire crackers. He told his cus- 
tomers to- celebrate the fourth of July. 
‘But I’m celebrating July 1, the man 
wrote, ‘because I will have sold $1,000,- 
000 in life by then, providing you send 
me the names.of 10 good prospects.’ 

“The business men sent him the names 
and he celebrated July 1. 

“This agent had so impressed his cus- 
tomers that they good naturedly com- 
plied with his request. 

“It is exceedingly difficult for a 
strange agent to come in this country 
and expect to sell insurance in a big way 
without already having a clientele of 
some sort. We must have agents who 
are already familiar -with the territory, 
who know influential people, who can 
meet other people through these connec- 
tions.” 





MAKES THREE-MINUTE CALLS 





P. G. Cosby Keeps Good Summer Aver- 
age by Seeing Twenty Prospects 
a Day 

P. G. Cosby, agent at Farmville, Va., 
for the Provident Mutual, has evolved 
a plan of getting summer business which 
is producing satisfactory results. His 
method is to’make twenty calls of three 
minutes a day during the summer. 

His reasoning is that summer business 
is spotty and people don’t want long dis- 
cussions. In three minutes, it has been 
found from experience, he can tell 
whether a man is interested. Any more 
is a waste of time with an uninterested 
man. 

Mr. Cosby finds that an interested 
man will give his date of birth together 
with a few pertinent facts and arrange 
for a later presentation of the full mat- 
ter. Twenty calls a day puts him in 
touch with enough interested men to 
keep his production well up to the aver- 
age during the summer period. 


PASSING FORGED CHECKS 

A number of forged checks bearing 
the name of the Bankers National Life 
of Jersey City and drawn upon the Na- 
tional Bank of Commerce, Tulsa, Okla., 
have been cashed at various hotels in 
the West. The same names are not used 
on any two of the checks, although it 
is the intention of the drawer to have 
his signature in each case appear as that 
of an official or representative of the 
company. The matter has been referred 
to a detective agency and the American 
Hotel Association. The company is not 
licensed in Oklahoma and has no bank 
accounts in any part of the state. 
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Book Increase His Income and General Efficiency 


Clay Hamlin points 
Disability out in the Mutual 
Gives Cue Benefit “Pelican” 
To Life Amount that if a policyholder 
says that he would 
like a monthly income in event of dis- 
ability amounting to $2,500 a year, he 
has told the agent indirectly that he has 
an ambition to own $50,000 of capital or 
This indirectly admitted need 
for capital should provide an excellent 
opportunity for placing new life insur- 
It requires $50,000 at 5% interest 
to produce $2,500 a year. If a man de- 
sires to provide for an income of $2,500 
a year to replace his earning power in 
case of disability, he has gone on rec- 
ord that his earning power is worth at 
least $2,500 a year, or that the replace- 
ment value of the total destruction of 
his earning power through death would 
be at least $50,000. 
soe. 


Ben F. Martin of 


property. 


ance. 


Reasons the Billings agency 
For Insuring of the Penn Mutual 
Children tells some of the 


“reasons why” of in- 
suring children in the Penn Mutual 
“News Letter.” He says: “I often won- 
der if a lot of the boys don’t overlook 
a wonderful chance to do a good busi- 
ness on children. 


“Of course, I always take it up with 
the parents, I tell them to think of only 
$81 for $5,000 on Ordinary life basis and 
I use this argument that the boy may 
possibly be going into railroad work, 
aviation, electricity or a number of other 
occupations in which he possibly couldn’t 
buy insurance and he at least has this 
$5,000; and, of course, if he wants to 
change the rate to take the money back 
quicker, he can do this himself when he 
gets to making his own money. I have 
closed simply hundreds of cases on this 
argument. As I have often said, I know 
I could do a nice business on children 
alone if I just wanted to work that end 
of the business.” 


* * * 


Stock answers used 


Some Stock by F. H. Peterson of 
Answers to the Bankers Life of 
Objections Iowa for stock ob- 


jections and given by 
the Bankers Life “Onward” are: 

“Until I have bought -some good in- 
vestments.” You can always buy good 
investments. Ten years, or twenty years, 
or thirty years from now the banks and 
the brokers will be just as glad to sell 
you good investments. as they are today. 
But, you can not always buy life insur- 
ance. 

Would it not be more logical to make 
sure of adequate life insurance and then 
plan for good investments? 

“Until I have talked it over with some 
of my friends.” When you talk to your 


friends, ask them this question—“If I 
pay you a small percentage, say six or 
seven per cent., will you guarantee to 
pay my family in case I die, the prin- 
cipal upon which this sum is the in- 
come ?” 


That is exactly the proposition to 
which life insurance will obligate itself, 
and which no other financial plan offers. 


“Until I am sure I can pay the pre- 
miums.” It may be that the first deposit 
will be the only one you will ever have 
to make. 


“Until I have had time to think it 
over.” While you are thinking it over, 
think also of these things—a thousand 
married men died in North America yes- 
terday, a thousand are dying today, a 
thousand will die tomorrow. Four hun- 
dred thousand died last year—not a 
tenth of them left enough to carry on; 
not half of them left the means to pre- 
serve, for even a short time, the homes 
they had brought into being. 


Five hundred homes broken yesterday, 
500 homes broken today—is it safe to 
spend so much time thinking life insur- 
ance over? 


“Until I can better afford to pay the 
premiums.” It is hard to pay the pre- 
mium, just as it is hard for most men 
and their families to live on the salary 
of the husband. 


If it is hard for you and your family 
to live on your present salary, how hard 
do you suppose the family would find 
life on the income your present insur- 
ance would yield? If the load is very 
heavy for you now, what would it be 
for them? 


* * * 


Reuben C. Nor- 
$20 A Month beck of Minneapolis, 
Seems Little a representative of 

But—— the State Mutual 

; Life, tells an inter- 
esting story which is printed by the 
State Mutual’s field paper under the 
headline: “$20 a. Month Is a Lot of 
Money When You Haven’t Got It.” 
Here is the story: 

“On September 15, 1923, I sold a 
$1,000 Endowment at age sixty-five to 
a young man whom I knew fairly well. 
I suggested that he include the dis- 
ability. clause in his contract, but he 
thought that becoming disabled was 
next to impossible, and also that $10 a 
month would not help him much any 
way. 

“He was earning just a small salary, 
had a wife and little girl, and felt that 
he couldn’t add to his protection as fast 
as he would like to. In spite of this, 
I sold him another $1,000 Endowment 
at sixty-five on April 21, 1928, and at 


that time stressed again the importance 


of disability coverage, especially under 
our new ninety-day-clause contract. His 
reason for not adding this feature was 
that $20 a month was such a small 
amount that it could do no good. 

“In the early part of this year, this 
man was taken sick with the flu, and 





Gerard S. Nollen, President 





Gains in Millions of Dollars Mark 


Bankers Life Company’s Best Year 
1928 Gains 
Gain in Income, nearly. ... 


Gain in Assets, over...... 
Gain in Legal Reserve Life Insurance 
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Gy Dee NE. go kee es ieee $ 52,000,000 
1928 Totals 

ce rr re $ 37,500,000 
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Total Life Insurance in Force, over...... $886,000,000 
1928 Business 

Total Life Insurance Paid-For, over...... $140,000,000 
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pleurisy set in a few months later. His 
physician suggested that he have an 
X-ray taken of his chest. The picture 


showed a small spot on his lung, and’ 


the doctor advised him to go to a sani- 
tarium for at least three months. 

“I was not aware of this, and one 
day when I happened to be in the 
building where he worked, he ap- 
proached me and said, ‘I haven’t got 
the disability feature on my two poli- 
cies, have I?’ I told him that he did 
not, and reminded him that I had tried 
to add this clause, but he thought he 
didn’t want it. We talked for a few 
minutes, and he told me that he was 
leaving in about a week for a tuber- 
culosis sanitarium. 

“IT asked him to come in before he 
left, which he did, and we made ar- 
rangements for payment of his premi- 
ums. The company he worked for has 
agreed to pay his expenses at the sani- 
tarium, amounting to about $48 a month, 
but they made no provision for his 
wife and youngster. 

“At this meeting my client remarked 
several times, $20 a month is a lot of 
money when you haven’t got it,’ and no 
one knew it any better than he. 

“This case illustrates in a rather strik- 
ing way the value of stressing the dis- 
ability feature, even though the policy 
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is small. A sum of money looks small 
when there seems to be no immediate 
prospect of getting it, but when income 
stops through some power over which 
we have no control, even a small check 
coming in every month is of infinite 
value.” 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well measure its 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now as 


Issuance of contracts of all standard forms, substantial 
dividends, income settlement provisions, Disability and Double 
Indemnity Benefits, and prompt payments and practices for 
convenience of members are embraced in its present service. 


It welcomes as field representatives those who know that 


success is according to the natural law of compensation—hat 
the best comes to those who give out the best of themselves 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGE!T 
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Speculation Handicap to Agents 


Manager of Cravens, Dargan & Co.’s Life Department Tells The 
Eastern Underwriter Why Insurance Is Harder to Sell There 
Than In Some Sections of Country 


By H. C. WISEMAN 


Southern hospitality and the investing 
of surplus cash in real estate develop- 
ment present the two biggest problems 
for the life insurance agent operating in 
the South, according to Homer G. 
Hewitt, manager of the life department 
of Cravens, Dargan & Co., state agents 
for Northwestern National Life. 

Mr. Hewitt has sold life insurance in 
the East, North and in the South. He 
finds local methods of approach and sale 
entirely different in the majority of cases 
from the methods used in the North and 
East. 

Four years were spent in Nebraska 
and two years in the home office before 
Mr. Hewitt came to Houston. 

“Southern hospitality really exists, de- 
spite rumors to the contrary,” Mr. 
Hewitt said. “It presents one of the 
problems to the life insurance agent. 
Southern hospitality is something intan- 
gible, unseen and so blended in the daily 
walks of life of southern people that 
you don’t see it at first. But the wide- 
awake agent soon feels it tremendously 
and unless he changes his tactics he 
will fail in his mission of selling life in- 
surance. 

Lots of Talk Before a Sale 


“The talkative habits of the southern 
prospect is one sign. The hearty greet- 
ing and slap on the back followed by 
the 10 a. m. cup of coffee in one of the 
innumerable coffee shops is another indi- 
cation. But the greatest indication is 
the aloofness of the southern business 
man to a stranger unless he is intro- 
duced through an avenue that is trusted. 
Let the introduction come through the 
proper channel and the acquaintanceship 
quickly ripens into a familiarity that 
amazes. 

“Crashing the gate to the office of 
the southern business man is a futile 
method in selling life insurance. 

“He must meet his prospect through 
trusted channels. Nor is victory in sight 
then—the battle is still to be fought and 
fought entirely through subtle methods. 
It is not negative salesmanship either— 
it is not positive salesmanship. Its 
form is hard to classify. 

“First let me state that this country is 

woefully uninsured. Only one-third per 
capita is insured. Now in the North 
each man thinks he has enough insur- 
ance and it is up to the agent to prove 
he hasn't. 
. “But down here the prospect will will- 
ingly admit he hasn’t enough insurance 
and will try to dodge taking more insur- 
ance on the grounds that he hasn’t 
enough noney to pay for the additional 
amount. It is up to the agent, then, to 
show how he can pay for more. 

; Investments 

“The southern prospect is investing 
his money in building and loan compa- 
nes, real estate, oil and, other ventures 
— io the development of the coun- 


In the North the giants have adver- 
tised so extensively that when an agent 
Introduces himself and the company he 
Tepresenis the prospect is impressed be- 
‘ase of the company backing the agent. 
€ doesn’t have to know the agent— 
€ already knows the company. 

* ee Texas the prospect often doesn’t 
a Ww either the agent or the company 
he has to be sold on the strength 


wan introduction channels through 
Me he met the life insurance sales- 


P ‘In the North and East you can pull 
het crack and get to see your pros- 
- dn the South, especially Texas, per- 


sonal acquaintance, social contact and 
the like are extremely desirable. 

“We have one agent who plays golf 
every afternoon and in the morning he 
writes insurance—policies sold the pre- 
vious afternoon while playing with this 
and that acquaintance. Golf is a year 
round game here so this agent is a lead- 
er with us. 

“We have another agent, second in 
the lead, who has some powerful and 
influential relatives in France. Through 
his father-in-law he meets people who 
have the need of insurance and the 
money to get it. 

“Another agent very successful in the 
business has been extremely popular for 
years with oil men of the country. 

“Another gets his approach through 
letters of introduction from one $75,000 
policyholder who has good connections 
in the business world. This man is the 
head of a large factory which buys much 
merchandise in Houston. He is kind 
enough to give the agent the names of 
those who depend upon him for certain 
purchases and when the agent calls the 
prospect is willing to listen and be con- 
vinced. 

Trust Company Publicity 

“A lot of life insurance is sold in this 
country by the curiosity approach on the 
trust company angle. The prospect has 








“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a-Universal Tongue” 
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seen advertisements in the papers by 
the banking companies stating that a 
bank should be appointed as trustee of 
the estate. The agent flatters his pros- 
pect by stating that the bank is talking 
straight to him. The bank sends a trust 
man to the prospect and in going over 
the man’s estate he frequently sees that 
the man is under-insured. 

“The trust company representative gets 
in touch with a life insurance agent and 
another policy or two are sold. 

“Another method which has practically 
died out in the North because of its age 
1s the insurance analysis angle. This is 
new down here. Let a business man 
agree that you can make an analysis of 
his insurance for him and you can near- 
ly always find a hole where he needs an 
extra life policy. In the North two- 
thirds of the people already have had 
their insurance analysis made, but it is 
a ripe field down here. 

“The general insurance angle, fire, 
health, accident and the like are also 
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“Mrs. Jenks shops at some of the most exclusive stores in town. 


How can she afford to do it?” 


“Easily, my dear. Don’t you know Joe Jenks is selling Perfect 


Protection for Reliance Life?” 


good mediums of approach in this coun- 
try. 

“Another good approach is for the 
agent to ask: ‘Who is your contingent 
beneficiary ?’ 

“That’s an old gag in the East, but I 
don’t believe many policyholders in 
Texas have a contingent beneficiary 
named in their policy. The prospect 
will ask what you are talking about and 
your approach has begun with a fine 
opening. 

Wrote 100 Letters 

“Another stunt recently pulled by a 
Houston agent who sold $1,000,000 the 
first six months of this year was as fol- 
lows: He wrote letters to 100 of his big- 
gest policyholders and attached a pack- 
age of fire crackers. He told his cus- 
tomers to- celebrate the fourth of July. 
‘But I’m celebrating July 1,’ the man 
wrote, ‘because I will have sold $1,000,- 
000 in life by then, providing you send 
me the names of 10 good prospects.’ 

“The business-men sent him the names 
and he celebrated July 1. 

“This agent had so impressed his cus- 
tomers that they good naturedly com- 
plied with his request. 

“It is exceedingly difficult for a 
strange agent to come in this country 
and expect to sell insurance in a big way 
without already having a clientele of 
some sort. We must have agents who 
are already familiar -with the territory, 
who know influential people, who can 
meet other people through these connec- 
tions.” 





MAKES THREE-MINUTE CALLS 





P. G. Cosby Keeps Good Summer Aver- 
age by Seeing Twenty Prospects 
a Day 

P. G. Cosby, agent at Farmville, Va., 
for the Provident Mutual, has evolved 
a plan of getting summer business which 
is producing satisfactory results. His 
method is to’make twenty calls of three 
minutes a day during the summer. 

His reasoning is that summer business 
is spotty and people don’t want long dis- 
cussions. In three minutes, it has been 
found from experience, he can tell 
whether a man is interested. Any more 
is a waste of time with an uninterested 
man. 

Mr. Cosby finds that an interested 
man will give his date of birth together 
with a few pertinent facts and arrange 
for a later presentation of the full mat- 
ter. Twenty calls a day puts him in 
touch with enough interested men to 
keep his production well up to the aver- 
age during the summer period. » 


PASSING FORGED CHECKS 

A number of forged checks bearing 
the name of the Bankers National Life 
of Jersey City and drawn upon the Na- 
tional Bank of Commerce, Tulsa, Okla., 
have been cashed at various hotels in 
the West. The same names are not used 
on any two of the checks, although it 
is the intention of the drawer to have 
his signature in each case appear as that 
of an official or representative of the 
company. The matter has been referred 
to a detective agency and the American 
Hotel Association. The company is not 
licensed in Oklahoma and has no bank 
accounts in any part of the state. 
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J uiciaas Ciedils : 
Unusual Mortgage Plan 


ALL LOANS THROUGH AGENTS 





Requires Life Insurance at Least Equal 
to Amount of Loan; Has No 
Financial Correspondents 





The methods of the Jefferson Standard 
Life of Greensboro, N. C., in making 
real estate mortgage loans for invest- 
ment, are unusual in some respects. The 
company makes a direct tie-up between 
such loans and its life insurance busi- 
ness by having all applications for loans 
come through its regular agency organi- 
zation. The company states that it is 
its policy to reinvest its funds in those 
sections from which its business comes. 
Also all of the borrowers must be pol- 
icyholders as the company requires that 
an amount of life insurance at least 
equal to the amount of the loan be taken 
out as additional collateral. 

The Jefferson Standard Life has no 
loan representatives or financial corre- 
spondenis who submit loans on a com- 
mission basis. All the loans must origi- 
nate and come through the duly author- 
ized life insurance agents of the com- 
pany. ‘he application blank for a mort- 
gage loan is furnished the agent, who 
is negotiating the loan, by the manager 
or general agent in the territory where 
the loan originates. This application is 
filled out in detail by the agent and 
signed by the applicant, which applica- 
tion contains a legal description of the 
property and various pertinent informa- 
tion concerning the applicant and the 
property. ‘This application with check 
tor $10.00 attached to cover cost of in- 
spection is turned over to the manager, 
who has property inspected by one of 
the company’s inspectors, provided the 
manager thinks this is the type of se- 
curity desired. After the inspector has 
made a detailed report covering his in- 
spection of the property and investiga- 
tion of the applicant, the manager sends 
the application with check for $10.00 di- 
rect to the Mortgage Loan Department. 

Earns 6.5% Interest Return 

The company has $24,000,000 invested 
in first mortgages. The average inter- 
est earned on these first mortgages is 
about 6.5%. 

The amount loaned on each piece of 
property is always determined by the 
finance committee, which is composed of 
the executive officers of the company, in 
regular meetings, at- which the applica- 
tions for the loans, with reports from 
trained inspectors, are presented by the 
manager or assistant manager of the 
mortgage loan department. As a gen- 
eral policy the company will loan 50% 
of the conservative value of the property. 
These loans are always further pro- 
tected by personal endorsement by in- 
terested parties of good financial stand- 
ing, and the Jefferson’ Standard has 
built up much good will and written 
quite a large volume of good business on 
account of the sphere of influence cre- 
ated by loaning money to such institu- 
tions, 

After the applicant for a loan has ac- 
cepted the amount approved by the 
finance committee, necessary legal forms 
are sent out from the home office to 
approved attorneys in the section where 
the property is located, and all neces- 
sary legal papers are sent in by local 
attorney for examination and approval 
by the general counsel. The agent in 
the meantime writes the life insurance, 
which is to be assigned as additional 
collateral for the loan. The check cov- 
ering the loan is then sent to the local 
attorney with a letter of closing instruc- 
tions. 





20 YEARS WITH PRUDENTIAL 

Agent Arthur H. Gerdes in the Bur- 
lington assistancy of the Ottumwa dis- 
trict, was recently admitted to class 
“TD” of The Prudential Old Guard, indi- 
cating twenty years of continuous serv- 
ice. 





ACACIA MUTUALS SIX MONTHS 





President Montgomery Reports Net Gain 
of 8.7% in New Business; Nearly 
$325,000,000 in Force 
At the quarterly meeting of the Acacia 
Mutual Life of Washington held at the 
home office last week President William 
Montgomery presented a report on the 
business for the first six months in 
which he pointed out that the associa- 
tion had a net gain and showed an in- 
crease of 8.7% as compared to the 6.6% 
of all other companies whose increase 
is based upon new business only. This 
record is all the more remarkable be- 
cause Acacia limits its membership to a 
select group of men, and_ brokerage 
business, reinsurance, group or other 

wholesale business is not accepted. 

Within the next few weeks the asso- 
ciation will pass the $325,000,000 mark 
of insurance in force. It now ranks 
thirty-fifth in size among all the com- 
panies doing business in the United 
States and only twenty-five companies 
gained more insurance last year. 





PILOT LIFE IN TEXAS 
F. A. Porterfield has been appointed 
general agent for the Pilot Life of 
Greensboro, N. C., at Fort Worth, Tex. 
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WRITES ITS FIRST GROUP 





Bankers National Life of Jersey City 
Closes Case in Huntington, W. Va, 
Through H. M. Marks 

The Bankers National Life of Jersey 
City has written its first group policy. 
It was placed by H. M. Marks, general 

agent in Huntington, W. Va. 

The company recently paid its first 


disability claim. It was for $110. 


APPOINT LIPPIN-BONDER CO. 

S. Samuel Wolfson, general agent, 
Berkshire Life in New York City, has 
appointed Lippin-Bonder Co., Inc., as 


_ district managers with offices at 18 


Broadway. This agency is one o! the 
first to sign up with the Wolfson agency 
for representation. Al Lippin and Ben 
Bonder, the partners, are both well 
known in life insurance circles and en- 
joy a good following. 





MISSOURI 
STATE 
LIFE 


The Progressive Company 





Company. 





First Six Months 1929 


32% Gain 


in Paid-for Business 


1929 (To June 20) $166,089,195 
1928 (To June 20) 125,268,187 











Penton adie beached 


Gain for Period $ 40,821,008 


—and this despite the outstanding record « f 
1928, the’greatest year in the history of the 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 





Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 
$1,200,000,000,00 
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Many New York Life 
Home Office Promotions 


FRANCIS OAKEY COMPTROLLER 





D. L. S. Douglas Made Actuary; Drs. 
J. H. North and R. A. Fraser Now 
Medical Directors; Others Advanced 





A number of promotions have been 
made in the home office executive per- 
sonnel of the New York Life recently. 
Francis Oakey was appointed a comp- 
troller. David L. S. Douglas, an assist- 
ant actuary, was promoted to actuary. 
Mr. Douglas entered the employ of the 
New York Life December, 1909, and 
served in the actuarial department of the 
home office: until June, 1912, when he 
was assigned to the Paris office. In Oc- 
tober, 1919, he was appointed assistant 
actuary. He returned to the home office 
November, 1923, and was appointed 
actuary in June, 1929. 

Doctors J. H. North and R. A. Fraser 
have been appointed medical directors. 
Dr. North started with the company in 
March, 1898, as an examining physician 
in the home office, and in October, 1913, 
was appointed a medical supervisor. On 
May 15, 1920, he was appointed assistant 
medical director, on December 14, 1927, 
associate medical director, and in May, 
1929, medical director. 

Dr. Fraser entered the company in 
December, 1913, as a medical examiner 
in the home office, and in July, 1915, was 
made a member of the medical board. In 
October, 1915, he was made acting medi- 
cal supervisor, in May, 1917, medical 
supervisor, in May, 1920, assistant medi- 
cal director, in December, 1927, associate 
medical director, and in May, 1929, medi- 
cal director. 

Other promotions were: William V. 
Herbert, from superintendent, actuarial 
department to assistant actuary; W. G. 
Bowerman, appointed assistant actuary; 
James T. Phillips, appointed assistant 
actuary; C. D. Bell, promoted from dep- 
uty auditor to auditor; W. G. Kohler, 
promoted from deputy auditor to audi- 
tor; August E. Wiest, appointed super- 
intendent of policy issues. 





LARGE PRUDENTIAL POLICIES 





Many Issued Covering Business and 
Inheritance Tax in June; Range 
From $25,000 to $400,000: 

A number of large policies were is- 
sued curing the month of June by The 
Prudential throughout the country, New 
York state leading both in size and 
numbers of policies with one, $450,000 
policy, another for $337,000, one for 
$200,000, ten for $100,000, four for $75,- 
000, twelve for $50,000 and about thirty- 

five for $25,000. 

Penusylvania was second with one 
Policy ‘or $250,000, another for $210,000, 
two for $100,000, one for $75,000, six for 
), three for $40,000, and twelve for 

In New Jersey there were two 
I © policies, one for $75,000, five for 
$50,000 and five for $25,000. 


In California there was one $150,000’ 


y issued, four for $50,000 and nine 
for $2°.000. In Illinois there was one 
$200,00) policy, another for $100,000, two 


for $3,000 and nine for $25,000. In 
other states there were scattering 
amounis ranging from $25,000 to $50,- 

. Many of the policies were for 
business protection and to cover inheri- 
tance tax, 


Has Reinsurance Dep’t 
To Handle Fraternals 


WRITE BUSINESS LIKE GROUP 





Bankers National Life of Jersey City 
Forms Special Department to 
Develop This Line 





The Bankers National Life of Jersey 
City has established a reinsurance de- 
partment, one of the special objects of 
which will be to work out reinsurance 
plans for fraternals and other non-profit 
organizations. The new department will 
function as part of the group life de- 
partment under J. M. Steinacher, its 
manager. 


The reinsurance of fraternals is han- 
dled similar to the group business of the 
company. The rates are very slightly 
higher and the insurance is issued on 
any term plan as well as whole life. Com- 
menting on the reinsurance of fraternals, 
the company says: 

“There are a great many non-profit as- 
sociations paying a funeral benefit and 
for each such association in existence, at 
least one hundred others organized for 
the same benevolent purpose have per- 
ished. 

“There is no question about the great 
good which these associations have done 


_and some are still doing, and it is a 


pity that they cannot all survive over a 
greater range than five years. 

“The Bankers National Life of New 
Jersey has studied this problem and is 
now Offering a solution by offering these 
associations an insurance treaty, wherein 
it assumes the liability for their death 
benefits, thus relieving them of the re- 
sponsibility which has been the cause of 
such a vast number of such associations 
going on the rocks. 

“With this life insurance portion of 
its business properly safeguarded, the 
association can carry on to better ad- 
vantage and attract a greater flow of 
new members.” 





NO LAPSES DURING YEAR 





Northwestern National Life Gives Rec- 
ognition to Meldrum Gray of 
Columbus for Record 
The Northwestern National Life of 
Minneapolis has awarded a prize to Mel- 
drum Gray of its Columbus agency, for 
a perfect conservation record for the 
year ending June 30. He had no lapses 

during the year. 

Mr. Gray, a veteran agent of the com- 
pany who has maintained consistently 
low lapse ratios for many years, will 
receive an award of $100 at one of the 
company’s three regional conventions to 
be held at Niagara Falls, August 28 
to 30. 

Second prize of $75 was won by Leo 
Rosenfeld of Cravens, Dargan & Co. 
agency at Houston. Three prizes of $50 
each will go to H. W. Yerxa of. the 
White & Odell agency at Minneapolis, 
E. E. Harriott of the Preston-Hoppin 
agency at Great Falls, and J. P. Powell 
of Memphis, Tenn., the three who stood 
next highest in the contest. 


TRAVELERS STATION OFF AIR 

Owing to the difficulty of arranging a 
schedule with another radio station with 
which it is to share time WTIC, the ra- 
dio station of the Travelers in Hartford 
has been off the air temporarily. 








Provident “Mutual 
Life Insurance Company of Philadelphia 


‘Founded 1865 








our service. 


IN SUMMER 


or in winter the representatives and policyholders of the 
Massachusetts Mutual enjoy not only the great resources 
and splendid facilities of this Company, but also that 
mutual counsel and co-operation which make every 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance Co. 
Springfield, Massachusetts 


Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 








TAXI COMPANY 
INSURES LIFE OF 
ITS PASSENGERS 





Visitors of the Barcelona Exposi- 
tion found in the cars of one of the 
Barcelona taxicab companies a sign 
informing them that their life was 
insured during the ride in the cab of 
this company. 








Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 

















TRAVELERS OAKLAND BRANCH 


The Travelers has established an in- 
dependent office at Oakland, Calif. to 
-take care of the company’s increasing 
business in that city. The agency de- 
velopment, life, accident and group de- 
partments will be under the direction of 
Norman F. Clendenen, who has been as- 
sistant manager of those departments in 
the San Francisco office. 





25 YEARS WITH PRUDENTIAL 

Claude R. Fooshe, manager .f The 
Prudential — ordinary department — St. 
Louis, has completed twenty-five years 
with the company. 





ADVANCE F. P. TODD 
F. Phelps Todd has been elected in- 
surance supervisor of the Provident 
Mutual. 





THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 


Founded 1850 


THOMAS E. LOVEJOY 
President 





Enjoying A Record Year 











GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


a 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. acts 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXingtoa 6715 
245 Fifth Ave.—ASHland 1772 
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Sun laveutnent Bead 
On British Pension Plan 


CASH VALUES ARE OPTIONAL 





Group Division in Great Britain, Estab- 
lished Less Than Two Years Ago, 
Does Well 





The Sun Life of Canada, which estab- 
lished a group division in England less 
than two years ago, is issuing a “blan- 
ket” policy covering the entire staff of 
a corporation, or a selected portion’ of 
the staff. One of the interesting fea- 
tures of this contract is that it protects 
workmen dismissed at advanced age 
without pension. The pension plans of 
the company are sufficiently elastic to 
be adjusted to the needs of every sort 
of employer, and range from a flat su- 
perannuation allowance of a fixed sum 
to employes reaching retirement age, 
through schemes providing annuities 
with a guaranteed rate of interest in 
the event of withdrawals, to the more 
elaborate arrangements whereby the 
pension allotted reflects directly the 
grant being made for each year of serv- 
ice with the firm. 

Under the pension investment bond 
plan the bondholder may make deposits 
during the period of greatest earning 
power, arranging for monthly pension 
benefits to be paid by the company from 
the age of 50, 55, 60 or 65, for the re- 
mainder of life. A special feature of the 
Pension Investment Bond is that at the 
maturity date the bondholder has the 
option of a guaranteed cash value in lieu 
of the pension. 





PHYSICIANS NOT LONG LIVED 





Advantage of Knowledge Counterbal- 
anced by Exacting Duties Says 
Metropolitan Life 

Physicians, on an average, do not live 
as long as the general run of Ordinary 
policyholders of the Metropolitan Life 
says the Metropolitan Life Statistical 
Bulletin. They do live a little longer, 
however, than the general male popu- 
lation of the country as a whole. These 
are the broad conclusions drawn from a 
life table which has just been computed 
by the Statistical Bureau of the Metro- 
politan Life on the basis of the mortal- 
ity observed among American physicians 
(white male) in the year 1925. This life 
table shows that at the age of thirty 
years—we may say at the beginning of 
his career—a physician has an expecta- 
tion of life of thirty-eight years, just 
two years less than the holder of an 
Ordinary policy in the-Metropolitan Life 
at the same age, and barely one year 
more than the man in the general popu- 
lation. 

Clearly, the personal advantage to him- 
self, which the doctor must derive from 
knowing when the human body is out 
of sorts and what to do about it, is more 
than counterbalanced by the exacting du- 
ties, the irregular hours, the liability to 
emergency cails at any and all times and 
in all weathers, which fall to his lot, es- 
pecially in country districts. 





: The amount of industrial life insurance 
in force in Great Britain is $5,500,000,000. 





FRATERNALS LOSE MEMBERS 





Show Drop in Connecticut According 
to State Department 
Annual Report 

The fraternal societies licensed in 
Connecticut lost in membership last 
year but the Connecticut home societies 
showed moderate gains, according to 
the report made by Commissioner How- 
ard P. Dunham. The number of mem- 
bers in the fifty-one fraternal societies 


decreased from 4,894,337 on December 
31, 1927, to 4,727,070 on December 31, 
1928, and the insurance in force de- 
creased from $5,741,058,319 to $5,557,- 
532,737. 

The membership of the five Connecti- 
cut societies increased from 265,014 on 
December 31, 1927, to 274,431 on Decem- 
ber 31, 1928, while their insurance in 
force increased during this period from 
$294,112,665 to $304,015,016. Four of 
these societies showed gains in member- 
ship and insurance in force. 

The Connecticut business in all of the 
fifty-one « societies decreased slightly, 
there being 90,337 certificates in force 
for $82,123,106 of insurance on Decem- 
ber 31, 1928, as against 92,607 certificates 
for $82,760,128 on December 31, 1927. 

The total disbursements amounted to 
$100,305,305 of which $79,049,506 com- 
prised death claims and other benefits 
paid to members, and $17,270,395 was for 
expenses of management. The total ad- 
mitted assets amounted to $525,737,998, 
and the liabilities were $18,329,923, leav- 
ing a balance to protect contracts of 
$507,408,074. 





WOMAN MAKES LEADERS’ CLUB 


Mrs, Z. Z. Brown, star woman agent 
of the Lincoln National Life, has again 
achieved distinction by being the first 
woman representative of the company to 
qualify for the big convention trip to 
Quebec which the Lincoln National is 
offering its sales force in June, 1930. In 
addition, she not only led all the women 
agents of the company for the preceding 
month but also was listed eighth in per- 
sonal production, paid basis, among all 
the agents of the company. Mrs. Brown 
is connected with the home office agency 
of the Lincoln National, located in Fort 
Wayne, Ind. 





MUTUAL LIFE TAX REFUND 

The Mutual Life has received a tax 
refund from the United States Revenue 
division of $1,821,364. 





George Washington Life 
Insurance Company 
Charleston, W. Va. 
presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 

- agents. ' 
The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 

Georgia, and Michigan. 
Address: 


Vice-President and Secretary 























156 Fifth Avenue 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 
Non-Participating Policies 
Over 76 Years of Service to Policyholders 
Good territory for personal producers, under direct 


contract 
HOME OFFICE 


New York City 








WASHINGTON LIFE OFFICERS 





Seattle Bank Officials Form Executive 
Personnel of Newly Organized Life 
Company There 

At the first meeting of the directors 
of the newly organized Washington Life 
last week Raymond R. Frazier, presi- 
dent of the Washington Mutual Bank, 
was elected president; T. A. Davies, 
president of the Alaska Lighterage and 
Commercial Co., executive vice-presi- 
dent; Caspar W. Clarke, vice-president 
of the Peoples Bank and Trust Co., sec- 
retary, and Dietrich Schmitz, president 
of the Pacific National Co., treasurer. 





An interesting debate is going on in 
Belgian newspapers at present. There 
is now no State supervision of life in- 
surance companies, and although the Sen- 
ate has passed a bill providing for it, 
congress has not yet taken any action. 
Specially the Belgian actuaries are de- 
manding that state supervision be in- 
troduced without further delay. 


Now! 


We have moved to larger 
quarters, made necessary 
by an increased business. 





May we serve you? 


S. SAMUEL WOLFSON, Gen’i. Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., N. Y. 
’Phones PENnsylvania 6878-6879 
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Individual Needs and Preferences 


THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 83 years in Business 


1929 
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FAVORABLY KNOWN 


From Portland, Maine, to Portland, Oregon, 
the Union Mutual is known as— 
The Friendly Maine Company 


A healthy growth is being experienced by this Company, 
which has maintained high ideals of service for 80 years. 


Union Mutual Life Insurance Company 


Portland, Maine 
Incorporated 1848 
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Laying Out Prospect’s Professional Disability EF SUBUsUSUSUEUSUEUBUDUBUSUA 
Estate Reveals “Holes” Has Strong Appeal Now 


INSURANCE FILLS THE GAPS MAY BE DROPPED BY COMPANIES 
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Tabulating Resources and Needs Makes Standardized Disability Provisions Will 
Vivid Weak Spots in Plans for Remove Several Clauses; Agents 
Creating Estate Seize Psychological Moment 








One of the quickest ways to show up The prospect of having the profes- 
the “holes” in a prospect’s plans for his sional men’s total disability clause elimi- 
estate is to list his liabilities and re- nated if the recommendations of the 
sources and also the contingencies that actuaries’ committee on standardized dis- 
his family will face at his death. Tak- ability provisions is adopted by the Na- 
ing a typical case, M. C. Drumler of the tional Convention of Insurance Commis- 
home office agency of the Occidental sioners at Toronto in September, has 
Life, suggests the following layout stimulated interest in this clause among 


, 5 
which appeared in the Occidental Life the agents of those companies which | 
“Bulletin” : ® 


Cash for the Clean-up Fund 


LVew York Life 


Directors 


The success of any Company is primarily a matter of 


write it. The psychological effect of the 5 management—that is, of MEN. Following is a list of 
possible elimination of this clause is | 
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fills each need in the order of its im- 
portance. The cash necessary to pay 
taxes, funeral bills, etc., is absolutely 
necessary so he will probably set aside 
his cash on hand and stock and bonds 
for that purpose. As $2,200 is still lack- 
ing he takes this sum from his life in- 
surance. It is now obvious that he is 
going to have to cut somewhere. As 
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tion of total disability clauses effective 
January 1, 1930. We understand the 
subject will be discussed at the Septem- 
ber Convention of Insurance. Commis- 
sioners. 

“It is not our intent here to discuss 
the advantages or disadvantages of such 
disability standardization. Suffice it to 
say that if such standardization becames 
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of that which may be withdrawn later. 
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drops out of the picture. He has given 
Is home free of debt to his family. He 
needs $60,000 to invest at 5% interest to 
Provide an income of $250 per month, 
for life. He has only $14,800 with which 
> : this item, the most important 
all. 

. “He should call in a competent life 
msurance agent to advise him how to 
Put the $14,800 under a special settle- 
Ment option, leaving it with the life in- 
surance company to provide the neces- 
Sary income (using both principal and 
Interest) as long as possible.” 


Make ‘it a valuable weapon against the 
procrastinating eligible prospect.” 





EXAMINE PAN-AMERICAN LIFE 

Charles B. Coulbourn, deputy insur- 
ance commissioner of Virginia, is back 
at his desk after being away for sev- 
eral weeks. The time was spent in co- 
operating with several other departments 
in a periodical examination of the Pan- 
American Life at New Orleans. The ex- 
amination showed the company’s affairs 
to be in excellent condition. 
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French Interested In 
Industrial Insurance 


WANT TO STIMULATE BUSINESS 
Experience of “Union” Which Intro- 
duced Line Has Been Favorable; 
How It Has Been Written 
An attempt is being made in France 
to stimulate a more intensive develop- 
ment of industrial life insurance and 
there is some fear that unless the French 
do it themselves the American or Brit- 
ish companies may enter for this pur- 
pose. What has been done in this coun- 
try by the American industrial writing 
companies is constantly cited to illustrate 
the possibilities. A recent issue of “La 
Semaine” carries a discussion of this 
matter by Pierre Hodra, based largely 
on the experience of the “Union” 
was the first to write industrial life in- 

surance in France. 

The practice in France is to write the 
business without medical inspection. If 
the assured dies during the first year of 
the policy the heirs receive the full pre- 
miums paid, if he dies during the second 
year they receive one-half of the amount 
insured After two years the full 
amount of the policy is paid. If death 
through accident occurs during the first 
two years, the full amount is paid. The 
“Union” writes chiefly endowment in- 
surance with premiums distributed over 
a period of years being five years less 
than the duration of the policy, so that 
payments of premium stop five years be- 
fore the endowment becomes due. The 
company also offers a policy providing 
annuities but has not pushed it very 
much. As in the Scandinavian countries 
the total and permanent disability clause 
is a feature of the policies. 

Premiums are collected monthly but 
the company offers special advantages to 
induce the assured to pay quarterly, 
semi-annually or even yearlv. 

What the “Union” Has Done 

The mortality experience has been fa- 
voreble and was below the AF table 
which is used for the calculations. The 
following table gives a good idea of the 
development of the business’ from its in- 
ception: (Industrial Life Business of 
“’Union”) in French francs: 





Production 





which ° 


JOHN HANCOCK’S BUSINESS 





Company Wrote $70,000,000 in Massa- 
chusetts During First Six Months; 
Has $3,200,000,000 in Force 
The John Hancock Mutual Life’s new 
business for the first six months of the 
year, in its home state of Massachusetts 
amounted to $70,000,000. This is a new 
high record for the company in its home 
state, where it has been doing business 
for sixty-five years, and an evidence of 
the high regard in which it is held by 

the general public. 

On December 31 last the John Han- 
cock company reported to the State In- 
surance Department more than 620 mil- 
lions insurance in force in Massachu- 
setts on over 900,000 policyholders. Pol- 
icy payments in Massachusetts since or- 
ganization are over $135,000,000. 

The company’s outstanding insurance 
in all states at present is over $3,200,000,- 
000. This covers all classes of people, 
in large and small amounts, the com- 
pany having for more than fifty years 
done an industrial business, as well as 
ordinary life since 1862. 





population might derive from industrial 
insurance is enormous. But what is nec- 
essary is more advertising, a more effi- 
cient organization, reaching far into the 
working classes. It would be necessary 
to pay premiums twice a month even at 
the cost of a rather considerable increase 
in general expenses, as this would 
be soon offset by the new production 
resulting. What is furthermore needed 
is an enthusiastic body of agents, who 
do not give cause to any criticism, bet- 
ter maintained and serviced by the com- 
pany, picked as it is done in America 
for the sphere in which they have to 
work. Last, but not least, it should be 
preceded, introduced, made, by intensive 
advertising; newspapers, pamphlets, 
moving pictures, talkies, electric signs, 
everything has to be co-ordinated to put 
the idea over.” 


“But who is going to pay for all that? 
The companies in groups like in Ger- 
many and in England, should get to- 





Policies Amount 
1 Ore 2,693 10,072,545 
1927... 18,280 126,808,566 
eee 30,779 211,243,695 


Other companies have followed the ex- 
ample of l’Union and results have been 
satisfactory throughout. Pierre Hodra 
comments on the French industrial life 
situation and on the activities of the 
French companies as follows: “The dis- 
regard and scepticism with which we 
have been used to look upon industrial 
life insurance will have to give way to 
recognition of the realities. Our com- 
panies will have to follow the example 
of the British and Americans and find 
that the best results are obtained by in- 
stitutions writing industrial as well as 
ordinary life business, as the Union has 
done in 1928. The results have been sat- 
isfactory throughout. Are we waiting 
for foreign companies to reap the har- 
vest in our country? The field is vast 
and the benefits which the working 





gether and share the expenses, they 
should desist from their policy of splen- 
In Force 
Policies Amount Losses Paid 
2,505 9,369,568 11,110 
57,442 339,856,379 1,336,193 
78,203 479,731,254 1,488,110 


did isolation and not try to get all the 
business for their own company. The 
results will be better, the production will 
rapidly increase not only in the indus- 
trial line but also in ordinary life busi- 
ness. The same thing has happened in 
Japan. Cultivate the idea of insurance, 
propagate it everywhere and incessantly, 
that is the key to success, for industrial 
as well as for ordinary life business. The 
social insurances are not to be feared as 
competitors, they give only annuities and 
our thrifty French workingman will al- 
ways be ready to build up for himself 
a capital in addition to his pension. But 
we have to look him up at home, we 
have to know how to explain to him 
the advantages of the proposition, we 
have to start to sell insurance in France, 
as they sell it in America.” 





Many Changes Made In 
Detroit Life Set-Up 


MOSS BROTHERS 





IN CHARGE 





W. Irving Moss President and Mike M. 
Moss Senior Vice-President; Capital 
Increased; New Directors 





A number of changes in the Detroit 
Life were made at a meeting of the 
stockholders of the company held last 
week at the company’s home office in 
Detroit. It was voted to raise the capital 
to $1,000,000, to enlarge the board of di- 
rectors, and a number of important ex- 
ecutive charges were made. 


W. Irving Moss and Mike M. Moss, 
both of New Orleans, who are respec- 
tively president and senior vice-president 
of the Insurance Securities Co., Ltd., 
which owns control of the Detroit Life 
and other insurance companies, were 


- elected president and senior vice-presi- 


dent of the Detroit Life. Among the 
new directors elected are a number of 
prominent Detroit business men and 
others identified with New Orleans and 
elsewhere. 

Jerome C. Saltzstein and Paul Korf- 
mann were elected executive vice-presi- 
dents of the Detroit Life and the home 
office management of the company will 
be in their hands. Since the affiliation of 
the Detroit Life with the Insurance Se- 
curities group in March the company 
has entered and is transacting business 
in several states other than Michigan, 
and is securing a good volume of busi- 
ness from those new territories. Prior 
to March, 1929, activities of the Detroit 
Life were concentrated in Michigan. 





Cc. W. BAKER .PROMOTED 

Agent Charles W. Baker of the Tar- 
enton (Pa.) district of The Prudential, 
has been promoted to an assistant super- 
intendent and assigned to the New 
Kensington detached office. In addition 
to qualifying for merit buttons in the 
Ordinary branch, he has been one of 
the leading Industrial writers with an 
average weekly policy issue in excess of 
one each day. 
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DUFFIELD TO ADDRESS N. A. L. U, 


The Prudential President Added to 
Washington Convention Program «f 
National Association 
Edward D. Duffield, president of “he 
Prudential, has accepted an invitation to 
address the National Association of —ife 
Underwriters at the convention in W..sh- 
ing in September. This addition to the 
National Association program gives an- 
other strong figure on the list of 
speakers. Mr. Duffield is a_ forceful 
speaker and is a student of government 
and public affairs. He has long t:ken 
an active interest in state admini:tra- 
tion and is a leader in all movemen‘s to 
stimulate patriotism and _ citi en- 

ship. 

Another speaker on the program ‘s G. 
Gilson Terriberry who has been muuch 
in demand for his clever sales talks. Mr, 
Terriberry, who was former assistant 
manager of the Life Insurance Sales Re- 
search Bureau, was trained to be a me- 
chanical engineer and was in various 
phases of manufacturing and consulting 
work before going to the Bureau. It is 
this background of successful business 
experience to which Mr. Terriberry con- 
tributes his success in the life insurance 
business from the beginning. He has 
been selling life insurance only a little 
over a year and has written approxi- 
mately $1,800,000 of business and_ his 
average policy has been about $36,(00. 








HEAVY PAYMENT 

If you carry life insurance you pay 
cash for it, says Alice Lakey. The high- 
est price ever paid for insurance has 
been paid by the widow and orphans of 
men who had none. They pay in tor- 
tured souls, empty stomachs and shat- 
tered faith. 





UNION LABOR LIFE GROUP 
Group insurance has been placed by 
the Union Labor Life on certain unions 
of the International Association of Mar- 
ble, Slate and Stone Polishers.’ The pol- 
icy protects a mixed group of large and 
small unions. 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life Insurance, ineluding Industrial, Ordinary 
and Group 


J. N. WARFIELD, President 
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The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
Columbia National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample capi‘«!, 
surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 





back of every door bell. 


Independence Square 








THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 


Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Philadelphia, Penna. 


Interested in Replies from Pennsylvania and Delaware. 





“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


signa ses Income Policies 
me to the i: 


LOW COST PREFERRED “RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


define contractual rights of all parties intereste 
COMPLETELY Y REVISED PLAIN ENGLISH POLICY ee 


that will peieeinds 5 appeal to the conscientious life underwriter. 
RITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 
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VERY POLICYHOLDER on your books is a preferred prospect for 

many needed forms of protection. The average hotel or restaurant, 
for example, requires forty different forms of protection to properly safe- 
guard its various insurance interests. Incidentally all of them may be 


written in the AAtna Life and Affiliated Companies. 


@ If you are interested in analyzing the sales possibilities of your hotel and 
restaurant clients or prospects, we will be glad to send you a copy of the 
fEtna-izer Supplement, recently issued, entitled “Insurance and Bonding 


Requirements of Hotels and Restaurants.” 


AUTOMOBILE INSURANCE COMPANY 
of Hartford, Conneéticut 





ments of Hotels and Restaurants.”’ 


Cli 
TNA CASUALTY & SURETY COMPANY pen - 
TNA LIFE INSURANCE COMPANY ikaale’ 
STANDARD .FIRE INSURANCE COMPANY letterhead 


" Aitna Casualty & Surety 
Company 
Hartford, Connecticut 


Please send me a copy of the 
tna-izer Supplement No. 134 
“Insurance and Bonding Require- 
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LAYTON’S COST CHART 

Colonel Frank D. Layton, president of 
the National Fire, is one of the chief ex- 
ecutives in the business who can see 
farther than his own nose. Moreover, 
he has brains enough to understand as 
well as to recognize trends. He has 
stepped out of the routine long enough 
to prepare an important document the 
distribution of which will have a good 
effect on the fire insurance business in 
that he shows by a percentage chart 
what insurance costs now as compared 
to pre-War cost; and then he matches 
the saving in cost to the public with 
what has happened in cost of other ne- 
cessities. 

It is a presentation decidedly advan- 
tageous to insurance and should make 
fire insurance men proud of their busi- 
ness and its public service aspects. The 
chart will be found reproduced in the 
fire insurance section of this paper. 





LIFE INSURANCE AND THE 
FEDERAL TAX PROBLEM 


There is a degree of understanding of 
life insurance tax problems all too rarely 
met with in the observations of the 
Joint Congressional Committee on Inter- 
nal Revenue Taxation. The committee 
caused a special investigation of the 
whole subject of life insurance taxation 
and this report comes to the general 
conclusions that life insurance is entitled 
tc special treatment in any taxation pro- 
gram. 

The reasons why this is so are va- 
rious. The expert investigators for the 
committee point out that although such 
special treatment in the past eight years 
has meant something like $385,000,000 
less revenue for the government, yet, 
says the experts’ report, “there are ex- 
cellent reasons why such special treat- 
ment should be given.” 


The first and most obvious reason is 
that, from the very nature of life in- 
surance, the additional cost of the tax 
would be passed on to the buyer, i. e., 
the public. It was also estimated that 
out of some 65,000,000 policyholders 62,- 
000,000 are exempt from tax on income 
as individuals. In other words, a Fed- 
eral income tax on life insurance com- 
panies amounts to collecting a tax at 
the source from 65,000,000 individuals, 
62,000,000 of whom are now exempt on 
our present theory of taxation. Some 
further emphasis was given to this 
phase of the problem by the recognized 
fact that persons with small incomes 





turn to life insurance largely in pref- 
erence to other investments. 

Due recognition was given in the re- 
port to that huge burden of state and 
local taxes, licenses and fees paid by the 
life insurance companies. These state 
and local taxes in one year amount to 
four times the total of the Federal tax. 
Then, says the report, life insurance 
“has performed an enormous service to 
the country.” It has “reduced pauper- 
ism and encouraged thrift.” The income 
tax law exempts entirely from tax cer- 
tain co-operative institutions. These 
are some of the reasons why the in- 
vestigators affirmed the principle of spe- 
cial treatment for life insurance in tax 
matters. 





SERVICE ANNIVERSARIES 

Four representatives of the Aetna 
Life organization recently celebrated 
within a few days of each other their 
twenty-fifth anniversary with the com- 
pany. They were ,J. V. Adams, G. E. 
Ashley, Charles E. Sprague and B. A. 
Hunt. There is so much moving about 
nowadays of executives from company to 
company, a system for which the numer- 
ous new companies in the business is in 
part responsible, that it is sometimes lost 
sight of that there are many in the busi- 
ness who are staying put and are happy 
in their connections. 





CHILE SOCIAL INSURANCE 


Employes Must Pay 2% of Their Sal- 
aries, Employer Contributing 3% 
and State 1% 

The new social insurance act of Chile 
has become effective. The law makes it 
obligatory for every worker and em- 

ployer to have insurance protection. 

Employes are required to pay in 2% 

of their salary, to which are added con- 
tributions of 3% by the employer and 
1% by the state. Independent persons 
or those seeking insurance voluntarily 
pay 34%% of their income, a sum which 
is equaled by the state. 
_ The benefits the insured person en- 
joys are medical insurance, consisting of 
medical and pharmaceutical treatment 
and hospitalization where necessary ; ma- 
ternity insurance; insurance in case of 
invalidity, consisting of the average sal- 
ary earned the previous year if the per- 
son has been employed ten or more 
years in an institution; 75% of it if em- 
ployed five to ten years, and 50% if less 
than five years; old age fund, which en- 
titles the insured to an old age or re- 
tirement pension at fifty-five, sixty or 
sixty-five years of age, according to his 
desire as expressed on taking out the 
insurance. 





In case of death the fund pays the 
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The Human Side of Insurance 











FREDERICK H. ECKER 








Frederick H. Ecker, president, and Le- 
roy A. Lincoln, first vice-president, Met- 
ropolitan Life, are in Scotland and Eng- 
land playing a number of the most fa- 
mous golf courses. 

* * * 

Samuel Davis of the John Hancock 
legal division, Boston, recently had an 
interesting letter in the New York 
“Times” discussing civility in New York. 
It is Mr. Davis’ belief that New York- 
ers are polite. He cites as an instance 
his going to the box office of one of 
the first nights of “Iolanthe,” a Gilbert 
and Sullivan opera at Winthrop Ames’ 
theatre and getting good seats at the 
last minute. Continuing, he writes: 

“At another time, on Sunday morning, 
wishing to go north on Madison avenue, 
I hailed an approaching one-man street 
car and signaled it to stop at the strect 
corner. The motorman was reluctant to 
do this, but he did stop and on admit- 
ting me to the car I said to him, ‘What’s 
the trouble? Don’t you stop at street 
corners?’ He replied, with a grin, ‘Only 
for you, sorr!’ He then told me that 
the cars make two-block stops and I 
was at the wrong corner.” 

ae ee 

Percy H. Evans has been elected vice- 
president and actuary of the Northwest- 
ern Mutual Life. 

es“ % 

Harold E. Taylor, publicity director of 
the American of Newark, returned this 
week from a ten days’ vacation which 
he spent at Ocean Grove, N. J., with 
his family. 

+. 

Samuel Hollander, chairman of the 
board and general counsel of the May- 
flower companies of Newark, has re- 
turned from an extended trip through 
Canada. 

a a 

George Ramee, superintendent of 
agencies of the Bankers National Life 
of Tersey City, is traveling through Ohio 
and Michigan where he is visiting the 
various agencies of the company and also 
appointing new agents. 

* * * 

Henry Clabaugh, son of Charles C. 
Clahangh. general supervisor of agencies 
of Maryland Life. is now iunior tennis 
champion of the Middle Atlantic States, 
winning at the recent tournament in 
Norfolk, Va. 








family of the deceased 300 pesos for 
funeral expenses, or takes charge of the 
funeral and burial itself if the deceased 
has no relatives. 


eer 


William H. Koop, president Great 
American, arrived at his office one day 
last week to find it filled with flowers, 
Upon making inquiries he was reminded 
that it was his thirty-fifth anniversary 
with the company. He has never worked 
for any other company and began with 
the Great American as an office boy, 
He was a student from the start and is 
in that group of distinguished New 
Yorkers who went to Cooper Union at 
night. One of the floral displays came 
from a group of employes who were 
with the Great American when Mr. 
Koop started or shortly before. An- 
other of the floral pieces came from the 
Great American Indemnity. 


* * * 


E. Girtanner of Genoa, Italy, has been 
elected chairman of the Genoese Insti- 
tute of Marine Underwriters. He is 
the representative of the Eagle, Star & 
British Dominions. He was at one time 
chairman of the Concordato which did 
so much to improve cargo business in 
the Italian market and which was re- 
placed by the Cargo Convention. In 
recognition of his services to the Con- 
cordato the companies who were asso- 
ciated with it presented to Mr. Girtan- 
ner a platinum watch studed with bril- 
liants. 

a aa 


Robert T. Shipley, general agent for 
the Penn Mutual, will leave shortly for 
Billings, Mont., where he will join Mrs. 
Shipley in making a fishing trip of two 
or three weeks in the surrounding moun- 
tains. He will return in time to leave, 
with his wife and seven of his agents 
and their wives, to attend the company’s 
national conference at Quebec, Canada. 
From there Mr. Shipley will proceed to 
Washington, D. C., where he will attend 
the annual convention of the National 
Association of Life Underwriters. 

ee = 


George Earnshaw, who serves as vice- 
president of the John W. Cryer fire and 
casualty agency at Buffalo for seven 
months of each year, and as pitcher for 
the Philadelphia Athletics at other sea- 
sons, has just won his fifteenth game of 
the season, being one of a very few 
major leaguers to attain this record. He 
writes to Buffalo insurance triends that 
the Athletics are very confident of win- 
ning the American League pennant this 
year. 

* * * 


W. L. Mooney, vice-president of the 
Aetna Life, who has been on the Pa- 
cific Coast for two months, left San 
Francisco on July 25 for the Northwest 
Coast and expects to visit a number of 
the Aetna Life’s general agencies on his 
way back East. He will be baci at his 
desk in Hartford in about three weeks. 


x  * 


Ray Decker, general agent of the 
Home at San Francisco; William: Deans 
of Selbach & Deans, San Francisco get 
eral agents; M. R. Johnson, vice-prest- 
dent of the Pacific Indemnity; and A.T. 
Bailey, Pacific Coast manager of the 
North British & Mercantile, have t& 
cently been visiting Honolulu. 

* * &* 


Edward D. Duffield, president of The 
Prudential, is spending his vacation a 
his summer home in Rhode Islan’. Dut 
ing his absence Col. Franklin |)’Olier, 
vice-president in charge of adininistta- 
tion, will be acting president of the 
company. 

x * x 


Otto R. Gerber, formerly associated 
with the Marine Office of America 
New York and now manager of the Paris 
office of the Activitie Francaise Insut 
ance Co., is paying a visit to his frients 
here. He expects to return to Paris the 
latter part of next week. 


eA LL ARE ee, 


— 


Creat 
ie day 
owers. 
ninded 
ersary 
vorked 
1 with 
e boy. 
and is 

New 
lion at 
; came 
) were 
n Mr. 

An- 
om the 


is been 
 Insti- 
He is 
Star & 
ne time 
ich did 


ness in 


Girtan- 
th bril- 


rent for 
rtly for 
in Mrs. 
of two 
> moun- 
o leave, 
; agents 
mpany’s 
Canada. 
oceed to 
i attend 
National 
iS. 


as vice- 
fire and 
yr seven 
tcher for 
her sea- 
game of 
rery few 
cord. He 
nds that 
t of win- 
nant this 


it of the 
the Pa- 
left San 
Jorthwest 
umber 0! 
‘es on his 
ck at his 
ec weeks. 


t of the 
Ai Deans 
cisco gen- 
rice-presi- 
aud A. T. 
r of the 
yave fe 


—_ 


nt of The 
acation at 
and, Dut 
n 1’Olier, 
diministra- 
it of the 


a sociated 
\merica i 
f the Paris 
‘ise Insut- 
his friends 
. Paris the 





August 2, 1929 





Page 19 





— 










, 


Li 


Ws 


Identity of “B. di C.” 
“B. di C.,” who writes the most in- 
teresting, gossipy page in the British 
insurance papers, is G. A. H. Samuel, a 


veteran newspaper man. Mr. Samuel’s 
paper is “The Policy Holder” of Man- 
chester and London. The work of that 
paper in covering the Chartered Insur- 
ance Institute Convention in Newcastle- 
on-Tyne was quite. remarkable. Inci- 
dentally, one can buy “The Policy 
Holder” on the news stands of London 
for a few pennies. 

* * 


The Aristocratic Alliance 


While in Europe I did not call at the 
offices of the Alliance Assurance Co. In 
fact, I did not know much about that 
company until I returned to America 
and was told about it, although the 
company is handled here for marine, 
motor vehicles and inland marine by 
Chubb & Son. I am informed that the 
Alliance is one of the most remarkable 
companies in England. It was started 
y some member of the Royal family 
and the risks it covers in the West End 
of London include some of the most ex- 
clusive property there. In fact, there is 
No insurance company doing business in 
_ that has a more swagger clien- 
ele. 

_ The company was formed in 1824. It 
is affliated with the Westminster Fire 
Office, County Fire Office, Law Fire and 
National Board & General; has a sub- 
scribed capital of $27,500,000 and a net 

Premium income in fire insurance of 
about $12,000,000. The chairman of the 
company is C. E. Barnett; the deputy 
chairman is Lionel de Napoleon Roths- 
child. A number of American insurance 
men have tried to induce the Alliance to 
enter here for fire insurance in days 
gone by, but without success. 


Insuring Royalty’s Cars 
I was informed in London that quite 
4 Heet of the royal cars is insured with 
the General Accident. 
* 


A Visit To The British Prudential 
One of the most interesting after- 
noons I spent in London was with the 
Prudential Assurance Co., which is one 
of the biggest insurance companies in 
the world and has more policyholders 
than any company in Great Britain. The 
tudential was founded in 1848 and its 
Seneral manager, Sir Joseph Burn, who 
isa K.B.E. as well and of course an 
Toke knows many people in the 
nited States, especially the Metropoli- 
N Life crowd. 
thi Ong other prominent Britishers in 
$ company are Sir Edgar Horne, Bt., 
Who is chairman; and Sir George E. 
ae BE who is secretary. I hear 
fae ening stories of the scope of the 
at policy of the Prudential of 
on On. Even steamship lines are rep- 
: ped in its investment funds. The 
— s financial side is worth a sep- 
a € story in itself as the ramifications 
© pretty widespread. It is easily one 











of the most successful of all companies 
in getting high yields on its invested 
funds. 

The Prudential’s building is an old 
one and rambles over acres. Unique in 
design, it is the principal show building 
in the Holborn section, and is wonder- 
fully advertised by the fact that so many 
crowded buses pass its doors. 

The clever men who run the com- 
pany have provided for expansion and 
own considerable property in the neigh- 
borhood, including a Tudor building 
across the street from the head office, 
a structure which escaped the London 
fire and is one of the most interesting 
“period houses” to be seen in the Brit- 
ish metropolis. Holborn teems with his- 
torical association and a book on the 
district is sold there in the bookstalls. 

The building of the Prudential is only 
five stories tall, but there aren’t any in 
the neighborhood which are taller and 
so from the top of the building one can 
really see all of London. On the roof 
are painted white lines, each of which 
(if followed by the eye) points to some- 
outstanding building. I fecall among 
others the Tower of London, Westmin- 
ster Abbey and Queen Alexandra’s pal- 
ace. All of these can be clearly seen. 


‘Also on the roof is a shooting gallery. 


During his visit to the roof the Duke 
of York hit a bull’s-eye or two with a 
rifle. Incidentally, while in the building 
he took out an Industrial policy which 
will pay “his beneficiary” a pound or 
more when he dies. 

The Prudential organization is very 
proud of its machines, which are said 
to be an improvement on the Hollerith. 
In fact, the Prudential owns a machine 
plant. I was shown many of its ma- 
chines by a very intelligent woman who 
buys them and is in charge of that di- 
vision of the head office. 

I was informed in some English cit- 
ies by managers of other companies that 
the Prudential is coming ahead fast in 
fire insurance and was told that the 
agents of the company are furnished 
with a quota for fire, accident, etc., as 
well as life. Upon making inquiry of 
executives there I confirmed this rumor. 
As there are 10,000 agents in the Pru- 
dential’s organization it will be seen that 
this quota has considerable significance. 

Some of the hardest working, most 
enterprising insurance men I met in 
England were with the Prudential. One 
of the executives in the audits division, 
G. J. M. Best, particularly impressed me 
by his energy, vision and grasp of pro- 
duction. 

* * * 


Calling Up An Insurance Paper 


I called upon a number of the insur- 
ance newspapers while in England, but 
not upon “The Post Magazine,” one of 
the best of the European insurance 
papers. I decided to pass up “The Post 
Magazine” after trying for ten minutes 
to talk with the editor on the telephone 
and make an engagement. Calling up 
“The Post Magazine” on the telephone 


and reaching the man you are after is 
about as difficult as getting some editor 
of the New York “Times” on the tele- 
phone. If you have a tremendous res- 
ervoir of patience you may succeed. The 
only way I can figure it out, so far as 
“The Post Magazine” is concerned is 
that people do not call up that maga- 
zine to give stories, and that telephone 
messages are regarded by that office as 
a bore and a nuisance. 

The British insurance magazines are 
more versatile than those on this side 
as they frequently devote space to 
dramatic and musical productions. For 
instance, in the July 13 number of “The 
Post Magazine” the first column is de- 
voted to a discussion of St. John Er- 
vine’s plays. 

er. 
British Insurance House Organs 


I have been asked if the British in- 
surance companies get out house organs. 
Many of them do and good ones, The 
Norwich Union has an interesting pub- 
lication. The Northern has one of the 
best. Another good publication is “Under 
Bow Bells,” printed by the British 
General, one of the Commercial Union 
fleet. The Prudential sends a chatty 
and informative publication to its agents. 

Editor Rollason of the British Gen- 
eral is London deputy manager of the 
company. He has traveled extensively 
and took many pictures on his world 
tours. His travel articles are read 
throughout the world. 

I was not much impressed by the 
salesmanship articles which I read in the 
British house organs. They are just 
starting the writing of that sort of thing 
and have a long way to go yet. Little 
is known in the British offices of the 
American insurance company house or- 
gans. Few copies have reached the 
other side. 

American advertising ideas are being 
adopted in England and some of the 
page ads of insurance companies in spe- 
cial editions are good. The union of art 
and advertising copy has not yet reached 
the popularity that it has in the U. S. A. 
One of the British insurance company 
advertising managers whom I inter- 
viewed told me that he had been col- 
lecting American advertisements of life 
insurance companies and was not much 
impressed. I asked him for a look. Un- 
fortunately, he had gathered some of the 
poorer specimens with bad art work, 
while such fine advertisements as those 
which have been published in magazines 
of national circulation by The Prudential 
of Newark, Metropolitan of New York 
and Phoenix Mutual of Hartford were 
not among them. 

* * & 
Sir W. W. Mackenzie and Sir George 
Croydon Made Barons 


- The House of Lords is very different 
to what it used to be even a decade or 
two ago. The old high-and-mightiness 
of heredity is in the discard. In fact, 
with the newly arrived Socialist Govern- 
ment the changes are very great, and the 
King has been pleased to approve that 
the dignity of a Barony of the United 
Kingdom be conferred upon Sir Wil- 
liam Warrender Mackenzie, B.B.E., K.G., 
and Sir George Croydon Marks, C.B.E. 
Both of these are live wires. 

The elevation of Sir William Macken- 
zie will add to the House of Lords prob- 
ably the latest living expert in industrial 
arbitration and conciliation, who has also 
the advantage of having kept himself 
apart from political controversy. As 
president of the Industrial Court from 
1919 to 1926, the difficult period imme- 
diately after the war, his services were 
of national importance and value. Born 
in 1860 he had a distinguished career at 
Edinburgh University, and was called to 
the bar at Lincoln’s Inn in 1886, taking 
silk in 1914. Among the various inqui- 
ries and arbitrations in which he was 
concerned, usually as chairman, were 
those on industrial unrest in the south- 
west district, women in industry, night 
baking, various engineering disputes, 
claims arising out of the police strike in 
1914, the Shop Hours Act, and the 


Trades Boards Acts. He was one of the 
chairmen of the Committee of Produc- 
tion, and chairman of Arbitrations un- 
der the Munitions Act and the Wages 
(Temporary Regulation) Acts, of the 
Railway National Wages Board, 1920 to 
1926, and of the Industrial Delegation 
to Canada and the United States in 
1926-27, and is now Government Referee 
under the Electricity (Supply) Act of 
1919 and chairman of the Tramway 
Tribunal for Great Britain. He has 
written on highways, licensing, educa- 
tion, and Municipal and Poor Law Ad- 
ministration. A man of eminently ju- 
dicial mind and wide knowledge of labor 
problems, his help has always been wel- 
comed by both employers and employed. 
Sir William, who was successively cre- 
ated C.B.E, K.B.E.,, and G.B.E.,, is a 
widower and has one son and a daugh- 
ter. 

Sir George Croydon Marks, who sat 
as Liberal member for the Launceston 
Division and then for North Cornwall 
from 1906 until he was defeated in 1924, 
declared himself a supporter of the La- 
bor Government as recently as the mid- 
dle of June. “I believe in Ramsay Mac- 
Donald entirely,” he stated in announc- 
ing his decision, “and I can see no rea- 
son why Liberals of my way of thinking 
should -remain outside in an impotent 
position when they could possibly be of 
great assistance in giving Mr. MacDon- 
ald the support he needs. There is no 
reason for three parties if stable gov- 
ernment is to be carried on.” Born 71 
years ago, he was apprenticed as an en- 
gineer in Woolwich Arsenal, and worked 
for firms in London, Birmingham and 
Dublin. At one time he was a lecturer 
at the Midland Institute. In 1887 he 
commenced practice as a consulting en- 
gineer and patent expert, and carried 
out various hydraulic and other works. 
He was consulting engineer to the late 
Duke of Edinburgh. In 1924 he made a 
tour of Central Europe to investigate 
openings for British trade’) He was 
knighted in 1911, and was made C.B.E. 
for his war work on the dilution of la- 
bor. He is a prominent member of the 
Congregational Church, and is married, 
but has no children. 

The fact is the new Government found 
themselves woefully short of adherents 
to their tenets in the Upper House, and 
these two new recruits, both worthy 
men, are one of the first stepping stones 
toward a general levening up of the 
Chamber to which they have been pro- 
moted. 

* * * 
Lord Derby Coming 

It is good news that Lord Derby is to 
visit America in the spring, for though 
the visit is a private one Britain could 
not have a better unofficial ambassador 
in America than he will be. The United 
States has always seen a good deal of 
the misfits and fortune-hunters, the odds 
and ends of the peerage, but very little 
of such noblemen as Lord Derby. The 
widespread American notion that Eng- 
land is preyed upon by effete holders of 
hereditary titles will be severely shocked 
by the arrival of an aristocrat as hard- 
working, as robust, as courteous, and as 
rich as Lord Derby. 


Old London Disappearing . 

Further relics of old London are dis- 
appearing with the demolition of some 
old buildings in Market street, St. James. 
This short, narrow road runs, parallel 
with Haymarket on the west side of that 
thoroughfare. Connecting the two is St. 
James’ Market which perpetuates the 
memory of the market of that name 
which once occupid a large part of the 
area which was transformed when the 
development of Regent street at its 
south end was undertaken. The market 
was described by Strype as “a large 
place filled with a commodious market- 
house in the midst filled with butchers’ 
shambles, besides the stalls in the mar- 
ket place for country. butchers, higglers 
and the like; being a- market now (1720) 
grown to great account, and much re- 
sorted unto, as being well served with 
good provisions.” 
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A. E. Keevill of Bristol, England, who 
is employed by the Car & General as 
a fire surveyor and inspector, won the 
highest honors offered by the Chartered 
Insurance Institute of Great Britain in 
the past year and is now the possessor 
of the F. W. Pascoe Rutter gold medal. 

Mr. Keevill has been a scholar from 
an early age. When he was ten years 
old he obtained a scholarship to Queen 
Elizabeth’s Hospital in Clifton, Bristol. 
This institution was named because it 
was opened by a charter from Queen 
Elizabeth in 1586, being founded by a 
wealthy Bristol merchant of those days. 
He spent five years there, gaining first 
class honors in the junior local Cam- 
bridge examinations at the age of four- 
teen. He gained third class honors in 
the senior local Cambridge examinations 
at the age of fifteen. The latter certifi- 
cate is accepted as matriculation stand- 
ard by the majority of English univer- 
sities. 


What Early Schooling Taught Him 


His early schooling taught him that 
education was not learning for the sake 
of knowing any particular thing, but 
was the training of the brain to assimi- 
late matters with which it came into 
contact. 

At the age of fifteen Mr. Keevill en- 
tered the office of G. H. Wills, J.P., 
F.C.LIL, an insurance broker of Bristol. 
He served him for eight years and pays 
high tribute to the training he received 
from Mr. Wills and his principal assis- 
tants. The principle they adopted was to 
train their juniors not only how to do 
things but why to do them. In this 
way Mr. Keevill got to know a lot about 
various branches of the insurance busi- 
ness. 

In the office of Judge Wills he was en- 
couraged to. take the examinations of 
the Chartered Insurance Institute and in 
1921 sat for his first examination. He 
chose the fire branch for - qualification 
as an Associate. Continuing in that 
branch he qualified for the Associateship 
diploma in 1927. In 1928 he sat for the 
Fellowship examination for which it is 
necessary to pass on all subjects at one 
sitting. He gained honors in a thesis, 
the subject being “Contribution in Fire 
Insurance,” and passed also in life, acci- 
dent and general insurance, but failed in 
marine. In other words, he failed to 
qualify because he missed out on one 
subject. Nothing daunted, he made an- 
other attempt this year with the result 
that he became the most successful stu- 
dent,of insurance among all the young 
men in Great Britain. 

Discusses His Work 


In discussing his work as a student, 























































derwriter: 

“The whole of my study has been by 
correspondence courses which have at- 
tained a high degree of efficiency and 
which are admirably suited to students 
in the provinces where, necessarily, it 
is not possible for the local institutes 
to arrange courses in every subject on 
account of either the small number of 
students or lack of tutors for some par- 
ticular subject. This applies more par- 
ticularly to the advanced stages of the 
examinations and will be more readily 
appreciated when it is understood that 
the Institute examines in, I think, more 
than fifty subjects. 

“From a personal point of view, this 








Mr. Keeviil said to The Eastern Un-. 


Highest Insurance Educational 
Honors Won By A. E. Keevill 


Fire Surveyor of Car & General, to Whom Was Awarded the F. W. 
Pascoe Rutter Gold Medal By British Chartered Insurance 
Institution, Became Crack Scholar At Age of Ten 


study has meant a great deal of concen- 
tration and fixity of purpose, for it is 
not an easy matter to deprive oneself 
of a great deal of pleasure and society 
for a number of consecutive winters 
without the exercise of will-power. It 
has, however, brought its reward in that 
I have achieved the goal of my ambition 
in this particular direction. 

“T should, of course, mention that it 
is customary for the offices here to rec- 
ognize the passing of these examinations 





A. Es KEEVILL 


either by way of bonuses or increases 
in salary, thus encouraging staff mem- 
bers to believe that a good standard of 
knowledge is becoming more and more 
necessary to the satisfactory conduct of 
our business. 


The Subjects Studied 

“So much, then, for the personal side. 
As regards the subjects to be studied, 
you may have seen the C. I. I. syllabus, 
but in case not, I give you a few details. 
First of all, a preliminary examination 
is required to give proof of satisfactory 
educational status. This, however, is ex- 
cused to holders of recognized certifi- 
cates, such as matriculation standard: 
Next comes the Associateship Diploma, 
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the examination for which is divided into 
two parts, in each of which it is neces- 
sary to obtain either three honors and 
two passes or six passes to qualify. The 
candidate qualifies in one branch only, 
i. e., fire, life, marine or accident (cas- 
ualty, as I believe you term it). The Fel- 
lowship Examination consists of one in 
the general principles and practice of 
those branches other than that in which 
the Associateship Diploma was gained, 
a general paper on the conduct of in- 
surance and an-essay on-a subject cog- 
nate to the branch in which the Asso- 
ciateship was gained and announced in 
the examination room. This is consid- 
ered the acid test. 

“This year, for the first time, two pa- 
pers have been added-in respect of com- 
mercial law and commerce, banking .and 
finance. For my own part, the subjects 
which I have studied are: ‘Building Con- 
struction,’ ‘Principles and Practice,’ ‘Pol- 
icy Drafting,’ ‘Processes of Manufacture,’ 
‘Common: Hazards’ (five honors), and 
‘Plan Drawing’ (one pass); ‘Law of Fire 
Insurance’ (honors), ‘Average Clauses 
and Loss Apportionments,’ ‘Fire Extin- 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


cr 


GEORGE Z. DAY, Ass’t General Agent 





OTHER LIABILITIES .. 
NET SURPLUS 


$10,841,544 
2,396,058 
910,250 
7,535,236 





guishment and Appliances, ‘Loss of 
Profits, ‘Accounts and Investments’ and 
‘Foreign Fire Insurance’ (five passes). 
The results of the Fellowship Examina- 
tion I have already detailed except that 
this year I obtained a pass in ‘Commerce, 
Banking and Finance.’ The standard of 
marking throughout is 80% for honors 
and 60% for a pass. My average marks 
were 77%,” 





NOW STATE AGENT 





C. T. De Graw Representing Stuyvesant 
and Associated Companies; His Head- 
quarters Are in Syracuse 

C. T. De Graw, who for the past year 
has been special agent in this stite for 
the Stuyvesant and associated compa- 


nies, has been. made state ageni. The 
associated companies are the Arierican 


Home Fire, American Constitutio. Fire, 
Industrial Fire and Raritan Vallcy. 
Mr. De Graw’s headquarters ~ill be 


in Syracuse, N. Y. 





TRUCK INSURANCE PLA 


Hartford “Agent” Discusses Collapse of 
Bridge Over River Near 
Memphis, Tenn. 

The collapse of -a bridge 0. 'r the 
Wolfe River approaching MM: inphis, 
Tenn., under the wheels of 2 truck 
heavily laden with fruit and ve; tables 


is described in an article in “Th Hart 
ford Agent.” 

“Every reliable trucking concer nOW 
adays should carry insurance t' cover 
its legal liability in case of loss, em 

; tr 


out the paper. “Especially is t! 
of firms operating moving vans where 
the lack of insurance protecti:) W 
often lose a very sizable and ¢: irable 
moving job to a competing mov! 
company which has equipped itse i wit 
proper insurance protection.” 
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isallow Many Russian Claims 


New York Insurance Department Has Had Busy Time in Courts and Elsewhere Since 1925; Why It Said 
“No” to Many Creditors of Russian Companies; Has $5,000,000 Surplus in Its Possession 


The liquidation bureau of the New 
York Insurance Department is breathing 
a sizh of relief. It is a relief because 
its work in handling the affairs of half 
a dozen Russian companies is practically 
completed. . It is true that there are still 
some referee decisions to be heard from, 
and there is plenty of mail to answer, 
and claims from Russian company credi- 
tors in Europe continue to arrive every 
once in a while, but the hard work in 
the courts, the preparation of briefs, the 
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writing of reports and all that detail is 
over. 


It was one of the most difficult jobs 
which was ever turned over to any in- 
surance department to solve. With the 
exception of-the United States Supreme 
Court ‘here was hardly a court that the 
liquide:ion bureau did not enter at one 
ume c* another from the start of the 
litigation which was in 1925. 


The Department’s Lawyers in Russian 
Cases 

In direct charge of the work is Clar- 

ence C. Fowler, deputy superintendent. 

Assisting him have been three lawyers 


of abiliiy—James F. Donnelly, John M. 
Downes and Alfred C. Bennett. Mr. 
owler argued many cases himself. The 
quartet:e did enough night work to 
shame john D. Rockefeller in his boy- 
hood days. 

The Soviet government and others 
have be ‘n surprised at the effective work 
done, The Department now has more 
than $5,000,000 of surplus of these Rus- 
sian companies and this surplus is con- 
Unually growing. The Department is 
Keeping close guard on the money. The 
surplus of the. First Russian in May, 
929, was $1,335,000; Second Russian, 
$481,350; the Northern of Moscow, $530,- 
ea Moscow Fire, $1,587,933; Russian 

insurance, $914,999. The percentage of 

;Penses taken from the assets in the 
potation was very low. In the case 
of the Moscow it was only 1.61. 
shall at disposition the superintendent 
oe make of the $5,000,000 is intrigu- 
rig But the courts have decided that 
ps could not send it out of the coun- 
a that certainly it could not go back 
pa ose who originally owned the in- 
; ance companies for the reason that 

re are no official relations existing 


between the United States and the U. S. 
S. R. The superintendent, therefore, 
asked the Supreme Court for authority 
to hold the funds without further ex- 
pense; asked that he be permitted to 
invest cash surplus in new issues of 
short term Treasury Certificates of the 
U. S. Government; asked that liquida- 
tion be closed as soon as possible. The 
money may, therefore, remain in this 
country for years. In other words until 
such time as the government in Russia 
is recognized by the U. S. Government. 
When that time arrives the money will 
be transmitted abroad according to treaty 
and in accordance with the common law 
of nations which common law guarantees 
rights of individuals. In the meantime, 
the Department wants future foreign 
claimants for surplus belonging to these 
Russian companies to be enjoined, its 
work having been cleaned up and the 
courts having spoken on all the mooted 
points. 

On Friday of last week Justice Mullan 
of the Supreme Court approved a -re- 
port of the Superintendent about the 
Russian companies, but left for Justice 
Crain to decide what shall be the plan 
of surplus distribution. 


Some Distinguished Legal Talent in 
the Cases 


One of the hardest problems before 
the liquidation bureau has had to do 
with wnat claims should be allowed. Na- 
turally, whenever the claimant had what 
the Department thought was a valid claim 
it was allowed, but. the Department and 
the claimants have not alwavs agreed. 
The claimants were represented by law- 
yers of the first rank. Among the fa- 
mous insurance lawyers who have figured 
have been Rumsey & Morgan, Campbell 
& Whipp, Bonygne & Barker and Ca- 
bell, Ignatius & Lown. It all resulted in 
hundreds of thousands of dollars of 
claims being disallowed. All debts which 
were allowed by the superintendent 
were paid 100% with interest. 

The Department had to make up its 
mind very definitely and decisively about 
certain types of foreign claims. To illus- 
trate: a number of claimants for life 
insurance proceeds under policies issued 
by Russian insurance companies which 
were entered in the United States (where 
they were licensed to write only a fire 
insurance business) tried to dip their 
hands in the pot of gold resting in the 
hands of the New York Department. 
The insured had died or had an endow- 
ment. There was no other money be- 
longing to the insurance company in 
sight except that in the custody of the 
New York Department. Hence, the’ at- 
tempt to collect it here. Deputy Fowler 
put his foot down on such claims. The 
business was written in Europe. The 
American policyholders were not inter- 
ested. The Department thought these 
funds from America should be withheld 
as they in no way contributed premiums 
to the American funds. 

Next came the question of re-insurance 
claims. The Department took the po- 
sition that where re-insurance treaties 
were made outside of the U. S. A., such 
as Moscow contracts covering risks in 
Europe, such claims should be disallowed. 
There were court actions disputing the 
attitude of the Department in this re- 
gard and the courts upheld the Depart- 
ment on the theory that such re-insur- 
ance contracts were not part of the Am- 
erican business and that the American 
funds could not contribute to them. Some 
of the life claims grew out of European 
re-insurance contracts. Russian compa- 
nies did life business abroad as well as 
fire and marine. 


The Victor Yermoloff Claim ~ 
Many of the claims disallowed were 


of more than ordinary interest. One of 
these was the Victor Yermoloff claim. 
Yermoloff, prior to the Soviet regime, 
was a director of the First Russian at 
Petrograd. Towards the end of the 
Kerensky regime he became doubtful 
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of the security of his funds in the bank 
and took all of his monies and deposit- 
ed them with the company of which he 
was a director; in other words, the First 
Russian. Thus he used the insurance 
company as a bank, believing it was 
safer than any bank. 

Along came the Soviet Government 
and drove the directors out of the bank 
and also confiscated the property, includ- 
ing the deposit of Yermoloff. 

Yermoloff decided to try and collect 
his deposit from the New York Insur- 
ance Department. He thereupon pre- 
sented to the Department a sworn claim 
and showed the receipt which he claims 
was a certificate of deposit for 30,000 
rubles, or $15,000. It took him a num- 
ber of years to get to Paris and the 
New York Department did not hear from 
him until about six months ago. He, of 
course, got’ nothing. 


Legal Fees 

Some of the interesting claims dis- 
allowed had to do with legal fees. Camp- 
“bell & Whipp, prominent New York law- 
yers, represented among other clients 
some foreign company directors and per- 
formed services under written contingent 
retainers executed in Paris by the di- 
rectors. They proposed to organize a 
New York corporation to which surplus 
funds claimed would be transferred. Pri- 
or to that they had succeeded in one 
case in taking down some funds. This 
resulted in one of the most interesting 
pieces of litigation in the Russian insur- 
ance departmental drama here, the case 
of the First Russian vs. Beha. Camp- 
bell & Whipp won verdicts here for part 
of the deposits held in Albany by the 
Insurance Department in the cases of 
both the First Russian and Russian Re- 
insurance. In some other claims, in- 
cluding $80,000 for contingent legal fees, 
which they claimed while acting for the 
First Russian, Russian Reinsurance and 
Moscow Fire, the claims were disallowed, 

the courts backing up the Department. 
One of the unique claims which 
reached the courts in this country on 
debt arising in foreign countries but in 
which the New York Insurance Depart- 
ment did not figure was that of the 
Westminster Bank, Ltd. London. The 
bank owed money to the Northern of 
Moscow. Directors, after they fled to 
Paris, pretending to represent the com- 
pany, settled the claim of the Northern 


against the bank which settlement went 
to the Severnoe Securities Corporation, 
a corporation organized in this country 
by attorneys representing these direc- 
tors. Suit was brought in the Supreme 
Court on assignment to recover that debt 
and the Supreme Court decided that the 
assignment made by the directors was in- 
valid and no recovery could be had there- 
on. Despite the decision the attorneys 
for the Westminster Bank and for the 
security company settled this claim. 


The Newark’s Suit 


Another one of the noted cases had 
to do with Russian re-insurance of lines 
written. by American companies. The 
company bringing the test case was the 
Newark Fire: The insurance covered 
certain docks owned by the city of New- 
ark. Suit was brought by the municipal- 
ity against the insurance carrier. The 
action was begun in New Jersey courts 
back in 1919. The suit drifted; was 
never really prosecuted; and is still pend- 
ing on the New Jersey court dockets. 
The Newark Fire presented a claim, de- 
manding that the Superintendent re- 
serve sufficient funds of the Russian Re- 
insurance to pay the proportion of the 
dock loss sustained by the Russian re- 
insurer when the loss should be deter- 


mined. When the Newark’s claim was 
filed before the referee the Depart- 
ment took the position among other 


things that the direct writing company 
had not liquidated the amount of the 
loss, and because of its delay and laches 
in failing to move to dismiss the suit 
or force trial it could not hold. the re- 
insurer. The Department also claimed 
therefore that it was justified in not 
setting up a reserve sufficient to pay 
the Newark Fire, the direct writer. The 
Supreme Court agreed with the Depart- 
ment. 


Middleton & Cater 


One of the most interesting litigations 
between the New York Insurance De- 
partment and several of the Russian 
companies had to do.with Middleton & 
Cater, Paul E. Rasor assignee, and 
Campbell & Whipp, attorneys. 

Middleton & Cater is an English firm 
which was doing business as world-wide 
agents of the Moscow Fire and First 
Russian, getting a commission on busi- 
ness written in all parts of the world. 
Their contract had been signed in Mos- 
cow. They made claims aggregating 
$500,000, based on a 3% commission ar- 
rangement. These claims were filed for 
their work with the three companies. 
These companies were also in liquidation 
in England; and claims of the English 
liquidators were filed about the same 
time that they were filed here. It is 
understood that the claims were allowed 
in England and will be practically paid 
in full from assets held in England. 
Within the last two months the claims 
filed here and which the Department 
disallowed were dismissed by the referee. 


A Woman’s Hard Luck 


A claim of Helen Tchitcherin for $10,- 
500 turned out to be this: she is an Eng- 
lish woman who had married a Russian 
and later became his widow. Some time 
before the Russian revolution she had 
deposited her certificate of stock in, the 
Moscow Fire with the company and had 
the certificate of deposit. The stock had 
been bequeathed to her by her husband. 
The claim was filed here through the 
British consul and was disallowed. 

A year or two prior to the liquidation 
of the various Russian companies some 
claims on the Second Russian were as- 
signed to residents of New York and 
those assignees immediately started suit 
to recover money and. attached certain 
funds of the Second Russian. Those 
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attachment suits were pending at the 
time of the liquidation. They were al- 
lowed as valid claims against the sur- 
plus after the domestic creditors had 
been provided for. 


Norske Vigor Claims 


In the case of Second Russian claim- 
ants an interesting collection of claims, 
totaling more than a million, were made 
by the Norske Vigor. These were based 
on treaties made between the Second 
Russian and companies having offices in 
Europe. They were disallowed. 

In the case of the Francis C. Carr & 
Co. claims, a New York brokerage house 
which was acting as assignee for a num- 
ber of companies, these claims were lat- 
er assigned to the Secrus Securities Cor- 
poration, which was organized by Bon- 
ynge & Barker. “Secrus” is an abbrevia- 
tion of Second Russian. 


Suit Grew Out of Bank Deposit 


One of the cases which attracted most 
attention was that of the State of New 
York vs. Second Russian growing out of 
a re-insurance pool, the principal figure 
in which was H. Mutzenbecher, Jr., of 
Hamburg. H. Mutzenbecher, Jr., in con- 
trol of the pool and received as com- 
pensation a fixed commission based on 
annual net premiums upon re-insurance 
or retrocession contracts, plus a stipu- 
lated percentage of the annual net profits 
of the total business conducted by the 
pool. Among companies contributing to 
the pool was the Hamburg, which was 
owned or controlled by the Mutzenbech- 
ers. H. Mutzenbecher, Jr., also owned 
25% of the capital stock of Meinel & 
Wemple, Inc., New York, for years a 
sub-agent in the U. S. for Mutzenbecher 
which had been handling for the Mutzen- 
becher business of various American 
companies ceding to the Mutzenbecher 
“pool” at Hamburg, Germany. 

In 1913 it was decided to establish a 
U. S. branch in New York for the Sec- 
ond Russian. The Second Russian did 
not have sufficient capital, surplus and 
reserves to enable it to establish a do- 
mesticated U. S. branch. Two partners 
in the Mutzenbecher firm advanced to 
the Norddeutsche Bank of Hamburg the 
sum of $125,000, which sum was trans- 
ferred to Meinel & Wempel for the ac- 
count of the Second Russian. It was to 
be repaid to the Norddeutsche Bank by 
July 1, 1914. The Hamburg Insurance 
Co. assumed full responsibility for the 
repayment of the sum to the bank. 

The $125,000, together with other se- 
curities amounting to $515,034, were de- 
posited with the Superintendent of In- 
surance. In 1916 an additional $200,000 
was deposited with the New York super- 
intendent. In 1918 came nationalization 
of the Second Russian’s funds in Russia 
by the Soviet. 

Later action was started over here. 
The Hamburg brought action against the 
Second Russian to recover the $125,000 





100 CARS BURN 





Fire in Fair Grounds of Saginaw County, 
Michigan; Loss Reported 
About $80,000 
A stock of new automobiles, stored by 
the distributor in a building at the 
Saginaw County fair grounds, Saginaw, 
Mich., was destroyed by fire recently 
at a loss believed to be in excess of 
$80,000. Over 100 cars were burned, 
probably the largest single loss of the 
sort ever recorded in the automotive 

manufacturing state. 

The cars, new Chevrolets for the most 
part and including all models, were val- 
ued at $65,000 and the building was 
worth $15,000. The Jefferson Chevrolet 
Company owned the new cars. Two 
used trucks owned by the Garber-Buick 
Co. and two used cars owned by D. T. 
Packer, were also destroyed. 

Origin of the fire was not learned. It 
was discovered at about 7 o'clock in 
the morning by the watchman at the 
fair grounds. It had already gained 
headway and was bursting through the 
roof of the building by the time the 
fire-fighting apparatus arrived. Firemen 
found it impossible to check the flames. 
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SEATTLE MONTREAL 
WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 
PHOENIX COLUMBUS PORTLAND 
with interest. Also, members of the It is understood that the loan with 
Mutzenbecher firm brought action interest now aggregates about $260,000. 


against the Second Russian and Meinel 
& Wemple to recover money alleged to 
be due for commissions and profits. It 
is alleged in the suit that funds were 
turned over to the Alien Property Cus- 
todian. 


The loan of $125,000 was not repaid to 
the Hamburg bank by the Second Rus- 
sian within the time promised. The Ham- 
burg claims to have paid the loan to the 
bank sometime after the commencement 
of the war between U. S. and Germany. 
Because of the war none of the German 
nationals could sue in courts of this 
country. 

In August, 1922, the Hamburg com- 
menced an action in the Supreme Court 
against the Second Russian to recover 
the loan with interest. The summons and 
complaint were served on the New York 
Insurance Department, which claimed the 
service was null and void because the 
superintendent was not the agent to re- 
ceive the service in such a case. 


Sixteen years have gone by since the 
money was borrowed. 

The following is a partial list of the 
claims which have been disallowed or 
which have been unsecured by attach- 
ments: 


Russian Reinsurance Co. 


Amount 
Michael Imchanitzky, Hotel McAlpin $8,000 
BiG Be Cs 0040 ocansacemane 43,680 
London & Lanc. Ins. Co., Geo. O. 

Smith, Mgr., San Francisco...... 3,917 
Orient Ins. Co., Geo. O. Smith.. 4,294 
Paul E, Rasor, Atty-in-Fact for Di- 

ong, MO EE EPO ree 5,000 
emae WUC okies cksahwsiveews 5,000 

Moscow Fire 
: Amount 


Claimant. Disallowed 
Frederick B. Campbell of Camp- 

bell & Whipp, 54 Wall Street $30,000.00 
Michael Imchanitzky, Hotel Mc- 


FR, pcdexecsuauebeterectens 8,000.00 
Isadore Shuster, by his Attorney- 

in-Fact, Aaron Kaufman, 51 

Chambers Street ............. 16,500.00 


Middleton & Cater in liquidation, 





iil 


ye 


have to sell. 


=} 
ae 


Opportunities 


The possibilities for business are bounded 
by the extent or variety of the service you 


This reliable and progressive company has 


these advantages for its agents . . . well estab- 
lished reputation for reliability . . . all the 
newer forms of insurance protection . .. com- 
plete co-operation with agent . . . prompt ad. 
justment of all just claims . . . satisfied clients. 
With these golden opportunities it is little 
wonder that insurance agents are attracted to 


the P. F. & M. proposition. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 
HEAD OFFICE 
1600 Arch Street, Philadelphia 





Paul Edwin Rasor, Assignee, 
15 William; Campbell & Whipp 173,314.00 
Helen Tchitcherin nee Howard, 


Ersham House, Canterbury, 

EE. nS newness eu k eke 10,500.90 
Theodore Gautchkoff, care o 

Wollman Wollman, 20 

Broad Street, New York...... 6,000.00 
Daniel A. Dorsey, as Assignee.. 75,825.75 
Henry F. Lesch, as Assignee... 124,078.67 

First Russian 
Amount 
Claimant Disallowed 


G. Frank Dougherty, Assignee 
of Alexis Davidow, 30 Pine St. $24,931.00 


G. Frank Dougherty, Assignee 

of Leon Samuelson........ 3,718.00 
James A. Tillman, Assignee of 

Bund der Auslandsdentchen, 

50 Church Street ......cecece 96,000.90 
G. Frank Dougherty ........... 1,829.00 
Jacob Bermant, 459 Van Sicklen 

Avenue, Brooklyn ........... 1,530.00 
Michael Imchanitzky ........... 8,000.00 
i Ae A: ee Pee eer 15,000.00 


Middleton & Cater, in liquidation, 
Paul Edwin Rasor, Assignee... 455,807.00 





Adele Skorupeky s.cecscccesse 5,000.00 
First Russian Ins. Co. by Paul E. 
Rasor, Atty.-in-Fact, 15 William 
ONE. ides cintan dpdeadeusees 79,000.00 
Fred S. James & Co. (attachment 
claim disallowed) ........... 10,390.00 
Second Russian 
: Amount 
Claimant Disallowed 
(General Claims 
: Disallowed) 
Alien Property Custodian ...... $13,032.00 
Breed, Abbott & Morgan........ 3,381.00 
Meinel & Wemple, Inc., for. Dr. 
WEEE CRE GS a's tkeuseearseuay 2,871.00 
Albert cae jase doh Seem reas 7,684.00 
(Foreign aims on Foreign 
Contracts or for Services Un- 
secured by Attachments.) 
Francis C. Carr & Co. 
ROE COmtimeaeel oc cicsicenae 3,000.00 
Assignee of Copenhagen M 
GE. cpccevcsscedecsese 4,300.00 
For Horritz & Kattendid 5,500.00 
Assignee of Martin Larsen... 111,000.00 
Assignee of National of Copen- 
Sere 38,532.00 
Assignee of National of Copen- 
MER sc ctesasececiecceseucca 35,000.00 
i, oe ok a> err 12,000.00 
T. B. Donaldson, Assignee of the 
OS ee rae 31,511.00 
Forsikrings-Aktieselskabet Danske 
OE RE are 22,649.00 
Reeeite THE vc scviiocciascs 28,649.00 
Norske Vigor Ins. Co. ........ 380,436.00 
Norske Lloyd cdesdeaticiabs moves 53,206.00 
Russo-Asiatic Bank, London.... 13,664.00 
James A. Tillman, Assignee of 
i ee Ree re 193,000.00 
National City Bank, N. Y....... 13,779.00 
Ve AG, PRR ot oy es es 53,206.00 


Amount 

Claimant Disallowed 
Bonynge & Barker ............ $30,648.00 
eee 2,633.00 
, MS "Eee 1,011.00 
Meier Steinbrink .............. 2,500.00 
a ee” ar 5,500.00 
Graham McMahon, Buell & Knox 3,000.00 
Michael Imchanitzky ........... 12,300.00 





NEW NEWARK AGENCY 

David F. Frawling, Harry U. Upper- 
clip and Alfred Henrys, formerly en- 
gaged in the real estate business in 
Newark and vicinity, have formed a co- 
partnership and will do business under 
the firm name of the Frawling Insur- 
ance Agency of Newark. They propose 
to open branch offices in Jersey City, 
Hoboken and the Oranges. 





Bremen Values 
(Continued from Page 1) 
point of insurance dollars and cents he 
declared that he would not be surprise 
if the total insurance of all kinds on the 
first western voyage amounted to $100, 


“You must remember that there is al- 
most every conceivable kind of insur- 
ance carried,” he said. “The insurance 
on the ship itself easily reached $12,- 
000,000. The life insurance represented 
was unusually heavy. The amoint © 
jewelry insurance and tourist baggage 
coverage was tremendous. I was cating 
in the smaller a la carte dining room 
where I had the opportunity to sec some 
of the jewels worn and the ‘splay 
would have made even Fifth evenue 
jewelers open their eyes.” ; 

One of the passengers on the ™ aiden 
voyage of the “Bremen” was Herbert S. 
Brussel, counsel for The Eastern Under- 
writer. : 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL BASSETT, President JOHN KAY, Vice-President and freasurer 
. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$56,065,676.33  .$19,562,549.89 $13,500,000.00  $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, bier ne zs . See, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pree’t 


THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.06  $ 2,834,467.72  $ 1,000,000.00  $ 2,202,138.34  $ 3,202,138.34 





NEAL BASSETT, President JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER, Vice-Pres’t WELLS + ea eel t ARCHIBALD KEMP, 2d Vice-Pres’t 
MECHANICS - INSURAN CE CO. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44 $ 600,000.00  $ 1,510,943.96  $ 2,110,943.96 





NEAL gy ag President JOHN KAY, Vice-Pres’t and Treasurer 
. HASSINGER, Vice-Pres’t WELLS * oneentt. —_ e-Pres’t ARCHIBALD KEMP, 2d Vie ce-Pres’ t 


= NATION re FRAN ANKLIN FIRE INS. CO. 
$ 5,021,040.53 $ 2,502,743.59 $ *1,000,000.00 $ 1,518,296.84 $ 2,518,296.84 





A. H. TRIMBLE, President NEAL BASSETT, Vice-Pre 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ier a eee Te panes, V.-Pres’t ARCHIBALD KEMP, 2d V. -Pree’t 


SUPERIOR FIRE. E INSURAN CE CO. 
$ 4,837,239.59  $ 2,492,228.84 $ 1,000,000.00 $ 1,345,010.75 $ 2,345,010.75 





W. E. WOLLAEGER, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ae aaae T. SACaerr, V.-Pres’t. ARCHIBALD KEMP, 2d V.-Pres’t 


CONCORDIA F FIRE | E INSURAN CE CO. 
$ 5,359,804.52 $ 2,486,092.08 “$1 1,000,060.00 $ 1,873,712.44  $ 2,873,712.44 





CHARLES L. JACKMAN, President NEAL BASSETT, yt = t 
JOHN KAY, V.-Pres *% AL HL HASSINGER, V. oe ro” meade V.-Pres’t ARCHIBALD KEMP, 2d V.-P 
CAPITAL FIRE IN INSURAN CE CO. 


ONCORD, N. H. 


$ 666,598.88 $ 196.08 =: "300, 000.00 $ 366,402.80  $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President s. BURTON, Vice-Pres’t 


E. J. DONEGAN, 1st V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON. Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN oP ASUALTY INSURANCE CO. 


NEW YORK, N. 
$15,452,308.70 $10,173.698.43 $ 1,500,000. 00 $ 3,778,610.27 $ 5,278,610.27 
EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street - 
Chicago, Illinois Toronto, Canada San Francisco, 
0 ee MASSIE & RENWICK, Limited, W. W. & E. G, POTTER, Manager 
H. R. M. SMITH Managers 


’t Manager 
JAMES SMITH FRED. W. SULLIVAN JOHN R. COONEY 
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Laboratory Tests Of 
Wooden Tables Made 


EXPERIMENTS AT WASHINGTON 





Hazards Dependent Upon Design and 
Conditions of Use; Lot Depends 
Upon Floors 





Fire hazard tests on a wooden labora- 
tory table were recently made by the 
United States Bureau of Standards at 
the request of the Board of Education 
and the Fire Department of the District 
of Columbia. 

In selecting laboratory equipment for 
the new McKinley Technical High 
School, the question of the fire hazard 
of wooden tables was brought up by 
the fire department and a complete ta- 
ble which had been in use for several 
years in one of the schools was submit- 
ted to the Bureau of Standards for test. 
A Bunsen burner was overturned on the 
top of the table and the 
allowed to spread or burn themselves 
out without interference. Five separate 
tests were made under conditions as 
nearly representative as possible of those 
that might occur in actual use. Flame 
penetration tests were made on several 
small specimens of yellow pine and maple 
to determine the relative rate of burning 
of the two woods. 

“The fire hazard of wooden laboratory 
tables is dependent upon the design and 
the conditions of use,” says the bureau 
in a report of the tests. “The least haz- 
ardous type of table would be one with- 
out reagent rack or drawers. In the 
tests made representative of this type 
flames from the burner charred a hole 
in the top, but did not spread to any 
appreciable extent beyond the edges of 
the burner flames. When books and pa- 
pers were placed on the top and the 
flames allowed to impinge against them, 
the spread of the fire was greater, and 
a considerable portion of the corner of 
the table was burned. Several embers 
of a size sufficient to ignite a combustible 
floor dropped from the table. 

“The most hazardous type of table 
would be one with a reagent rack and 
a stock of drawers underneath. While 
tests representative of the one with a 
reagent rack were not made, one was 
made in which the burner flame was di- 
rected downward on the table top direct- 
ly above a stack of drawers. After the 
flames had burned through the top, the 
light woods of the drawers ignited and 
the flames continued to spread until the 
entire table was completely consumed. 

“The flame penetration tests indicated 
that pine table tops did not constitute 
a greater fire hazard than maple table 
tops. 

“The tests showed that wooden labo- 
ratory tables without drawers beneath 
or reagent racks, books or other com- 
bustible materials on top, do not present 
a serious fire hazard, particularly where 
placed on incombustible floors.” 


flames were 





BLANKET GARAGE FIRE POLICY 
A blanket fire insurance policy cover- 
ing cars in public garages, sales rooms, 
auction rooms, and workshops has been 
brought out in England. Previously cars 
of customers had been stored under an 
agreement, “Cars Stored at Owner’s 
Risk,” which was not legally secure. The 
policy indemnifies the trader against his 
legal liability and law costs arising from 
fire and explosion damage to customers’ 
motor vehicles and accessories caused on 
or about his premises through his own 
or employes’ negligence or by defects in 
his works, machinery or plant. In cal- 
culating the premium a value equal to 
that of the total number of motor ve- 
hicles that can be housed on the prem- 
ises at any one time is assumed, and 
upon this sum insured a third of the nor- 
mal premium for fire and explosion is 
charged, with a minimum of £1. 


MUTUAL COMPETITION KEEN 





But Stock Companies Get Most of Busi- 
ness; Virginia Field Club Finds 
At Meeting 

The question of competition with mu- 
tuals in sprinklered risk business was the 
principal subject of discussion at the 
quarterly meeting of the Virginia Field 
Club in Richmond. It was brought out 
that the stock companies are taking care 
of themselves quite well in the bidding 
for this class of business, getting the 
bulge on the mutuals as a result of su- 
perior facilities. 

Plans for the launching of an institu- 
tional newspaper advertising campaign 
in the interests of stock insurance were 
outlined by Warren Ellis, of the na- 
tional board as well as by the represen- 
tatives of an advertising agency which 
expects to have a hand in the Virginia 
end of the campaign. 

The next quarterly meeting of the club 
will be held in October. 


CAPITAL CHANGES UPSET 





Many Hartford Companies in Peculiar 
Position After Court Decision 
Invalidates Bills 

The theoretical financial status of 
many of the Hartford companies is tem- 
porarily upset for the present, due to 
the fact that a Connecticut Supreme 
Court decision has ruled that all bills 
signed by the Governor more than three 
days after the legislature adjourned were 
invalid. 

About 1,400 present laws and agrce- 
ments were affected by this ruling, and 
many of the capital changes of Hartford 
insurance companies in the past few 
years were among them, as the legisla- 
ture passes on all such changes in the 
company financial structure. 

These bills will undoubtedly be passed 
again and signed correctly. 





The next annual meeting of the Un- 
derwriters’ Association of Hudson Coun- 
ty, Jersey City, of which Harvey B. Nel- 
son is president, will be held on Wednes- 
day, September 11. 








photograph.) 


as the Carolina. 


INSURANCE 





WILMINGTON 
NORTH CAROLINA 


Sacramento, Cal. 


ACRAMENTO’S largest fire occurred in 1852, 
with a property loss of $5,000,000. The modern 
city of Sacramento, built up since the fire, is 

one of great beauty with many modern fire- 
resistive buildings and attractive State buildings, 
for it is the capitol of the State of California. (The 
Capitol Building appears in the foreground of the 


Sacramento is also a busy industrial center with 
fruit canneries, rice mills, flour mills, and plants 
turning out bricks, pottery, and lumber products. 
Behind the halls of government and temples of | 
trade stands a high type of fire insurance protection 
provided by stock fire insurance companies such 


The CAROLINA 


Wilfred Kurth, Pres. 


COMPANY 





NEW YORK OFFICE 
$9 MAIDEN LANE: 








One Company Agrees T» 

Accept Rate Reducticn 
TURN IN MISSOURI SITUATION 
First National Tells Superintend:nt 


Thompson That It Will Make Re. 
fund of Excess Premiums 








The first break in the ranks of ‘he 
stock fire insurance companies in ‘he 
fight against the 10% rate reduction af- 
fecting fire, tornado, hail and lightning 
insurance which was ordered by Fortier 
Superintendent of Insurance Hyde in ‘ )c- 
tober, 1922, was announced by Supe in- 
tendent Thompson at Jefferson City, 
Mo., July 26. He stated that the F'rst 
National Insurance Co. of America, 
which began operations in Missouri on 
May 1, 1929, has agreed to accept the 
rate reduction order as of July 1 ‘ast, 
and to make refunds of excess premitims 
collected in any way the superintendent 
of insurance may direct. 

The Hyde order was originally sclied- 
uled to take effect on November 135, 
1922, but was resisted by the insurance 
companies, and the litigation is still 


pending in the Federal courts. The Mis- 
souri Supreme Court has sustained the 
original order, but the most recent rul- 
ing by a Federal tribunal was adverse 
to the Hyde formula of ascertaining 
rates on two important points. The spe- 
cial Federal court also held that the ef- 
fective date of the Hyde. order is Febru- 
ary 1, 1928, except for those companies 
which entered into a stipulation with 
the insurance department in which they 
agreed not to attack the constitutionality 
of the Missouri rating statute and to 
abide by the final decision of the courts. 

The 114 companies that entered into 
this stipulation must make refunds of 
excess premiums since November, 1922, 
before they can seek equitable relief in 
the Federal courts unless the United 
States Circuit Court of Appeals or the 
Supreme Court reverses the special I ed- 
eral tribunal on this point. As to all 
other companies doing business in Mis- 
souri the effective date of the order is 
February 1, 1928, according to the spe- 
cial court. 

Following that court ruling counsel for 
the insurance companies approached 
Governor Henry S. Caulfield and Insur- 
ance Department officials with an offer 
to compromise the litigation. 

Whether Governor Caulfield will ac- 
cept the compromise proposal made by 
the insurance companies depends alinost 
entirely on how far the companies are 
willing to go in recognizing the rights 
of the state to fix the rates to be 
charged by the companies and to regu- 
late their operations in the state. ‘he 
amount of money involved is secondary 
to the state’s jurisdiction in insurance 
matters Governor Caulfield feels. 


NEED NOT FILE RATES | 

Stock as well as mutual compzunies 
writing lumber mills, flour mills and 
grain elevators in connection with an 
inspection service are not require to 
become members of the Virginia insur- 
ance rating bureau and file their rates, 
rules and classifications through it but 
must file them direct with the <iate 
corporation commission, accordiny to 
the commission’s interpretation of the 
new rating law embodied in an op von 
handed down this week. It was riled 
that the Mutual Assurance Socie:. of 
Virginia, commonly known as the Old 
Mutual,” cannot be classed as a cal 
mutual and therefore must file wit! the 
bureau and become a member of it. ‘fa- 
rine except shore marine is exem te 
under the law, the commission he! '. as 
are transportation risks other than mre 
and theft. Stocks, mutuals, recipr: cals 
and inter-insurers writing the usua' fire 
lines including automobile fire and ‘eft 
must join the bureau and file tes 
through it. 
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ANNANASARARSANT 





“Tested Methods’ No. 9 





(P. & A. Phoio® 


“All the Insurance He Wanted!” 


Lou Freeman, haberdasher, had ‘‘all the insurance 
he wanted.”’ That’s what he told Ted Wells, insur- 
ance agent, who had just finished explaining the 
many kinds of insurance a retailer needed. 


Going out of the shop, Wells noticed a sporty 
striped tie in the window. Back he went and bought 
it. The clerk, who knew his salesmanship as well 
as his style blends in shirts, trotted out some sum- 
mer shirts for Wells to “look at.’’ Three shirts and 
$11.50 changed hands. 


That sort of salesmanship made Wells think. -If 


a clerk could sell three shirts from a necktie, why 
couldn’t he sell a big policy from a little one. 


Back he went. This time he concentrated on one 
line—Rental Value Insurance. True enough, Free- 
man owned the building he was in. But he still 
needed indemnity to cover his rent elsewhere should 
a fire force him out of his own store. Wells sold 
the policy. Six months later he wrote fire, public 
liability and robbery policies for Freeman. 


Now Wells faithfully, and profitably, follows this 
merchandising lesson—he uses a side line policy as 
a stepping stone to the bigger lines. 


MORAL: It’s a whole lot easier to sell one 
policy than it is to display a half dozen. 





“The Glens Falls Fleet’ 








Heu- 


INSURANCE COMPANY 











INSURANCE COMPANY 
Glens Falls, New York, 


ta 


INDEMNITY COMPANY 








Glens Falls, NewYork, 





CHICAGO BRANCH OFFICE 
175 West Jackson Boulevard 









NEW :YORK BRANCH OFFICE 
84 William Street 


Glens Falls, NewYork, 





SAN FRANCISCO BRANCH OFFICE 
354 Pine Street 
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Newark Fire Losses 
Show Slight Increase 


FIRST SIX MONTHS OF 1929 





$30,000 More Than in 1928-1927; Over 
$700,000 Less Same Period 
In 1926 





Estimated figures released this week 
by the Underwriters’ Protective Asso- 
ciation of Newark of fire losses for the 
first half of 1929 shows that there was 
an increase of approximately $30,000 over 
that of 1928 and 1927 and nearly $700,- 
000 decrease for the same period of 1926. 

While there has been an increase over 
that of 1928, fire insurance officials feel 
that losses are gradually being reduced 
due to the fact that the public is be- 
ing gradually educated to fire waste. This 
fact is shown in the comparison of fig- 
ures for that of 1929 and those of 1926 
when the six month losses _ totaled 
$1,341,051. 

The losses for the first half of 1929, 
1928, 1927 and 1926 are shown in the fol- 
lowing tables: 


1929 
SON sh isas onek un ssueeesae $171,101 
ME eee ee ee ET eT ree 125,883 
es eer, aren 99,343 
OE Giwckans ocactasecueeeense 102,298 
PE -<cucuucvustunuckesseebccae 101,756 
DMS T ak aeeachises shaken cee 67,997 
RMUM- Geek etches caoeabesoke $668,378 
ae 1928 
SORUBID co cones dose sas sacnaehne $100,017 
PODIGNG Foca scasasecessasee ee 115,485 
MORPON. g.cnchsnu chesceeveasacan’ 42,912 
AN ss anGsecabsobabwatasccess 168,448 
DES Ln oa skbeburcesiespoernses es 66,236 
eS er eee eee 144,465 
DAE Cee ant aes maeesusasis $637,563 
1927 
SR ie et ances cones yao aeons $106,207 
Ae Pen ae, meray 123,045 
ME, ic due seleesndouab enous 116,670 
i So Siacmeccse se coe eos 181,679 
PE oa cdccks ts accenssaviesenees 43,417 
PORE. Wckssrcsinss tcesevecenesas 58,225 
PE nc kub Moshe eek eee ens $639,243 
1926 
POED on osle woe tee bbecn ese $306,157 
POOEMEIE) oiicas ec cccawsncadesas 206,533 
DENSE: Ginkoossnetoeseeensner ec 339,844 
SN, Gn caiegseusconsenceheasars 216,945 
MAS ccawhuretasarch casero teenos 153,918 
FS Svkin ba ae ens Sores Leen 117,654 
WOME sate tues cease tees $1,341,051 





PLANES START FARM FIRE 





Twenty Acres of Grain Destroyed After 
Eight Aeroplanes Pass Overhead; 
Special Agent’s Report 
Special Agent J. J. Hammond of the 
Fireman’s Fund, who has traveled the 
Sacramento Valley, California field, for 
the Fireman’s Fund for more than twen- 
ty years, writes that company that a 
fire on the George Ash ranch, near Ar- 
buckle, which destroyed twenty acres 
of standing grain, occurred shortly after 
a group of eight airplanes passed over 
the field. It is believed that burning car- 
bon dropped from the exhaust of one of 
the planes, or a discarded cigarette, 

started the fire. 

The fire originated in the center of a 
large field a quarter of a mile from a 
private road leading to the Ash ranch 
house, and at least half a mile off the 
Pacific Highway. Under the circum- 
stances the airplane theory of the ori- 
gin of the fire appears to local residents 
to be the most reasonable. 

Much of the grain destroyed by this 
fire was insured in the Fireman’s Fund. 





WINS BEST AD CONTEST 
The  Best-Ad-of-the-Month contest 
being run by the Advertising Depart- 
ment of the Hartford Fire Insurance Co. 
was won last month by the Huffman In- 
surance Agency at Abington, III. 











Franklin W. Fort 








| Fire Reinsurance ‘Treaties 
| 


7 Baltica Insurance Co., Ltd. 
| Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 











PRAGUE COMPANY GOES AHEAD 





Slavia Mutual Insurance Bank Shows 
Increase of Premiums and De- 
crease in Losses 
The annual report of the Slavia Mu- 
tual Insurance Bank of Prague, Checko- 
slovakia, which is the largest insurance 
company in that country, has been re- 
ceived in America. The total funds in 
reserve at the end of 1928 were $16,000,- 
000. The general manager of the com- 

pany is Dr. Vaclav Peca. 

The premiums in the fire department 
last year were considerably in excess of 
those in 1927. Losses were smaller. 





J. G. WICKSER ESTATE 

John G. Wickser, chairman of the 
board of the Buffalo Insurance Co., had 
property worth more than $675,000 when 
he died recently. This is shown by the 
payment of the state transfer tax on his 
estate of which an appraisal has just 
been made at Buffalo. 





ADMITTED TO VIRGINIA 
The Globe of America, with home of- 
fice at Pittsburgh, has been admitted to 
Virginia to write fire and kindred lines. 
This is one of the Corroon & Reynolds 
group. 

































































































































































What’s around 
the bend in 
the road? 


In any event, 
considerable. 


of every needed kind. 

















no one can tell. 
powered car going at breakneck speed. 
Sometime’s it’s a gigantic truck, difficult to pass. 
the chances of accident are 


Wee oo around the next bend in the road, 


With all the dangers which beset an automobile, 
it seems strange that so many automobile owners 
are without insurance. But this situation presents 
great opportunities for you, the local agent, to sell 
more automobile insurance. 


The season is right for Harmonia agents to 
play the role of insurance doctor, making sure that 
every customer has adequate automobile insurance 


HARMONIA 


Fire Insurance Company 
Wilfred Kurth, Pres. 


NEW YORK OFFICE 
39 MAIDEN LANE 





With all the dangers 
which beset an auto- 
mobile it seems strange 
that so many are with- 
out insurance. 








Sometimes it’s a high- 
















Talk of Splitting 
Agencies In Jersey 


—— 


MAY USE TWO SETS OF NAMES 





Special Agents Traveling About State 
Seeking to Learn Where Their 
Companies Stand 





The “separation” rule among the New 
Jersey fire insurance agencies which be- 
comes effective September 30 continues 
to be the principal topic of consideration 
there. 

Some of the offices with mixed agen- 
cies plan to separate their non-confer- 
ence companies from the conference 
companies by incorporating under sep- 
arate names and in some instances plan 
to appoint a clerk in the agency as agent. 

Special agents of the conference com- 
panies have been traveling through the 
state to ascertain the agents’ attitude to- 
ward the separation idea and in many in- 
stances the specials have been told by 
the agents that they could take their 
supplies out of the office immediately, 
which they have refused to do. In other 
cases, they have been promised co-op- 
eration. It has been rumored that the 
non-conference companies plan to form 
an organization of their own but officials 
of these companies refuse to discuss the 
matter. : 

There are several agencies in Newark 
who are planning to represent only one 
class of companies while there are others 
who have not decided on any action, pre- 
ferring to wait the outcome of the 
O’Gorman &, Young commission case 
case which is now before the United 
States Supreme Court. 

In the event of the court reversing the 
decision of the lower court in New Jer- 
sey it may put an entirely new aspect 
on the commission question; in fact some 
agents feel that it may eliminate the en- 
tire Ramsay Act. 





FORM BANCOKENTUCKY CO. 


The National Bank of Kentucky and 
Louisville Trust Co. jointly owned and 
operated interests, which also own the 
Louisville National Fire & Marine In- 
surance Co. and also an agency, has an- 
nounced organization of the Banco- 
Kentucky Co., to be capitalized at $50,- 
000,000, under a Delaware charter, and 
act as a holding company interwoven 
with the two banks, and in position to 
do a large financial business, separate 
and distinct from that of the two banks. 
The two banks and new company will 
have assets of $135,000,000; and re- 
sources, including trust estates, of $170,- 
000,000, and be big enough to give local 
business concerns a complete financial 
service. 





A. B. MOE APPOINTMENT 


Arne B. Moe has been appointed ma- 
rine special agent at Detroit for the 
Aetna Insurance Co. and the World 
Fire & Marine Insurance Co. at Detroit. 
He will devote his entire time to the 
handling of marine lines. Starting in 
1920 with Appleton & Cox, Mr. Moe 
gained considerable experience in ia- 
rine lines, particularly yacht underwrit- 
ing. He has had experience with occan 
marine and all inland marine covereses, 
including loss adjustment work. Follow- 
ing a number of years with one of the 
large Detroit agencies writing marine in- 
surance, Mr. Moe has spent the past 
two years in business for himself «s 4 
marine agent. He will travel Mich zan 
and_ probably northern Ohio. 





NAMED B. AND L. EXAMINE 


Harry Hodge, insurance examiner for 
the New Jersey department of Ban!ing 
and Insurance, has been appointed ex*m- 
iner of building and loan associat ons 
under the supervision of Deputy Com- 
missioner James H. McNish. Mr. Hodge 
will assume his new duties on August 1. 
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Wide World Photos 


EW YORK 











CHICAGO 


SAN FRANCISCO - 


From Start 
to Finish 


; pictures show the coming and go- 


ing of a tornado in Hardtner, Kansas. 


What they do not show is the desolation 
-- the damaged and destroyed buildings - - 
that this unwelcome visitor left in its 


trail. 


Again many were caught unawares for the 
wind did not announce its coming and 
destroyed property regardless of the financial 


or sentimental value. 


By showing this to your clients and pros- 
pects you will again remind them of the 
necessity for Windstorm and Tornado Insur- 


ance. 


“AMERICA FORE" 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM. Cuainman oF tre Boano. 
PAUL L.HAID, Presioenr. 


CASH CAPITAL—ONE MILLION DOLLARS 


DALLAS 
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Fireman’s Fund Tips 
About Applications 


CIRCULAR 


SENT TO AGENTS 





Urges Care in Filling Space About As- 
sured’s Name, Address, Occupation 


and Other Facts 





There is being mailed to automobile 
agents of the Fireman’s Fund, Home 
Fire & Marine and Occidental Insur- 
ance companies in all parts of the coun- 
try, a circular stressing the importance 
of the application, which it is said. “is 
the basis of the contract and should be 
completed with the utmost care.” The 
circular, the second of a series to the 
agents, is reproduced in full: 

“In the early days of automobile in- 
surance, the application blank was ex- 
actly what its name implies, viz., an 
application for insurance. Anyone re- 
questing insurance was required to com- 
plete the form which was then submit- 
ted to the underwriter, who decided upon 
the acceptability of the risk, and if ac- 
cepted, under what conditions and at 
what rate,” says the company. 

Name of Assured 

Obviously the name of the assured 
should be correctly stated and, for legal 
reasons, it is best to give the name in 
full, avoiding the use of initials or abbre- 
viations; for example John H. Brown 
(not J. H. Brown); if a married woman 
be sure to state occupation of husband 
and show her name as Mrs. Mary L. 
Brown (not Mrs. J. H. Brown); if un- 
married Miss Edith Brown. 

There seems to be a lack of uniformity 
in designating the assured in the case 
of cars being sold on the time payment 
plan. In states where title at once pass- 
es to the vendee (purchaser) it is cus- 
tomary to show. the person buying the 
car as the assured, and take care of 
the interest of the vendor (dealer, bank 
or finance company) under the loss pay- 
able clause. In other states policies are 
sometimes issued in the name of the 
vendor but usually in the names of both 
the vendor and vendee. 

There are arguments for and against 
each method, but space will not permit 
entering into a discussion of them here 
except to say that by showing both the 
vendor and vendee as joint assured, each 
shares in the responsibilities and is sub- 
iect to the obligations and conditions 
imposed by the policy while the com- 
pany, in the event of loss, is relieved 
of the necessity of determining the rights 
of the respective parties at interest. 

Address of the Assured 

It is essential that the correct address 
of the assured or purchaser be given 
in the application. Otherwise the com- 
pany, in the event of loss, may be handi- 
capped in giving that prompt and effi- 
cient service to which the assured is en- 
titled and has a right to expect. Fur- 
thermore, if it becomes necessary to can- 
cel a policy for non-payment of premium 
or for other cause, it is important that 
the notice be delivered to the assured 
personally, consequently, carelessness’ on 
this point may defeat the obiect sought. 
Occupation or Business of the Assured 

This question is asked for the pur- 
pose of determining the proper rate as 
well as the desirabilitv of the risk and, 
therefore. should not be answered with 
such indefinite and uncertain words as 
mechanic, salesman or merchant. A prop- 
er descriptive classification such as: car- 
penter, plumber, machinist, antomobile 
salesman, real estate salesman, dry goods 
merchant, hardware merchant or coal 
merchant convevs a definite meaning, 
whereas mechanic, salesman or merchant 
does not. 

Date of Commencement and Expiration 

Little need be said under this head- 
ing except possibly to warn against the 
backdating of policies and also changing 
the effective or termination date by en- 
dorsement, a practice which, if attempt- 
ed, will sooner or later cause embarrass- 
ment. 

Unpaid Balance 
The unpaid balance and method of 


liquidation are essential for two reasons: 
first, as a means of determining the pre- 
mium, if certain kinds of dealers’ cov- 
erages are required; and second, as an 
index to the desirability of the risk. 


Use 


_ The use to which an automobile is put 
is one of the important elements gov- 
erning the rate, and also its attractive- 
nesS aS an insurance risk. Great care 
should be exercised in this connection. 
Rent and Livery Purposes 

Risks involving the passenger carrying 
hazard on the whole are undesirable and 
consequently are usually declined. Such 
risks should never be bound without first 
submitting to the company full particu- 
lars, including past experience, and au- 
thorization of the company obtained. 
Place Where Car Is Garaged and Used 

This information affects the rate and 
should be correctly shown in the appli- 
cation. 

Cancellation or Refusal By Previous 

Carrier 


Insurance companies do not, as a rule, 
cancel or refuse to renew risks without 
some very good reason; therefore, busi- 
ness which has been refused or cancelled 
by a previous carrying company should 
not be accepted or bound without specific 
authority from the company. 

The reason for this question is self- 
evident. If an applicant has been in- 
volved in previous losses, an investiga- 
tion may be necessary before the desir- 
ability of the line can be established. 
Description of the Automobile and Facts 

Concerning Its Purchase 

The information required under this 
heading is for the obvious purpose of 
identification and rating and the impor- 
tance of accuracy in this connection can- 
not be too highly emphasized. This is 
especially true as respects the trade 
name, year model, type of body, serial 
and motor numbers, cost to the assured 
and whether encumbered or not, together 
with all details concerning such an en- 
cumbrance. 

Possibly in no other way can an agent 
render a greater service to himself and 
to his company than by the exercise 
of care in the completion of applications, 
for the additional time thus spent will 
pay for itself with satisfied clients and 
an increased business which will follow 
as the direct result thereof. 


— 








Great American 
IusuranceCompany * 





Your t Ei iS Your 
Company INCORPORATED -1872 Compane 
STATEMENT JANUARY 1.1929 é 


$15,000,000.00 


LIABILITIES 


24,465,534.40 


27.7 29,318.71 
67.194,853.1 1 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,318.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, Ill. 
G. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 
NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 


SAN FRANCISCO—George L. West, Manager, 233 


Street 





CHIGAGO—Wwm. H. McGee & CGo., Gen’! Agts., Insurance Exchange Bldg, 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 














8,000 COPIES OF BOOK 
Manes Insurance Lexicon, the third 
edition of which will be published 
around Christmas by E. S. Mittler & 


Son of Berlin, has been considerably en- 
larged for the third edition. There have 
now been printed 8,000 copies. 





WILLIAM BROCK DIES 
William Brock of Lexington, Ky., sixty 
years old, an insurance adjuster and one 
of the organizers of the Henry Clay 


Fire, died recently in Lexington fol- 
lowing an operation for a ruptured ap- 
pendix. 








WESTERN DEPARTMENT 
175 West Jackson Blvd. 


Chicago 





149 William Street 


Underwriting Service Throughout The United States 
PACIFIC COAST DEPARTMENT 


URBAINE FIRE 
INSURANCE CO. 


OF PARIS 


An old French company of high standing and financial responsi- 
bility. It is entered in practically all the States of the Union. The 
United States branch was established in 1913. 


FRED S. JAMES & CO. 


United States Managers 


New York, N. Y. 


108 Sansome Street 
San Francisco 
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ae Be Ik Pee eae 
| Expensive Wa eS 8-9 
" Company Organizations ay 


é Welcoming the Burglars : ; 


~n g7.000 Lesson = 7 gite ce 
oo ANew Bema? uote 


Rt CONNECTICUT | 


Eacn month the A2tna Fire Group publishes “The Messenger.” In this magazine 
the agent finds no preaching or inspirational pep articles. Banalities are care- 
fully avoided. Lines are discussed by men who know. Selling plans which have 
proved successful are relayed to the field force. In short, the sole aim of the 
Messenger is to help the man in the field put more business on his books. 


May we send you a sample copy? 


AETNA INSURANCE COMPANY 
THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY 


HARTFORD, CONNECTICUT 
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Find New Confidence 
In Florida’s Business 


MUCH NEW CAPITAL COMING IN 








More Money From Fruit Crop This 
Year Is Now Assured; Bank 
Situation Stabilizing 





The situation in Florida is said to have 
greatly improved within the past thirty 
days and the outlook is now such that 
reports from the state show new con- 
fidence in the general business situation 
after the unfavorable conditions grow- 
ing out of the series of bank failures. 
First in importance, perhaps, is the de- 
cision of the United States government 
that Florida fruits will be shipped the 
coming season, and second, is the arrival 
in the state of several millions of dol- 
lars in new capital for manufacturing 
and banking. P en ; 

The effect of the fruit shipping situa- 
tion is to make it very certain that more 
money will be had from this year’s crop 
than last, even though it is 40% short 
of what it was in 1928-29. The large 
shipments in bulk by truck last season 
kept the price way below what it cost to 
send out in regular packing house boxes. 
This will not happen this season. Fruit 
will be gathered ripe, be packed in au- 


thorized boxes and inspected and sealed © 


by the government, the result being that 
only high grade products will go to the 
trade. It will not be shipped open, or 
in bulk, cr allowed to be sold from un- 
sanitary wagons, carts and trucks or 
other vehicles or stands. 

The new banking blood includes a na- 
tional bank at Lakeland by the Du Pont 
interests, now dominant in the Florida 
National Bank and many industrial or- 
ganizations in the state. They have 
bought the First National Bank building 
in Lakeland for $72,000 and will have a 
new bank open by the fifteenth of Aug- 
ust. A new and strong bank has been 
set up by the Potter Palmer organiza- 
tions of Chicago at Sarasota, and the 
same thing is true of other forces in 
half a dozen other towns of the state, 
the investments of this kind running to 
many millions of dollars. It is estimated 
that the Du Pont holdings in Jackson- 
ville alone approximate ten millions of 
dollars. 

At Sarasota the Potter Palmer Farms 
will be spending easily a million dollars 
this fall for canning factories and im- 
proving farming plans. This is an en- 
terprise of nine thousand acres ade- 
quately financed for development by the 
late Mrs. Palmer. Up to now the Flor- 
ida strawberries have had to get to mar- 
ket in slow moving freight cars that 
take five days to New York. The In- 
terstate Commerce Commission has or- 
dered that beginning December 1, re- 
frigerator express cars must be fur- 
nished that will put the product into the 
east in three days. Incident to this is 
the prospect that the Lee R. Miller Auc- 
tion Co. of Hammond, La., will be in 
Florida the coming season adding heav- 
ily to the buying facilities which have 
been rather poor up to this time. 

It has been inevitable that only the 
strongest of the banks could keep open 
after so many of the so-called strong 
ones failed. While all have had a lot of 


very bad paper, naturally, the most po-. 
tent cause of failure has been a general - 


breaking down of faith in the banking 
systems and the gradual withdrawal of 
funds to safety deposit boxes, post of- 


fice banks and old socks. There is 
hardly a bank in south Florida that has 
not seen its deposits gradually run out 
for the past year, and this, with rather 
slow business, has made it almost im- 
possible to keep the banking business on 
a firm basis. If the state had been in 
normal activity there would have been 
very few failures and many of the insti- 


‘tutions that are out now would have 


been in good shape. The thing that it 
takes to create confidence is the advent 
of new capital in great quantities, and 
this is coming in. 





FOUR DIFFERENT LOSSES 





What Happened in Florida Town When 
a Heifer Ran Across Road in 
Front of a Car 


A number of unusual coverages fea- 
tured an accident to an automobile in 
Florida. The Aetna Life’s publication, 
“The Aetna-Izer,” describes the incident 
as follows: 

Accompanied by two friends a man 
was driving rapidly over a little traveled 
highway. A yearling heifer suddenly am- 
bled across the road and before the car 
could be stopped, was run down and 
killed. The impact of the accident was 
sufficient to take the car out of the 
driver’s control and swerve it from the 
road into an adjacent field where it 
overturned. Here, the injured and shak- 
en occupants were just able to crawl out 
before the leaking gasoline ignited. Ina 
very few minutes the car was only a 
pile of charred junk. 

Fortunately for the owner, although 
four separate types of loss were involved. 
the car was fully insured. The killed 
heifer was of prize stock and the indig- 
nant owner demaned heavy compensa- 
tion which was paid under the Property 
Damage portion of the policy. Between 
the violent overturning and the fire that 
followed, the car was a total loss. Since, 
however, both the fire and collision cov- 
erages were included in the one contract 
there was no conflict of interests in set- 
tling the loss. There were, in addition, 
two personal injury claims resulting 
from injuries to the occupants of the 
car, which the insurance also covered. 

Luckily not every accident results in 
Property Damage, Collision, Liability 
and Fire claims, but this particular case 
illustrates the possibility of such an oc- 
currence and demonstrates the motor- 
ists’ need for complete insurance protec- 
tion. 





GREGORY & APPEL, INDIANAPOLIS 


Gregory & Appel, Inc., one of the 
largest and oldest general insurance 
agent firms in Indiana, will occupy part 
of the ground floor, basement and part 
of the second floor of the Penway Build- 
ing after November 1. A ten-year lease 
has been obtained on the site. The firm 
was established in 1884 and has been in 
the Fletcher Trust Building for the last 
fifteen years. The business was started 
by the late John J. Appel. At that time 
there were only nine emploves. Today 
the organizations includes 47 employes. 
The firm has approximately $1,250,000 of 
combined assets. The new location was 
sought because of the need for more 
space. The offices will be provided with 
modern furniture and equipment. 





WRITING INSURANCE ARTICLES 

S. Nicoll Schwartz, a New York insur- 
ance broker, is writing a series of ar- 
ticles on insurance for the New York 
“American.” 





agents. 











| NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 
Incorporated 1811 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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Represented 
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115 Broad Street 








REINSURA 


FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 


America 


THE FIRE REASSURANCE COMPANY 
of New York 


RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 





NCE 


Hartford, Conn. 

















SCHOOL INSURANCE RULING 





Colorado Attorney General Says School 
Dist. Cannot Insure Property in Mu- 
tual Without Definite Resolutions 
The Attorney General of Colorado has 
rendered a complete opinion on the sub- 
ject of mutual insurance for schools and 
in commenting upon it the Rocky Moun- 
tain Fire Underwriters’ Associations 
summarized the conclusions reached by 

the Attorney General as follows: 

“1. That our constitution forbids a 
school district lending its credit to an 
insurance company in any amount, and 
that by accepting a fire insurance policy 
in a mutual insurance company provid- 
ing for a contingent liability for any 
amount whatever, it lends its credit to 
the company. 

“2. That the words “limited” or “un- 
limited” cannot be read into the consti- 
tutional provision controlling herein. 

“3. That a school district may not in- 
sure its property in a mutual fire insur- 
ance company unless the policy provides 
for a definite cash premium and is ex- 
pressly made non-assessable.” 


TRAVELERS STOCK INCREASE 


Will Be Boosted from $17,500,000 to 
$20,000,000; May Some Day 
Be $50,000,000 

Stockholders of the Travelers at 4 
meeting in Hartford Monday approved 
the increase in the company’s capital 
stock from $17,500,000 to $20,000,000. The 
stockholders approved the amendment 
to the company’s charter granted by the 
last legislature which permits increasing 
the capitalization to $50,000,000. The 
company’s previous authorized capital 
was $25,000,000. : 

The last previous increase in the capt 
tal of the Travelers stock was in /une, 
1928, at which time it was increased 
from $15,000,000 to $17,500,000. 








ADMITTED TO MAINE 
The National Guaranty Fire an the 
Independent Bonding & Casualty com- 
panies of Newark have been licensed to 
do business in Maine according «> an 
announcement made this week fro: the 
home office of the companies. 





GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 









17-23 John Street, New York 
CORtlandt 8300 






THE 
JOHN C.MCNAMARA 
ORGANIZATION 





MANAGERS 


INSURANCE CO. 


—, 


OF 
AMERICA 


——- 





Home Office, 50 Union Square, New York City 


— 





Uptown 





420 Lexington Ave.—LEXington 6715 








245 Fifth Ave.—ASHland 1772 
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by “The Franklin”. 


OF PHILADELPHIA 


UILT in 1760 by Chief 
Justice Benjamin Chew, 
the old Chew mansion is still in the pos- 
session of the family—and still protected 


HE FRANKLIN FIRE INSURANCE CObe 





yearsOia! 


LANDMARK of the old, established Philadelphia 
aristocracy, the home of Chief Justice Chew is one 
of the many historic buildings which are insured 
against fire by the Franklin Fire Insurance Company. 


Progress and achievement have marked the 100. 
years of the Franklin’s operation. But the company’s 
growth has not been of the “mushroom” variety. It has 


ores ae up steadily upon the principle of equal justice 
or all. 


The FRANKLIN FIRE INSURANCE CO. 


of Philadelphia  witfrea Kurth, Pres. 
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Deputy Gordon To Leave 
N. Y. Insurance Dep’t 


LONG YEARS OF SERVICE THERE 
Had Charge of Examination of Hundreds 
of Insurance Companies; Saw 
Much of Interest 








On September 1 Daniel F. Gordon will 
leave the New York Insurance Depart- 
ment with which he has been associated 
for many years, his present position be- 
ing second deputy superintendent of in- 
surance. He is a quiet, modest, com- 
petent state official who has the respect 
of the entire insurance fraternity. 

Possibly in his time Mr. Gordon has 
examined hundreds of insurance compa- 
nies and they have been in every divi- 
sion of insurance. When he first went 
with the department examiners were not 
specialists but would take the examina- 
tions of the companies as they came 
along, irrespective of division. 

Mr. Gordon joined the department 
when Mike Shannon was deputy super- 
intendent. Shannon came from Buffalo 
and was a political protege of Grover 
Cleveland. First it was thought that 
Shannon would become superintendent, 
but John A. McCall, who had. the back- 
ing of the insurance companies, got the 
job. Later Shannon was appointed 
deputy under McCall’s successor, Super- 
intendent Maxson, who later left the de- 
partment to become U. S. Postmaster 
General, following which he was made 
president of the United States Casualty. 

At first Mr. Gordon was an examiner. 
He was in the department during the 
stormy days of the Armstrong investiga- 
tion and afterwards when the depart- 
ment was reorganized under Superin- 
tendent Kelsey. It was under this reor- 
ganization that the work of the examin- 
ers was divided into four divisions: life, 
fire and marine, casualty and miscella- 
neous. 

His First Deputyship 

When Deputy Hunter, whose chiefs 
were Lou Payne and Otto Kelsey, re- 
signed, Kelsey made Gordon acting 
deputy in New York. Kelsey was a 
Republican and. Gordon a Democrat. 
Kelsey’s request was: “Take the job un- 
til I find somebody.” Gordon stuck. 

When William H. Hotchkiss became 
Superintendent Gordon went back to the 
post of chief examiner. When Colonel 
Francis R. Stoddard, Jr., left the deputy 
superintendency in order to spend a year 
and a half in the war, Mr. Gordon took 
his place. He had unusually interesting 
experiences during the war period as the 
German companies were liquidated. For 
a period of four years Mr. Gordon re- 
tired from the Insurance Department in 
order to become associated with Sumner 
Ballard as vice-president of the Interna- 
tional. Stoddard returned to the depart- 
ment as deputy and Mr. Gordon became 
chief examiner again. When James A. 
Beha was appointed superintendent Mr. 
Gordon was elevated to deputy superin- 
tendent. 

Mr. Gordon will go to Saratoga on 
vacation and his future plans are not 
announced. It is hoped by his many 
friends that he will continue in the in- 
surance business. 





LLOYD’S NOT EXCLUDED 


At one time the Chartered Insurance 
Institute of London excluded Lloyd’s 
men from participating in its advantages. 
This is now so much a matter of the 
past that the London Institute and 
Lloyd’s are co-operating under terms 
which permit adequate representation 
for the Lloyd’s people. 





FIRE AGENTS INSURED 


Agents of the Ohio Farmers, a fire 
insurance company, are taking out group 
insurance. The arrangement for this in- 
surance was made by H. S. Boynton of 
the Ohio Farmers at Toledo. 
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FF to the continent, around the world, to the seaside for 


a week-end or two weeks—no matter where they go, how 
long they stay, the wise agent will appoint himself their invisible 
watchman. With the Personal Effects policies of this Company 
he can protect his patrons, as regards their baggage, against loss or 
damage by reason of all the hazards of travel and transportation, 
against theft and fire—anywhere away from home, all the 
year around. 

Now particularly is the season to concentrate on these policies. 
Progressive agents are today talking with their clients and pros- 
pects, showing them the facts—the records of hotel fire losses, 
the losses and pilferings on railroads and ships, the calculated risk 
of damage in transportation. Our agents marshal the facts and 
then apply them— that’s why they’re known as the Invisible 


Watchmen of modern business. 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Cal. 








THE COMPANY WITH THE L. & L. & G. SERVICE 




















Seek Fire Exchange 
For Buenos Aires 


PLAN IS WIDELY DISCUSSED 





Organization Would Act Also as Rein- 
surance Pool With Native and 
Foreign Cos. Eligible 





As a remedy for difficulties and quar- 
rels between local and foreign comipa- 
nies and the sharp competition in the 
Buenos Aires fire insurance market, Ra- 
fael Vitale, manager of the River Plate 
Insurance Co., has presented a plan 
which is discussed in the latest issue 
of “La Reforma Comercial.” 

Mr. Vitale proposes to establish an in- 

stitution to be called Bolsa de Seguros 
(Insurance Exchange), which is to have 
the functions of a pool and some other 
additional features. This proposed or- 
ganization is to include foreign as well 
as native companies. All member com- 
panies are to retain 20% of all business 
they write and cede 80% of each line 
to the Bolsa. The business is then 
pooled and divided among the members 
who for this purpose are arranged in 
four groups, the first group to include 
companies with a premium income up to 
200,000 pesos, the second up to 400,000, 
third to 600,000 and the fourth composed 
of companies having a higher premium 
income. The reinsurances of the first 
group are divided among all member 
companies, those of the second among 
members of the second, third and fourth 
and so on. The ceding company is to 
receive a commission of 31.4% on the 
business it gives into the pool. 
_ The Bolsa may not issue policies and 
is to confine its activities exclusively to 
the administration of the pool business. 
It is to handle fire business only to 
start with, but other lines may be in- 
cluded later on. 





W. W. DARROW RESIGNS 





Eastern Manager of “The National Un- 
derwriter” to Become Associated 
With Brown & Bigelow, Inc. 

W. W. Darrow, Eastern manager of 
the “National Underwriter,” has re- 
signed. He will go with Brown & Bige- 
low, Inc., advertising novelties, New 
York City. Mr. Darrow was formerly 
advertising manager of the Home !nsur- 
ance Co.; was editor of “News From 
Home”; and occupied a prominent po- 
sition in the councils of the Insurance 
Advertising Conference. He was one of 
the most popular young men in thie 1n- 
surance business. Among his other tal- 
ents is the possession of considerable 
artistic ability. 





MAY WITHDRAW FROM TOWN. 

Cancellation of ail fire insurance im 
Prestonsburg, Ky., is possible as the re 
sult of the threat of one insurance com- 
pany to withdraw from the. city unless 
certain steps are taken to lessen the 
fire hazard and to improve fire tighting 
facilities. The matter was reduced’ to 
a plain ultimatum this week when Geo. 
L. Frank, special agent of the Aetna 
(Fire) who had been sent to investigate 
the situation told Mayor A. C. Carter, 
A. J. Archer, local agent for the com: 
pany, and other citizens that he would 
withhold his report until the city coun 
cil, water company officials, citize:s and 
other interested were given an opportt 
nity to take some action. 


NEW AGENCY IN BUFFA.0 
The new general fire and c .sualty 
agency of Stevens & McNamars has 
been formed at Buffalo, with of -es ™ 
the Andrews building. The nartn:rs are 
Edmund D. Stevens, who has be. et 
gaged in similar business for som ine 
and L. A. McNamara, former dirc: ‘or? 
the New York state employment servic 
at Buffalo. 
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Miller and Dreher On 
Way to Berlin Ad Meet 


ALSO TO SEE LEIPZIG EXHIBIT 





Interesting Convention Program; Lloyd 
Patterson and George W. Porter 
To Join Party in Berlin 





Among the insurance men who will at- 
tend the International Advertising As- 
sociation’s convention in Berlin are 
Chauncey S. S. Miller, publicity direc- 
tor, North British & Mercantile; Roy C. 
Dreher, advertising manager, Boston and 
Old Colony; Lloyd Patterson of the 
Keane-Patterson agency of the Massa- 
chusetts Mutual; and George Wellington 
Porter, a life insurance man at No. 141 
Broadway. Messrs. Miller and Dreher 
are now on board the “St. Louis” en 
route for Germany. 

While in Germany Messrs. Miller and 
Dreher will examine the waterproof col- 
oring and art printing exhibits in Leip- 
zig. Leipzig is the book center of Ger- 
many. Convention tours have been an- 
ranged to take in Dresden, Munich and 
other cities. 

Convention Program 


The following is a list of some of the 
speakers at the Berlin convention, to- 
gether with the topics assigned: 

Joseph H. Appel, director of publicity 
for John Wannamaker, New York—“The 
Department Store in America.” 

John Benson, president, American As- 
sociation of Advertising Agencies—“Am- 
erican Association of Advertising Agen- 
cies.” 

Bennett H. Chapple, vice-president, 
the American Rolling Mills Co., Middle- 
town, Ohio, and the Armco International 
Corporation, Middletown, O.—“The New 
Day and the New Obligation of Indus- 
try.” 

Mrs. Christine Frederick, well-known 
Home Economist, and director, Apple- 
croft Experiment Station—“What Mrs. 
Consumer Thinks About Advertising.” 

Edward A. Filene, president Wm. Fil- 
ene’s Sons Co., Boston—“Advertising as 
a Road to World Progress.” 

Major Lester D. Gardner, one of the 
pioneers of aeronautics in the United 
States, formerly president of the Aero- 
nautical Chamber of Commerce of Amer- 
ica—Using the Air for Transport.” 

Professor Felix E. Held, secretary, 
College of Commerce and Administra- 
tion, the Ohio State University—‘Re- 
Search as a Factor in Advertising.” 

Grosvenor M. Jones, chief of finance 
division, Bureau of Foreign and Domes- 
tic Commerce, Washington, D. C.— 
“Cross Currents in International Invest- 
ment. 

H. \. Kaltenborn, associate editor, the 
Brookivn “Daily Eagle,” Brooklyn, N. 
¥—‘\orld Progress Toward Interna- 
tional Goodwill.” 
wt \larcel Knecht, general secretary, 
Le Matin,” Paris. 

Beriard Lichtenberg, vice-president, 
Associ:ition of National Advertisers; di- 
rector of University Service, Alexander 
Hamilion Institute—“Getting the Most 
Out of Your Advertising Appropriation.” 

Stewurt L. Mims, vice-president, J. 
Walter Thompson Co., New York— 

Building an Advertising Campaign.” 

J. D. Mooney, president, General Mo- 
tors Export Co., New York—“Trends in 
nomics of International Distribu- 

Ambessador Jacob Gould Schurman, 
‘voy irom the United States to Ger- 
Many, 

Francis H. Sisson, vice-president, 

uaranty Trust Co. of New York—“The 

anker’s Attitude Toward Advertising 
and its Effect Upon Business.” 

alter A. Strong, chairman of the 
oard, International Advertising Asso- 


mek publisher, Chicago “Daily 


Philip L. Thomson, president, audit 
reau of circulations; publicity manager 

«qotern Electric Co., Inc., New York— 
udit Bureau of Circulations,” 


Louis Wiley, business manager, the 
New York “Times”—“Censorship of Ad- 
vertising.” 

Charles C. Younggreen, president, In- 
ternational Advertising Association— 
Banquet. 





HUDSON FIRST DIVIDEND 

The first dividend of the Hudson 
(Fire) of New York, which was organ- 
ized in 1918, was declared by the board 
last week. The dividend was $3 on shares 
of $50 par value. The assets of the com- 
pany have increased from $1,500,000 to 
$4,340,000. It has $2,250,000 in unearned 


premiums. 





TENNIS EXECUTIVE 
Davison Obear, a member of General 
Insurers, Inc., St. Louis, is secretary of 
the Missouri Valley Tennis Association. 


G. S. ELLIOTT DEAD 





Well-Known Buffalo Insurance Man; 
Active in Civic Life; Had 
War Record 

Gilbert S. Elliott, vice-president and 
treasurer of the general fire and casualty 
agency of C. S. Elliott & Co. Buffalo, 
died July 27 in his home in that city 
following an illness of six months. Mr. 
Elliott entered the insurance business in 
1919 when he returned after two years 
of service with the American army in 
France, and became one of the valued 
executives of the large agency of which 
the elder Mr. Elliott is the active head. 
He was identified with many Buffalo 
business, club and civic organizations. 
The widow and two children in addition 
to his father survive. 


L. T. MILLER RECOVERING 
Louis T. Miller, special agent of the 
Public Fire for Virginia and the Caro- 
linas, with Richmond headquarters, is 
spending his annual vacation at Terre 
Haute, Ind. Mr. Miller, who was recent- 
ly hurt in a railroad accident, has almost 


recovered from the effects of his inju- 
ries. 





WINDSTORM RATES LOW 
“The Hartford Agent” in a recent is- 
sue points out that the cost of wind- 
storm insurance on automobiles is so low 
that practically every car owner who is 


properly approached will say, “What, 
only ten cents a hundred (the rates, of 
course, vary) only a dollar for my car? 
Sure I want it.” 








BOSTON 


NORTH, 


SOUTH, 
EAST AND WEST 


Our field men, North, South, East and West, are help- 
ing, by their own seasoned ability, to increase the 
premium income of our agents. Why shouldn't they? 
They know the problems — small and large — that con- 
front local agents, and they are able to sit in with the 
agents and help untangle the difficulties. 


They are competent and eager not only to help write 
and sell the many classes of insurance we write, to make 
surveys and recommendations for improvements in risks 
but also to advise on other matters of agency management. 


THE ACCELERATOR, our monthly magazine for our agents, 
is another valuable mine of information for our selling 
representatives. It is packed full of agents'-helps, cover- 
ing every contingency arising in the insurance business. 
Ask our Advertising Department today for a specimen 


copy. 


INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 


87 Kilby 


Street, 


Boston, 


Massachusetts 
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Une Wire, Phine and 
Plane in Adjustment 


SPEED HELPS CAR TOURISTS 





Little Falls (N. Y.) Couple Had Auto- 
mobile Loss in Niagara Fire While 
Traveling Through New Mexico 





Considerable newspaper space in the 
sections centering about Little Falls, N. 
Y., has been devoted to the prompt ad- 
justment of an automobile fire loss which 
occurred in Springer, New Mexico, July 


17. The policy was written by the Ni- 
agara Fire, through Rogers & Ashe, Inc., 
Little Falls. The insured is Robert 


Courtney, Little Falls, who, with his wife 
was returning from Los Angeles. 

At Springer the car caught fire. Mr. 
Courtney informed Rogers & Ashe by 
telegraph of the loss and they got into 
communication with the Niagara in New 
York. The company telegraphed its rep- 
resentative in Denver, being the agency 
nearest Springer. It.also telegraphed to 
Mr. Courtney, who in turn telegraphed 
to the Denver agency about the damage. 
In the meantime the Niagara sent a copy 
of the policy by air mail and it arrived 
in Denver the following day. Arrange- 
ments were then made by telegraph to 
have the loss adjustment made and Mr. 
and Mrs. Courtney resumed their jour- 
ney. 

In discussing the case the Little Falls 
“Evening Times” said: 

“It was not so many years ago that 
it would have taken days, and perhaps 
weeks, to adjust a loss of this kind, but 
this is a fast-moving age, and one of 
its features is the ever-increasing swift- 
ness of communication either bv travel 
or in transmission of mail and wire mes- 
sages.” 





OFFERS DIXIE STOCK EXCHANGE 





American of Newark Will Reinsure 
Business of Greensboro, N. C., Com- 
pany Under Its Arrangement 

The American of Newark has offered 
stockholders of the Dixie Fire of Greens- 
boro, N. C., an exchange of stock on 
the basis of sixty-eight shares of Am- 
erican stock of $5 par, for ten shares of 
Dixie stock of $50 par. Under the agree- 
ment between the two companies at least 
75% of the Dixie stock is to be deposit- 
ed on or before August 15 and an 
amount in excess of 75% has already 
been pledged. 

The Dixie Fire has a capital of $500,- 
000 and a surplus as of December 31, 
1928, of $742,757.58. It has an excellent 
business amounting to more than $1,- 
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Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
655 Asylum Street, Hartford, Conn. 
City Office 
1 Liberty Street, New York 


New York 


William L. Brown 
Asst. Mor. 








Want 1,000 Members Of 
Society i in Bay State 


BIG PROGRAM OF LESLIE E. KNOX 





Organization of Insurance Men Growing, 
Boston Reports; Committee on 
Group Insurance Appointed 





President Leslie E. Knox of the Insur- 
ance Society of Massachusetts is arrang- 
ing an ambitious program for that or- 
ganization for the 1929-30 season. 

He has just held a meeting of his com- 
mittee chairman when he outlined tenta- 
tive plans for the coming year. A special 
committee to investigate the feasibility and 
legality of obtaining group insurance for 
the entire membership of the Society has 
been appointed. The committee consists 
of William T. Jordan, New England gen- 
eral agent of the St. Paul, and Arthur 
W. Hollis, of Hollis, Perrin & Kirkpat- 
rick, and a member of the Massachusetts 
senate. 

A membership drive is also to be put 
over under the direction of Harold F. 
McKenna, chairman of that committee, 
and New England general agent of the 
London Guarantee & Accident. Mr. Mc- 
Kenna has outlined his proposed plan fér 
directing the drive and will designate a 
captain in every office on the “street,” 
who will be the contact man between the 
personnel of that office and the Society, 
not only to secure an increase in mem- 
bership but to stimulate interest in all of 
the activities of the Society. McKenna 
is out for 1,000 membership this year, 
believing that the Society should hold a 
permanent membership of that number. 





The brokers’ licenses of Miss Emma 
W. Calkins, Brooklyn, and Abraham M. 
Baron, New York City, have been re- 
voked by the New York Insurance De- 
partment. 





900,000 in premiums, a large part of 
which will be reinsured by the Ameri- 
can. The Dixie will continue to operate 
as a North Carolina company with its 
principal office as heretofore in its own 
building in Greensboro. 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1929 
RESERVE FOR ALL LIABILITIES....................... 


Vice-Presidents 


Seymour, Secretary and Treasurer 
Secretories 
R. C. Alton, L. C. Breed, H. B. Collamore 
‘Assistant Secretaries 


= Company 









3,000,000.00 
26,805,114.51 
16,597,595.55 

1,500,000.00 
46,402,714.06 
21,097,599.55 
S. T. Maxwell, Vice-President 


L. Miller, C. B. Roulet 


C. Hewitt, C. 


Hinsdale, W. O. Minter, “S. W. Prince 








MISS SARA BARBOUR DIES 





Sister of United States Manager of 
Northern Assurance Was Hit by 
Automobile in New York 
Miss Sara Barbour, sister of Robert 
P. Barbour, United States manager of 
the Northern, died a few days ago as 
the result of injuries sustained when 
she was struck by an automobile in New 
York City. Miss Barbour stood on a 
street corner until the lights signaled 
clear passage, but a car came along not- 
withstanding and knocked her against 
an elevated pillar, fracturing her skull. 
Miss Barbour made her home with her 

brother. 


Brevoont 


Madison Street, east cf LaSalle 
CHICAGO 
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Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
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N. W. Cor. Sansome and Sacramento Sis. 
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INSURANCB 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
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INSURANCE STOCKS 


INI es 


FRANK L. BROKAW & CO 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 














J. Campbell Haywood 


ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Conn. 


Warren, Cornwall Bridge P. O. 








THE HANOVER 


FIRB INSURANCB COMPANY 
Conti ly in busi since 1852 
Charles W. Higley, President 


HOME OFFICE 
Hanover Building 
34 Pine St., 
New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 
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The Standard Fire Insurance Co. 
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TRENTON, N. J. 




















O. J. PRIOR, President W. M. CROZER, Secretar; 
Royal Exchange Assurance 1720 
THE STATE ASSURANCE CO. Ltd. 1891 
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The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 











\ 








August 2, 1929 








Page 35 








Cost of Fire Insurance Going Down 


Frank D. Layton Compares It With Other Cost Factors; Conservation: 
of National Wealth Also Must Be Taken Into Consideration; 
Efficient Business Methods 


























































































































Cost of Fire Insurance in 1928 compared with other factors affecting the 
Cost of Living in the United States since 1913 (pre-war) 
Trend shown in percentage Increase in population 22% 
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President Frank D. Layton of the Na- 
tional of Hartford fleet has had prepared 
a new chart showing the relative change 
in the cost of fire insurance and other 
factors affecting the cost of living in the 
United States since the pre-war period 
of 1913. In 1924 a comparative chart 
was printed by the National and the 
present one has brought thé percentage 
up to date. In a statement accompany- 
ing the chart Colonel Layton says: 

“The accompanying chart graphically 
shows the progress of the stock fire in- 
surance companies, members of the Na- 
tional Board of Fire Underwriters, in re- 
ducing their average annual fire insur- 
ance rate in the United States. Com- 
pared with the trend of costs of other 
necessities, the showing reflects most 
favorably upon the fire insurance busi- 
ness. 

“Fire insurance companies and their 
employes, as well as other industries and 
the public in general, have been sub- 
jected to drastically increased costs tor 
nearly everything. In spite of this, the 
fire insurance business has been render- 
ing more service and granting more in- 
demnity for its premium dollar each suc- 
ceeding year since 1913. During a pe- 
riod when the average annual rate for 
fire insurance decreased from $1.04 to 
86 cents, insurance paid more for wages, 
Tent, heat, printing, office supplies, 


€quipment, traveling expenses, taxes and 
general operating and living expenses 


than it paid in 1913. 
Indispensable Service 

“Insurance agents, brokers and com- 
Panics have been regularly rendering 
valuable service on the individual risk, 
endeavoring to reduce its fire hazard and 
to lower the insurance cost therefor. 
Collectively, through the National Board 
of Fire Underwriters and other organi- 
zations, as well as individually, the com- 
Panics have performed many indispens- 
able but costly services to the public in 
trying to hold down the fire waste by 
Co-operation on public water supply in- 
Stallations, city fire-fighting defenses, ar- 
Son detection, operating a bureau of 
Standards for building construction and 
testing various devices and in many 
Other ways. 

“The effect of this service has been to 
Ower the average rate and to help to 
Conserve the national wealth by retard- 
ing fire waste—and this at the sacrifice 
of the income of the insurance compa- 
les, agents and brokers, 

It is inevitable that by spending 


money and energy to bring about im- 
provement of risks and conditions, to re- 
duce the fire waste, and to lower the 
average annual rate, the expense ratios 
of insurance companies will increase. 
Better supervision means increased ex- 
pense but tends to reduce losses and in- 
surance costs and therefore is justified. 

“With fire losses in dollars increased 
134%—burnable values up 203%—living 
and operating expenses materially high- 
er, the public will naturally wonder how 
our average rate decreased 17% despite 
these conditions. Substantially the an- 
swer is: our business methods are more 
efficient; more insurance is carried in 
proportion to the value than formerly; 
greater volume of business is being han- 
died; fire prevention activity has im- 
proved construction, protection and 
housekeeping on the average; fire losses, 
while running higher in dollars than in 
1913, are doubtless less in volume of 
material destroyed; moreover, the »ro- 
portion burned has not increased as 
much as burnable values. 


“The fundamental elements of insur- 
ance are money, brains and experience— 
these cannot be controlled, cornered or 
monopolized. Insurance safeguards 
credit and commerce, furnishes indem- 
nity to the public, helps to hold down 
the fire waste, and adds greatly to the 
working capital of the nation through 
its investments. It is efficiently and in- 
telligently conducted; it is a construc- 
tive force in our economic life and a 
business of which the American” public 
may well be proud. Let us all do our 
part in acquainting the public with this 
creditable showing.” 





MAKE CULLEN EDITOR 


Thomas J. V. Cullen, chief statistician 
of the “Spectator” and editor of the 
Research Bureau of Insurance, has been 
made editor of the paper. Robert W. 
Blake who has been managing editor for 
some years has relinquished this post 
and will devote his time as treasurer of 
the Spectator Co. 

Mr. Cullen is a graduate of Fordham 
University and prior to the war was a 
teacher, newspaper reporter and insur- 
ance agent. At the close of the war he 
joined the “Spectator” and ‘specialized in 
statistical work. 





VIRGINIA APPOINTMENTS 


The Germanic Fire of New York has 
appointed Walker, Mosby & Calvert as 
agents for the company in Lynchburg, 
Va. It has also appointed the Lowen- 
berg-Carr agency in Norfolk. 





Capital $500,000.00 
Policyholders’ Surplus $1,477,453.17 


AMERICAN UNION 
Insurance Company of New York 


Administrative Offices, Hartford, Conn. 
J. H. Vreeland, President - 


FIRE INSURANCE AND ALL ALLIED LINES 








Fall River Has Not Yet 
Renewed Its Policies 


CITY COUNCIL’S INNER FIGHT 





Members and Mayor Trying to Find Out 
Who Is Boss; No Money to 


Pay Premiums 





Up to the present time the $6,029,000 
insurance of the City of Fall River, 
Mass., has not been renewed. 

The history of this line goes back two 
years ago during Mayor Monks’ admin- 
istration, and prior to that time Fall 
River did not carry insurance except in 
a very limited way. 

Some years before a disastrous fire oc- 
curred at the Henry Lord Jtinior High 
School which is located in a rather re- 
mote ‘section of the city, and at that 
time the water facilities were inadequate. 

Following the reconstruction of this 
school the city placed specific insurance 
on this building, and some of the city 
departments maintained insurance on 
the buildings under their control. but the 
city buildings generally (school houses 
and public buildings) remained 
sured, 


$600,000 Loss 


In the early part of the year 1927 the 
Technical High School located in the 
heart of the city was totally destroyed 
by fire, both building and contents, in- 
volving a property loss of approximately 

000. 


This property is now being rebuilt at 
a cost of approximately $1000 000. 

The experience of the city in losing 
its high school and having in mind its 
former exnerierice with.-other school 
house buildings was the dominating in- 
fluence which caused the city adminis- 
tration of 1927 to adopt insurance on its 
public buildings. 

Last vear the city adopted the Plan D 
form of city government and this sys- 
tem is now in effect. 

This brought about an entire change in 
the personnel of the city government and 
up to this time the sessions of the city 
council have been mostly taken up in 
deciding who’s who and who is boss. 

The mavor has a majority of the conn- 
cil with him. and what- he savs goes. He 
personally is ‘opposed to city insurance. 


own property in every. case and it is 
difficult to understand just what his poitit 
of view is. 

The only reason he gives is that no 
appropriation has been made to pay pre- 
mitms. 

The rate on this schedule is 3lc ner 
year, an unusually low rate, and in- 
volves an: annual premium of $18,689.89. 

“T believe the sentiment of the neople 
is favorable that the city should insure 
its buildings, and a local newspaper last 
week commenting on the situation de- 
clared that in its opinion, especially in 
view of the citv’s record and the pres- 
ent condition of the city on ‘account of 
a serious industrial depression and an 
unparalleled , tax rate, that the city 
should protect itself bv insurance on city 
propefty,” ‘said a prominent agent to The 
Eastern Underwriter. 





IN NEW OFFICES 


Rowlands & Westphal, general insur- 
ance agents, have announced the remov- 
al of their offices to more commodious 
auarters at 905 Bergen avenue, Jersey 
City. . 


unin- 


da 


although he ‘maintains insurance on his‘; 


Surplus $977,453.17 








BREATH-TAKING RUMOR 





Now the William Street News Gossips 
Have Morgan Negotiating With a 
Couple of Fleets 


The Eastern Underwriter has not 
made it a practice to print rumors hav- 
ing to do with contemplated mergers for 
several reasons, one of which of course 
being that when companies are about to 
merge or sell they do not take news- 
papers into their confidence. On the 
contrary, they often make no bones of 
denying it up to the last second before 
the transaction is signed, sealed and de- 
livered. It is a type of polite “lying” 
recognized in newspaper offices as of the 
“you can’t blame them” type. However, 
one rumor is obtaining such currency on 
William Street. these days that a news- 
paper would not be justified in ignor- 
ing it because of its dazzling aspects. 
In brief. the rumor is that J. P. Mor- 
gan & Co. have their eyes on a couple 
of big tmsurance fleets. No one in in- 
surance whose name is involved would 
even consent to dignify the rumor by a 
denial or any other comment, when seen 
by reporters. 





ESTABLISH GERMAN COMPANY 





General Motors Behind General Auto- 
mobile Insurance Co.; Capital 
Is 3,000,000 Marks 

According to “Last Minute News” of 
the Versicherungs Presse, the General 
Motors-Opel (automobile concern) has 
established the General Automobile In- 
surance Co., with a capital of 3,000,000 © 
marks, of which 25% paid up and 20% 
as organization funds. Head offices of 
the new company are at least for the 
moment at Ruesselsheim, the seat of the 
Opel Works which were recently taken 
over by.General Motors. It is stated 
that the capital of the new insurance 
company has been subscribed entirely by 
the American interests represented in 
the General: Motors-Opel combine. The 
real significance of this event can be best 
understood if one recalls that that Andre 
Citroen, the largest French automobile 
manufacturer, has just announced that 
he is going to establish his own insur- 
ance company too. Citroen’s cars are 
the Fords of France and the Opels of 
German, on a much smaller scale, of 
course. 





AMERICAN COMPANY LOSES 





German Assureds of New York Life 
Will Be Able to Claim Accu- 
mulated Dividends 

The law suit of the Co-operative As- 
sociation of American Assureds in Ger- 
many, the organization of German as- 
sureds of American life insurance com- 
panies under policies written before the 
war, has been decided against the New 
York Life by the Kammergericht 
(Chamber Court). The assureds claimed 
the accumulated dividends. They were 
represented by their attorney, Dr. 
Kuehn. The decision of the lower court 
has thus been confirmed. 





CANOEING NOT TRAFFIC 

The Federal Court at Leipzig (Reichs- 
gericht) has confirmed the judgment of 
the court of appeals according to which 
an accident which occurred while the as- 
sured was using a collapsible canoe was 
not a traffic accident and consequently 
not covered by the ‘Traffic Accident” 
policies which are issued by German 
companies at rates much lower than or- 
dinary full accident coverage. 








































































Globe & Rutgers ¢ 


FIRE INSURANCE COMPANY (64% 
111 William St., New York City 


PR > 


JANUARY Ist, 1929 











ASSETS 
Bonds and Mortgages $ 151,284.90 
U. S. Liberty Bonds 505,000.00 
Government, City, Railroad and 
other Bonds and Stocks 86,471,541.50 
Cash in Banks and Offfice.................. 3,471,419.30 


Premiums in Course of Collection... 7,856,287.74 

















LIABILITIES 
Capital $ 7,000,000.00 
Surplus 37,252,917.34 
Reinsurance Reserve 24,882,695.62 





Losses in Course of Adjustment...... 10,300,032.00 
Commission and other Items............ 7,800,000.00 





Interest Accrued 225,533.04 
Reinsurance Recoverable on Paid Reserve for Taxes and Depreciation 11,505,000.00 
Losses 9,628.96 
1 98,190,644.96 $98,190,644.96 
SURPLUS TO POLICY HOLDERS. - - - - -- $44,252,917.34 


Losses settled and paid since organization over $242,000,000 Losses settled and paid 1928 . . $17,030,337.70 


ISSUES POLICIES. AGAINST 


Fire, Marine, Tornado, Earthquake, Flood, Hail, Explosion, Riot and Civil Commotion, 
Sprinkler Leakage, Inland Marine Transportation, Parcel Post, Automobile, 


Aviation Insurance 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 





E. C. Jameson, President 


Lyman Candee, Vice-President 

W. H. Paulison, Vice-President 

J. H. Mulvehill, Vice-Pres. and Secy. 
J. D. Lester, Vice-President 


A. H. Witthohn, Secretary 

‘A. G. Cassin, Secretary 

J. L. Hahn, Assistant Secretary 
Scott Coleman, Assistant Secretary 


Progress since Consolidation in 1899 

















ABBOT 
Dec. 31, 1899 $529,282.59 
Dec. 31, 1910 5,255,362.12 
Dec. 31, 1920. 42,765,374.55 
Dec. 31, 1925 67,922,096.58 
Dec. 31, 1927 80,193,738.67 
Dec. 31, 1928.............. 98,190,644.96 











Reserves Surplus 
$66,832.54 $3,038.94 
1,936,224.86 2,365,363.37 
16,593,764.16 11,361,311.89 
20,265,572.73 24,161,943.85 
21,794,727.64 29,514,599.03 
24,332,695.62 37,252,917.34 

















August 2, 1929 








August 2, 1929 





Soa eR ane, ete DN 
[Automobile p 
z + “y y/ 





Page 37 























| MARINE & AUTOMOBILE DEPARTMENT 





Policy Does Not Cover 
Marine Wear and Tear 


FIFTY-YEAR-OLD BARGE CLAIM 





English Judge Decides “Sinking” Does 
Not Include Failure of Material 
Due to Long Use 





An insuror in England cannot be held 
liable for ordinary marine wear and tear 
unless expressly stated in the policy. the 
London Appeal Court has ruled. This 
reverses a ruling of the Liverpool As- 
sizes that when the steam barge Edith 
sank by her own general debility in the 
Coburg Dock her insurors were liable 
because the risks insured against in one 
clause included the word “sinking.” The 
insurors, Lord Justice Scrutton said, were 
not liable for this particular sinking. The 
insurors appealed from the judge’s find- 
ing at Liverpool, and their appeal suc- 
ceeded. 

The action was brought by the Wads- 
worth Lighterage and Coaling Co., Ltd., 
of Liverpool. against the Sea Insurance 
Co. The Edith was employed coaling 
steamers in the port at Livernool, when 
on Sentember 2 she sank while lying 
moored in the dock. She was insured 
under two policies—under one as perils 
of the sea. The judge held the insurors 
not liable. but found them liable mnder 
a sinele word in the sinking second pol- 
icv, though there was no evidence of ac- 
cident. and he concluded the vessel went 
down because, as Lord Justice Scrutton 
said, “she was tired.” 

“Inherent Vice” 


Mr. Miller, appearing for the Sea. said 
the underwriters would not cover for a 
premium of 92s per cent a risk which 
was not a risk at all. but was mere sink- 
ing by the barge’s inherent vice. 

Mr. Le Quesne, for the barge owners, 
had argued the word “sinking” meant any 
sinking except scuttling. 

Lord Justice Scrutton observed that 
this harge’s fifty years was not an im- 
nossible age for a barge in Liverpool or 
London, but there came a time when even 
the most hard-working barge showed 
signs of old age. The crew went to their 
homes at night. This practice had been 
a frequent topic of debate in Liverpool 
and London cases, and it was generally 
established that there was a custom they 
should do so. No steamer on this calm 
night bumned the Edith. Barges in Liv- 
erpool_ and London were made to be 
bumped by a steamer. other barges and 
dock walls. When she was raised she 
was taken across the river hanging on 
the ropes to the flats opposite, which 
appeared to be the graveyard of the 


Mersey 
At End of Tether 

The judge got his phrase about her 
general utility from the assistant marine 
Surveyor of the Mersey Docks and Har- 
or Board, who had thirteen years’ ex- 
Derience of salvage operations in the 
Mersey, and he found that the Edith, 
having stood fifty years’ knocking about 
the Mcrsey, had at last got to the end 
of her tether. Continual bumping would 
tell, Lord Justice Scrutton said. on the 
Seams sooner or later, and he, too, 
thought general debility was the cause 
of the Edith’s end. 


Sections 55 provided that the insuror 
an not liable for ordinary wear and tear 
unless 


hi ‘he policy otherwise provided, and 
this policy did not so provide. 


AUTOS THROW STONES 

The latest issue of the “Hartford 
‘Agent’ points out a prolific source of 
Dlate glass window damage in the throw- 
Ing of stones by automobile tires. In 
some towns and cities considerable dam- 
&e is done from this source and con- 
siderable plate glass insurance should be 
Written as a consequence. 


U. S. Scraps More Ship 
Tonnage Than England 


NEW LLOYD’S REGISTER SHOWS 





Figures During Last Eight Years Have 
Great Fluctuation; High Point 
Reached in 1924 





The new volumes of Lloyd’s Register 
have appeared in England, and contain 
interesting figures on the shipping 
business. 

One of the features bearing directly 
on a subject which has been much dis- 
cussed lately is a statistical record of 
shipping broken-up. It is pointed out 
that the figures for vessels broken up 
vary from year to year, those for each 
of the last eight years being as follows: 


onnage Tonnage 
Year broken-up Year broken-up 
7: ee 77,500 i ee 653,000 
|r Ae 315,000 i ae 799,000 
Co: 963,000 | Se 403,000 
See 1,174,000 Ae 736,000 


Obviously the amount of the tonnage 
broken-up has an important bearing on 
the shipping position, and the Register 
remarks that if the disposal of tonnage 
in this way had been continued for some 
years on the high levels reached in 1923 
and 1924 it would have gone a long way 
towards solving the problems which con- 
front shipowners. Of total shipping rep- 
resenting 4,728,000 broken up during the 
years 1923-28 the amount registered in 
Great Britain and Ireland was 1,118,000 
tons. The figures for the United States 
were 1,579,000 tons; for Italy, 585,000 
tons; and for France, 506,000 tons. 

The Register writes that although the 
average percentage of tonnage broken-up 
during this period to the total tonnage 
owned is less for Great Britain and Ire- 
land than for the tonnage owned abroad, 
the difference is easily accounted for by 
the fact that a considerable number of 
the older vessels are purchased from 
Great Britain and Ireland by other 
countries, results being that while of the 
tonnage now owned in Great Britain 
and Ireland less than 17% consists of 
vessels of 20 years of age and more. the 
tonnage owned abroad includes 29% of 
vessels 20 years old and over. 





LICENSE PLATES 


Some time ago the National Associa- 
tion of Finance Companies sent out a 
auestionnaire relative to the riehts and 
difficulties of finance companies in driv- 
ing repossessed cars over the roads from 
the place of repossession to the place of 
storage, and the subsequent driving of 
them for demonstration and sale pur- 
poses as affected by the question of li- 
cense plates legal for the purposes. 

Returns show that in general the dif- 
ficulties are slight in states where li- 
cense plates follow the car on transfer 


NEW DEFINITION 





Interstate Underwriters Board Tells In 
Constitution What “Marine 
Insurance” Is 
The following definition of marine in- 
surance is the bed rock and founda- 
tion of the Interstate Underwriters 
Board and these definitions are set out 

in the constitution of that board. 

“Marine Insurance means insurance 
against any and all kinds of loss of or 
damage to vessels, craft, cars, aircraft, 
automobiles, and other vehicles, whether 
operated on or under water, land or in 
the air, in any place or situation, and 
whether complete or in process of or 
awaiting construction; also all goods, 
freights, cargoes, merchandise, effects, 
disbursements, profits, moneys, bullion, 
precious stones, securities, choses in 
action, evidences of debt, including 
money loaned on bottomry or respon- 
dentia, valuable papers, and all other 
kinds of property and interests therein, 
including liabilities and liens of every 
description, in respect to any and all 
risks and perils while in course of navi- 
gation, transit, travel, or transportation 
on or under any seas or other waters, 
on land or in the air or while in prepa- 
ration for or while awaiting the same 
or during any delays, storage, trans- 
shipment or reshipment incident theréto, 
including builders’ risks on hulls, war 
risks, and for loss of or damage to prop- 
erty or injury or death of any person 
whether legal liability results therefrom 
or not during, awaiting or arising out 
of navigation, transit, travel, or trans- 
portation or the construction or repairs 
of vessels.” 





MARINE HANDBOOK 





Third Edition Issued by Victor Dover 
and D. Farrow of London; 
Contains 500 Pages 


The third edition of a handbook on 
“Marine Insurance” which has just been 
issued in London and of which Victor 
Dover is the author and who has been 
ably assisted in writing its chapters, pre- 
sents the essentials of a complicated 
business in a reasonable and compre- 
hensive manner. 

The book, which consists of 500 pages, 
contains a general review of marine in- 
surance and the author refers to other 
works, the study of which is suggested 
for those who wish to become more 
thoroughly familiar with the subject. 

Mr. Dover, the author, has had a long 
and varied career as a lecturer and ex- 
aminer which has enabled him to ex- 
press himself in such a manner so as to 
make the book valuable to the student 
and the man of practical experience and 
couched in such language that can be 
readily understood by anyone. 

Mr. Farrow has aided the author con- 
siderably in writing the book by adding 
new chapters that are of more than 
passing interest to those interested in 
the marine insurance business. 








of ownership, and much more serious in 
states where plates follow owners. 





APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 











WRITE FOR OUR AGENCY PROPOSITION 














RUMORS AFFECT RATE 





London Mystified by Conflicting Re- 
ports About Loss of Greek 
Steamer “Eugenia” 

The loss of the Greek steamer “Eu- 
genia” at St. Raphael this month caused 
a mix-up in chronology of casualty re- 


ports. On one day no less than five sep- 
arate reports were received in London 
insurance offices of a conflicting nature. 
One was that the vessel had been re- 
floated and beached. Two stated it had 
capsized. One said it was a total loss. 
One report of total loss came from 
Copenhagen where the salvors’ head of- 
fice is situated and it was particularly 
noted that this report was received prior 
to another which stated that the ves- 
sel had been refloated. The effect of 
this state of affairs was that the rein- 
surance rate on the vessel which had 
been 40 guineas %, rose to 50 guineas % 
but when the fact that she had capsized 
after being refloated and beached was 
confirmed the rate rose to 80 guineas. 





THE GRAF ZEPPELIN 





Negotiations Under Way for Additional 
Coverage at Added Premium for 
Round-the- World Flight 

Marine insurance men in New York 
are discussing the coverage of the Graf 
Zeppelin which now includes flights 
within a radius of 2,000 nautical miles 
from Friedrichshafen, also trips across 
the Atlantic and in North America be- 
tween 20° and 60° northern latitude. The 
proposed flight to Lakehurst is already 
covered by a policy. Negotiations are 
now under way for additional coverage 
at an additional premium which will be 
charged for -the round-the-world flight 


which the ship is expected to make later 
this year. 





PASSING THE BUCK 





Failure of International Franchise 
Agreement Is Blamed on Many; 
Much Discussed Abroad 
The International Franchise Agree- 
ment has been a subject of much dis- 
cussion in the European press lately. 


The Liverpool “Journal of Commerce” 
says it was the fault of some continental 
underwriters that the agreement was not 
put into force. A “continental under- 
writer” in the organ of the International 
Marine Insurance Union states that the 
fault was Lloyd’s and now finally we find 
in the last issue of “Versicherungs- 
presse” a statement to the effect that 
the uninterested attitude of several mar- 
kets, “especially the American market.” 
has caused the Marine Union to desist 
from further efforts. 





Wallace Cox Pays For Some 
Golf Balls 


Wallace Cox, known to New York 
City underwriters as the “singing brok- 
er,” finds that the price of fame is read- 
ing funny stories about one’s self in the 
papers. Karl K. Kitchen, columnist of 
the “Evening World,” used this one to 
head his column the other day. 

“When Wallace Cox received a letter 
from a writer on a weekly humorous 
magazine—at least it is a weekly maga- 
zine—that he had lost three golf balls 
and expected to be indemnified under a 
personal effects policy which he had 
taken out a few weeks ago, the insur- 
ance man naturally thought his client 
was spoofing. But a second letter re- 
newing the demand for settlement 
awakened Mr. Cox to the seriousness of 
the situation and he got out a copy of 
the policy to study its various provisions. 

“In going over the papers he noticed 
that the policyholder’s middle name was 
McPherson. That settled it. Without 
further delay he went out and pur- 


chased three brand new golf balls, which 
she packed in cotton wool and personally 
delivered at the writer’s home.” 
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CASUALTY and SURETY NEWS 











_ Brown Scores Improper 
Cancelation of Policies 


BAY STATE OFFICIAL’S EDICT 


Points Out That Companies Or Agents 
Are Violating Law by Not Giving 
Full 15-Day Notice 


Merton L. Brown, insurance commis- 
sioner of Massachusetts, has addressed 
a letter to all companies transacting 
compulsory liability insurance in the 
Bay State regarding the improper can- 
celation of motor vehicle liability poli- 
cies. Commissioner Brown says that 
some of the carriers or their agents are 
attempting to cancel such policies for 
alleged non-payment of the premium, al- 
though, in fact, the full premium has 
been paid by or on behalf of the insured 
to the company or its agent, or to the 
licensed insurance broker who negoti- 
ated the policy. Continuing further 
Commissioner Brown says in part: 


Practice of Finance Companies 


“It seems to be the practice for some 
companies or their agents to issue, at 
the request of the finance corporation 
made to it upon the insured’s default in 
repaying his loan, a notice of cancela- 
tion in the company’s name for alleged 
non-payment of the premium. 

“A finance corporation holding a power 
of attorney from the insured for that 
purpose may cancel such a policy upon 
rendering the statutory notice of fifteen 
days to the registrar of motor vehicles 
and the insurer and may collect and hold 
the return premium if the insured de- 
faults in repayment of his loan to the 
finance corporation or broker. Such a 
cancelation is obviously not made by the 
company but by the insured through his 
duly authorized agent. 

“Companies should instruct their 
agents not to issue notices of cancela- 
tion in the name of the company on such 
policies, when in fact the company or 
its agent has been paid the premium, 
even though the finance‘corporation re- 
quests the company or its agent to can- 
cel. Cases of this nature should not 
arise and they do arise because of the 
ignorance of agents in respect to the le- 
gal rights of the parties in such circum- 
stances. 

“The Board of Appeal on Motor Ve- 
hicle Liability Policies and Bonds will 
not sustain a cancelation by any com- 
pany under these conditions.” 


Notice of 15 Days Must Be Given 


Commissioner Brown.then goes on to 
give the law governing cancelations, say- 
ing: “The law requires that a company 
proposing to cancel such a policy shall 
render fifteen days’ notice in writing to 
the insured and to the registrar of mo- 
tor vehicles and that the intended ef- 
fective date of the cancelation shall be 
specified in the written notice thereof. 
Companies and their agents should issue 
such notices in ample time so that they 
may be delivered both to the insured 
and the said registrar at least fifteen 
full days prior to said intended effective 
date. 


“Cases are arising in which the proper 


fifteen days’ notice is not being rendered 
and in which notices are mailed five days 
or so prior to the intended effective date. 


Commerce Casualty 
Perfects Organization 


G. P. MEAD ITS ACTIVE V.-P. 





New Member of Glens Falls Fleet Will 
Start Soon With $750,000 Capital and 
$400,000 Surplus; West President 





The Commerce Casualty, which was 
announced some weeks ago as the run- 
ning mate of the Commerce Insurance 
Co., of the Glens Falls fleet, has per- 
fected its organization and will begin 
operations in New York state in the very 
near future. It plans to enter other 
states as rapidly as arrangements can 
be made. 

The active vice-president in direct 
charge of the development of the com- 
pany will be George D. Mead, who has 
been connected with the Glens Falls In- 
demnity for the past two years as super- 
intendent of agencies. Mr. Mead comes 
to his new work with a fine experience 
and broad acquaintance. 

E. W. West, president of the parent 
company, has been elected the chief ex- 
ecutive of the Commerce Casualty. As- 
sociated with him in addition to Mr. 
Mead are F. M. Smalley, F. P. Stanley, 
R. H. Griffith, S. T. Brown and C. M. 
Hayden, and F. L. Cowles, all as vice- 
presidents; R. C. Carter, secretary- 
treasurer; and H. J. Odams, A. J. Reed 
and S. M. Thomas as secretaries. 

The Commerce Casualty will write the 
usual classes of casualty and _ surety 
business and already has a large num- 
ber of prospective agency plants. It 
starts off with a capital of $750,000 and 
a paid-in surplus of $400,000. 


SOUTHAM HERE ON QUICK VISIT 








London Guarantee Manager Will Be 
Accompanied by J. M. Haines on His 
Return to London August 7 
In view of the recent death of C. M. 
Berger, United States manager of the 
London Guarantee & Accident, H. E. 
Southam, manager of the company. is 
paying a hurried visit to New York City. 
He expects to return to London on the 
S. S. Berengaria, sailing on August 7. 
He will be accompanied by J. M. Haines, 
the company’s assistant United States 

manager. 





NEW INSPECTION OFFICES 
The Hooper-Holmes Bureau has 
opened branches in Louisville and in 
Scranton, Pa. This makes the number 
of its branch offices forty. 








“An insured under such a policy is not 
required to surrender his registration 
certificate or number plates to the regis- 
trar, or his policy to the company or its 
agent, in order to effect a valid cancela- 
tion’ by himself or by the company. A 
company, therefore, has no legal right 
to insist upon a surrender of the cer- 
tificate, plates or policy as a condition 
to cancelation. 

“Some agents are advising policyhold- 
ers that- they must surrender their reg- 
istration and plates and policy before 
they can cancel their policies. This in- 
formation is erroneous and should not 
be disseminated.” 























AT WORK ON STAMPING PLAN 





Bureau Meeting Developed Objections 
to Original Idea; Deductible P. L. 
Proposal Accepted With Changes 
The meeting last week of the Na- 
tional Bureau of Casualty & Surety 
Underwriters did not develop into any 
definite action on the rating and stamp- 
ing plan for automobile fleets in New 
York state, which had been submitted 
to the companies. On a forced vote the 
plan was turnéd down, definite reasons 
being raised by its objectors. It was 
finally agreed that they should submit 
in the form of briefs their views as to 
the necessary changes. Consideration is 
now being given to such changes by the 
governing committee of the automobile 

department. 

In this connection it is pointed out 
that the mutual companies are planning 
to set up a stamping office in the head- 
quarters of the* National Association of 


Mutual Casualty Companies. 


The question of automobile collision 
rates was also taken up at the meeting 
and inasmuch as the fire companies’ con- 
ference is coming out with new collision 
rates in August, it was voted that the 
casualty companies accept the fire com- 
panies’ rates of collision cover in prac- 
tically all the Eastern Conference ter- 
ritory. 

A committee of five was appointed to 
meet five fire company executives having 
charge of the matter so as to complete 
the co-operative plan on collision rates. 
This plan, it is understood, will include 
the fire companies’ plan for deductible 
collision forms on the basis of $25, $35, 
$50, $75, $100 and $150, the deductible 
amounts upon which the rates are predi- 
cated. 

The proposed deductible automobile 
public liability proposal was voted upon 
and defeated and was then again brought 
up in modified form and accepted. 





MISS SAUNDERS DIES 


Miss Jennette’ Saunders, youngest 
daughter of Leonard L. Saunders, secre- 
tary of the Insurance Federation of the 
State of New York, and Mrs. Saunders, 
died Sunday at their home, 426 Broad 
street, Oneida, N. Y., after a short ill- 
ness. She was possessed with a rare 
personal charm, popular with her fellow 
students at the University of Syracuse, 
and was loved by all who knew her. 

Funeral services were held Wednesday 
afternoon at one o'clock at the family 
residence. 



















































































MOBLEY JOINS U. S. CASUALTY 





To Be in Charge of Fidelity and Surety 
Lines Country-Wide; Had Been 
With F. & D. Since 1923 
Nathan L. Mobley has resigned his 
post in the New York office of the 
Fidelity & Deposit to join the United 
States Casualty in charge of its fidelity 
and surety business country-wide. Bring- 
ing Mr. Mobley into the organization 
is the forerunner of a program of ex- 
pansion into bonding lines on the part 

of the United States Casualty. 

Mr. Mobley started his surety career 
with the Fidelity & Deposit in 1923, as 
assistant manager of its Charlotte, N. C, 
branch. He made such progress there 
that the company sent him out into the 
field as contact man and later as west- 
ern agency supervisor. He has displayed 
an unusual amount of ability as a pro- 
ducer of business and as a capable un- 
derwriter. His new appointment has 
created considerable interest among met- 
ropolitan brokers among whom he has 
made many warm contacts since coming 
to New York in March, 1928, to handle 
F. & D. production. 





CONTRACT BOND BUREAU 





Being Formed by Group of Surety Com- 
panies in Co-operation With As- 
sociated General Contractors 

A Bureau of Contract Information is 
being formed by a group of surety com- 
panies prominent in the contract bond 
business. The movement is more or less 
sponsored by the Associated General 
Contractors of America with headquar- 
ters at Washington, D. C., and the ex- 
pectation is that the important contrac- 
tors of the country will closely co-opert- 
ate with the surety companies in an ef- 
fort to stabilize and improve contract 
bond conditions. 


Edward C. Lunt, vice-president, Great 
American Indemnity, is chairman of the 
committee for the companies, working 


in close co-operation with S. M Wil- 
liams of the Associated Genera! Con- 
tractors. 





NEW POST FOR WHITEHOUSE 


Carl V. Whitehouse is manager of cas- 
ualty lines in the independent branch 
office established by the Travelers ™ 
Oakland, Cal. Mr. Whitehouse comes t? 


this post from Des Moines, where for 
the last year he has been casualty mat- 


ager. 
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Su mmer Slumps Myths, 
Monthly Figures Show 


SOME LINES COME NEAR PEAKS 





Accident, Automobile and Property 
Covers Go Well, Maryland Casualty 
Demonstrates 





Summer slumps are largely myths, ac- 
cording to figures given by the Mary- 
land Casualty “Budget.” Quite a num- 
ber of businesses reach their peaks dur- 
ing the summer. 

In a large list of lines published in 
“Sales Management,” there are three 
insurance lines recorded — accident, 
automobile and property insurance. 
While July and August would naturally 
be expected to be good months for ac- 
cidents, few agents would suppose these 
months were good automobile months, 
yet with the exception of May, they rank 
among the best. Property insurance 
holds its own during these months, ex- 
ceeded by only four months. 

Among other reasons for good sum- 
mer insurance production, the “Budget” 
points out that many major executives 
are on the job during the summer, va- 
cationing in Florida or California dur- 
ing the winter. They are the men who 
authorize insurance. 

Besides farmers, the following are a 
few of many industries that have their 
peak in the summer: Gasoline, road 
building, building and contracting, lum- 
bering, cement manufacturing, ice cream 
and soft drink manufacturing, book 
publishers and travel. Other business is 
stimulated through these. 

Some organizations formerly under the 
spell of the slump jinx, wrote from 30% 
to 65% more business after they dis- 
carded the old belief. The New York 
branch office of the Maryland conducted 
drives during July two successive years, 
and found a gratifying return of busi- 


ness during what was previously its dull 
month. 





NATIONAL SURETY GAINS 





Company More Than Million Ahead of 
Ist Half of 1928; Greater N. Y. 
Department $450,000 Ahead 
The Greater New York department of 
the National Surety, under the leader- 
ship of Vincent Cullen, vice-president, 
has written $450,000 more business dur- 
Ing the first six months of this year than 
uring the same period of time last year. 
The department handled a total of 18616 
bonds and policies and did business with 
1487 brokers. As many as 2,514 claims 
were received and handled, being given 
the expert attention of H. W. Nichols, 
3rd, manager, legal and claim depart- 

ment, 

For the entire country the National 
Surety shows a total of $15,651,867 in 
8TOss premiums, as contrasted with $14,- 
510,875 for the first half of 1928. This 
Tepresents a gain of $1,141,491. The com- 
Pany savs there has been a heavy in- 
Crease in embezzlement losses but a bet- 
ter experience on forgery. 





ARTICLE IN McCALL’S 

An article under the title, “Is Your 
Automobile Insured?” appeared in Mc- 
Call’s Magazine for July. It said in 
Part: “Adequate protection is para- 
Mount in any insurance policy. In order 
- you may be sure you get such pro- 
oe there are many important things 
a Consider, among them this: Is the 
ompany financially stable?” 





STANDARD SURETY & CASUALTY 
The Standard Surety & Casualty has 
appointed C. J. Mettler, Inc., of Fort 
oun’ Ind., as its general agents for 
walty and surety lines. The company 
a also named the Reliance Insurance 
pecncy of Hammond, Ind:, and Matt J. 
peek, Michigan City, Ind., as region- 
Casualty and district surety agents. 


DOBLE AGENCY APPOINTED 





Takes Brooklyn Borough Agency for 
Franklin Surety; R. R. Doble Is 
President; Opened August 1 
The Franklin Surety has appointed the 
Doble Agency, Inc., as its borough agent 
in Brooklyn for all casualty and surety 
lines effective August 1. R. R. Doble, 
president of the agency, was formerly 
production manager of the United States 
Casualty and has had nearly thirty 
years’ experience in the business. Asso- 
ciated with him is Walter S. Errickson 
who has been with the C. H. Bainbridge 
Corp. of 94 Clinton street, Brooklyn. 
The Doble Agency, Inc., will make its 
Brooklyn headquarters at 131 Montague 

Street. 





WRITING IN GREAT BRITAIN 

The scope of the Lloyds Casualty has 
been extended to Great Britain and the 
company is now writing accident rein- 
surance business there through the 
agency of H. Estrange Malone and H. 
E. Hugheston-Roberts. 





N. R. MORAY RECUPERATING 

Norman R. Moray, president of the 
Southern Surety, is recovering from an 
attack of pneumonia. 


NEW ACCIDENT POLICIES 





Preferred Accident Puts “45th Anniver- 
sary” and “Indemnity” Forms on 
Market; Their Features 
The Preferred Accident now has on 
the market two new accident policies. 
The first, called the “45th Anniversary,” 
includes in the airplane coverage clause 
the weekly indemnity and specific loss 
features. The other offering, called the 
“Indemnity,” pays for loss of limb, sight 
and time and in addition has a reim- 


bursement feature by which the physi- 
cian or surgeon and nurses’ charges, as 
well as hospital expenses, are paid up to 
a limit of $100 for each $5 of weekly 
indemnity. 





1929 PLANE TIME-PAYMENTS 

A committee of the Aeronautical 
Chamber of Commerce is drawing up 
uniform legislation applying to time-pay- 
ment financing of airplanes. It is be- 
— 10,000 planes will be produced in 
1929. 





THE “PEPPER POT” AGAIN 
The “Pepper Pot,” lively house organ 
of the Preferred Accident, is being pub- 
lished again after an absence of several 
months. 


WITHDRAWS $2,000,000 SUIT 





Canadian Government’s Action Against 
Gresham G. & C. Grew Out of 
Canceled Liquor Bonds 
The Dominion Government, through 
the Department of Justice, has decided 
to withdraw its claim for over $2,000,000 
against the Dominion Gresham Guaran- 
tee & Casualty Co. of Montreal, which 
failed last year. This claim of the Gov- 
ernment under canceled liquor bonds, 
most of which had been written three 
or four years previously, had much to 
do with forcing the company into liqui- 
dation. The withdrawal of this claim 
will enable the liquidator more nearly to 
meet the other obligation of the insolv- 

ent company. 





NEW CAR MUTUAL 

Articles of incorporation have been 
filed with the secretary of state in In- 
dianapolis by the Peoples Mutual Auto- 
mobile Insurance Company of Fort 
Wayne, Ind. The corporation is organ- 
ized to “insure, reinsure or accept re- 
insurance against loss, damage and ex- 
pense from fire, wind, theft, burglary.” 
The jincorporators are E. W. Cook, 
James I. Evans, James F. Keehan, A. J. 
Bobay, H. C. Rose, Philip F. Miner. 








“Equitable 











in Practice 


Equitable Casualty @ Surety Company 


JOHN L. MEE, President 


Tell me, Mary, do you carry insur- 
ance on your car?” 


**I certainly do, Sara. I wouldn’t be 
without it, especially since it’s so 
easy to pay for on that new budget 
plan I told you about.”* 


As an entering wedge to new 
business, our Automobile Insur- 
ance Budget Plan is of the utmost 
value to agents and brokers. It is 
our contribution to the betterment 
of your service to policyholders and 
applies to liability, property damage 
and collision risks. 


Fieldmen dealing with this company 
find their problems sympathetically 
understood and promptly and care- 
fully considered because our home- 
office executives are fully experi- 
enced and are agency-minded to the 
utmost degree. 





as in Name” 





#% Mr. Joun L. Mer, Pres. 
Equitable Casualty & Surety Co. 
2 Lafayette St. 
New York City 
Dear Mr. Mee: ; 

I am interested in learning more about the 
“Automobile Premium Budget Plan” you have 
originated and about the 
company. 


(E2) 













advantages of your 
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SURETY NEWS 











Brown Scores Improper 
Cancelation of Policies 


BAY STATE OFFICIAL’S EDICT 





Points Out That Companies Or Agents 
Are Violating Law by Not Giving 
Full 15-Day Notice 





Merton L. Brown, insurance commis- 
sioner of Massachusetts, has addressed 
a letter to all companies transacting 
compulsory liability insurance in the 
Bay State regarding the improper can- 
celation of motor vehicle liability poli- 
cies. Commissioner Brown says that 
some of the carriers or their agents are 
attempting to cancel such policies for 
alleged non-payment of the premium, al- 
though, in fact, the full premium has 
been paid by or on behalf of the insured 
to the company or its agent, or to the 
licensed insurance broker who negoti- 
ated the policy. Continuing further 
Commissioner Brown says in part: 


Practice of Finance Companies 


“It seems to be the practice for some 
companies or their agents to issue, at 
the request of the finance corporation 
made to it upon the insured’s default in 
repaying his loan, a notice of cancela- 
tion in the company’s name for alleged 
non-payment of the premium. 

“A finance corporation holding a power 
of attorney from the insured for that 
purpose may cancel such a policy upon 
rendering the statutory notice of fifteen 
days to the registrar of motor vehicles 
and the insurer and may collect and hold 
the return premium if the insured de- 
faults in repayment of his loan to the 
finance corporation or broker. Such a 
cancelation is obviously not made by the 
company but by the insured through his 
duly authorized agent. 

“Companies should instruct their 
agents not to issue notices of cancela- 
tion in the name of the company on such 
policies, when in fact the company or 
its agent has been paid the premium, 
even though the finance’corporation re- 
quests the company or its agent to can- 
cel. Cases of this nature should not 
arise and they do arise because of the 
ignorance of agents in respect to the le- 
gal rights of the parties in such circum- 
stances. 

“The Board of Appeal on Motor Ve- 
hicle Liability Policies and Bonds will 
not sustain a cancelation by any com- 
pany under these conditions.” 


Notice of 15 Days Must Be Given 


Commissioner Brown.then goes on to 
give the law governing cancelations, say- 
ing: “The law requires that a company 
proposing to cancel such a policy shall 
render fifteen days’ notice in writing to 
the insured and to the registrar of mo- 
tor vehicles and that the intended ef- 
fective date of the cancelation shall be 
specified in the written notice thereof. 
Companies and their agents should issue 
such notices in ample time so that they 
may be delivered both to the insured 
and the said registrar at least fifteen 
full days prior to said intended effective 
date. 

“Cases are arising in which the proper 
fifteen days’ notice is not being rendered 
and in which notices are mailed five days 
or so prior to the intended effective date. 


Commerce Casualty 
Perfects Organization 


G. P. MEAD ITS ACTIVE V.-P. 





New Member of Glens Falls Fleet Will 
Start Soon With $750,000 Capital and 
$400,000 Surplus; West President 





The Commerce Casualty, which was 
announced some weeks ago as the run- 
ning mate of the Commerce Insurance 
Co., of the Glens Falls fleet, has per- 
fected its organization and will begin 
operations in New York state in the very 
near future. It plans to enter other 
states as rapidly as arrangements can 
be made. 

The active vice-president in direct 
charge of the development of the com- 
pany will be George D. Mead, who has 
been connected with the Glens Falls In- 
demnity for the past two years as super- 
intendent of agencies. Mr. Mead comes 
to his new work with a fine experience 
and broad acquaintance. 

E. W. West, president of the parent 
company, has been elected the chief ex- 
ecutive of the Commerce Casualty. As- 
sociated with him in addition to Mr. 
Mead are F. M. Smalley, F. P. Stanley, 
R. H. Griffith, S. T. Brown and C. M. 
Hayden, and F. L. Cowles, all as vice- 
presidents; R. C. Carter, secretary- 
treasurer; and H. J. Odams, A. J. Reed 
and S. M. Thomas as secretaries. 

The Commerce Casualty will write the 
usual classes of casualty and surety 
business and already has a large num- 
ber of prospective agency plants. It 
starts off with a capital of $750,000 and 
a paid-in surplus of $400,000. 


SOUTHAM HERE ON QUICK VISIT 








London Guarantee Manager Will Be 
Accompanied by J. M. Haines on His 
Return to London August 7 
In view of the recent death of C. M. 
Berger, United States manager of the 
London Guarantee & Accident, H. E. 
Southam, manager of the company. is 
paying a hurried visit to New York City. 
He expects to return to London on the 
S. S. Berengaria, sailing on August 7. 
He will be accompanied by J. M. Haines, 
the company’s assistant United States 

manager. 





NEW INSPECTION OFFICES 
The Hooper-Holmes Bureau has 
opened branches in Louisville and in 
Scranton, Pa. This makes the number 
of its branch offices forty. 








“An insured under such a policy is not 
required to surrender his registration 
certificate or number plates to the regis- 
trar, or his policy to the company or its 
agent, in order to effect a valid cancela- 
tion’ by himself or by the company. A 
company, therefore, has no legal right 
to insist upon a surrender of the cer- 
tificate, plates or policy as a condition 
to cancelation. 

“Some agents are advising policyhold- 


_ers that they must surrender their reg- 


istration and plates and policy before 
they can cancel their policies. This in- 
formation is erroneous and should not 
be disseminated.” 














AT WORK ON STAMPING PLAN 





Bureau Meeting Developed Objections 
to Original Idea; Deductible P. L. 
Proposal Accepted With Changes 


The meeting last week of the Na- 
tional Bureau of Casualty & Surety 
Underwriters did not develop into any 
definite action on the rating and stamp- 
ing plan for automobile fleets in New 
York state, which had been submitted 
to the companies. On a forced vote the 
plan was turnéd down, definite reasons 
being raised by its objectors. It was 
finally agreed that they should submit 
in the form of briefs their views as to 
the necessary changes. Consideration is 
now being given to such changes by the 
governing committee of the automobile 
department. 

In this connection it is pointed out 
that the mutual companies are planning 
to set up a stamping office in the head- 
quarters of the’ National Association of 
Mutual Casualty Companies. 

The question of automobile collision 
rates was also taken up at the meeting 
and inasmuch as the fire companies’ con- 
ference is coming out with new collision 
rates in August, it was voted that the 
casualty companies accept the fire com- 
panies’ rates of collision cover in prac- 
tically all the Eastern Conference ter- 
ritory. 

A committee of five was appointed to 
meet five fire company executives having 
charge of the matter so as to complete 
the co-operative plan on collision rates. 
This plan, it is understood, will include 
the fire companies’ plan for deductible 
collision forms on the basis of $25, $35, 
$50, $75, $100 and $150, the deductible 
amounts upon which the rates are predi- 
cated. 

The proposed deductible automobile 
public liability proposal was voted upon 
and defeated and was then again brought 
up in modified form and accepted. 


MISS SAUNDERS DIES 


Miss Jennette Saunders, youngest 
daughter of Leonard L. Saunders, secre- 
tary of the Insurance Federation of the 
State of New York, and Mrs. Saunders, 
died Sunday at their home, 426 Broad 
street, Oneida, N. Y., after a short ill- 
ness. She was possessed with a rare 
personal charm, popular with her fellow 
students at the University of Syracuse, 
and was loved by all who knew her. 

Funeral services were held Wednesday 
afternoon at one o'clock at the family 
residence. 





MOBLEY JOINS U. S. CASUALTY 


To Be in Charge of Fidelity and Surety 
Lines Country-Wide; Had Been 
With F. & D. Since 1923 


Nathan L. Mobley has resigned his 
post in the New York office of the 
Fidelity & Deposit to join the United 
States Casualty in charge of its fidelity 
and surety business country-wide. Bring- 
ing Mr. Mobley into the organization 
is the forerunner of a program of ex- 
pansion into bonding lines on the part 
of the United States Casualty. 

Mr. Mobley started his surety career 
with the Fidelity & Deposit in 1923, as 
assistant manager of its Charlotte, N. C, 
branch. He made such progress there 
that the company sent him out into the 
field as contact man and later as west- 
ern agency supervisor. He has displayed 
an unusual amount of ability as a pro- 
ducer of business and as a capable un- 
derwriter. His new appointment has 
created considerable interest among met- 
ropolitan brokers among whom he has 
made many warm contacts since coming 
to New York in March, 1928, to handle 
F. & D. production. 





CONTRACT BOND BUREAU 





Being Formed by Group of Surety Com- 
panies in Co-operation With As- 
sociated General Contractors 


A Bureau of Contract Information is 
being formed by a group of surety com- 
panies prominent in the contract bond 
business. The movement is more or less 
sponsored by the Associated General 
Contractors of America with headquar- 
ters at Washington, D. C., and the ex- 
pectation is that the important contrac- 
tors of the country will closely co-oper- 
ate with the surety companies in an ef- 
fort to stabilize and improve contract 
bond conditions. 

Edward C. Lunt, vice-president, Great 
American Indemnity, is chairman of the 
committee for the companies, working 
in close co-operation with S. M. Wil 
liams of the Associated General Con- 
tractors. 





NEW POST FOR WHITEHOUSE 

Carl V. Whitehouse is manager of ¢as- 
ualty lines in the independent }ranch 
office established by the Trave'ers ™ 
Oakland, Cal. Mr. Whitehouse comes t0 
this post from Des Moines, where 10 
the last year he has been casualty mam 


ager. 
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Summer Slumps Myths, 
Monthly Figures Show 


SOME LINES COME NEAR PEAKS 





Accident, Automobile and Property 
Covers Go Weil, Maryland Casualty 


Demonstrates 





Summer slumps are largely myths, ac- 
cording to figures given by the Mary- 
land Casualty “Budget.” Quite a num- 
ber of businesses reach their peaks dur- 
ing the summer. 

In a large list of lines published in 
“Sales Management,” there are three 
insurance lines recorded — accident, 
automobile and _ property insurance. 
While July and August would naturally 
be expected to be good months for ac- 
cidents, few agents would suppose these 
months were good automobile months, 
yet with the exception of May, they rank 
among the best. Property insurance 
holds its own during these months, ex- 
ceeded by only four months. 

Among other reasons for good sum- 
mer insurance production, the “Budget” 
points out that many major executives 
are on the job during the summer, va- 
cationing in Florida or California dur- 
ing the winter. They are the men who 
authorize insurance. 

Besides farmers, the following are a 
few of many industries that have their 
peak in the summer : Gasoline, road 
building, building and contracting, lum- 
bering, cement manufacturing, ice cream 
and soft drink manufacturing, book 
publishers and travel. Other business is 
stimulated through these. 

Some organizations formerly under the 
spell of the slump jinx, wrote from 30% 
to 65% more business after they dis- 
carded the old belief. The New York 
branch office of the Maryland conducted 
drives during July two successive years, 
and found a gratifying return of busi- 


ness during what was previously its dull 
month. 





NATIONAL SURETY GAINS 





Company More Than Million Ahead of 
Ist Half of 1928; Greater N. Y. 
Department $450,000 Ahead 
The Greater New York department of 
the National Surety, under the leader- 
ship of Vincent Cullen, vice-president, 
has written $450,000 more business dur- 
ing the first six months of this year than 
during the same period of time last year. 
The department handled a total of 18616 
bonds and policies and did business with 
1487 brokers. As many as 2,514 claims 
were received and handled, being given 
the expert attention of H. W. Nichols, 
3rd,_ manager, legal and claim depart- 

ment. 

For the entire country the National 
Surety shows a total of $15,651,867 in 
Toss premiums, as contrasted with $14,- 
510,875 for the first half of 1928 This 
Tepresents a gain of $1,141,491. The com- 
Pany says there has been a heavy in- 
Crease in embezzlement losses but a bet- 
ter experience on forgery. 


ARTICLE IN McCALL’S 
A n article under the title, “Is Your 
utomobile Insured?” appeared in Mc- 


Call’s Magazine for July. It said in 
Part: “Adequate protection is para- 
Mount in any insurance policy. In order 
that you may be sure you get such pro- 
tection 


there are many important things 
© consider, among them this: Is the 
Company financially stable?” 





STANDARD SURETY & CASUALTY 
‘ he Standard Surety & Casualty has 
Ppointed C, J. Mettler, Inc., of Fort 
© ayne, Ind., as its general agents for 
asualty and surety lines. The company 
as also named the Reliance Insurance 
gency of Hammond, Ind:, and Matt J. 
arectick, Michigan City, Ind., as region- 
Casualty and district surety agents. 


DOBLE AGENCY APPOINTED 





Takes Brooklyn Borough Agency for 
Franklin Surety; R. R. Doble Is 
President; Opened August 1 
The Franklin Surety has appointed the 
Doble Agency, Inc., as its borough agent 
in Brooklyn for all casualty and surety 
lines effective August 1. R. R. Doble, 
president of the agency, was formerly 
production manager of the United States 
Casualty and has had nearly thirty 
years’ experience in the business. Asso- 
ciated with him is Walter S. Errickson 
who has been with the C. H. Bainbridge 
Corp. of 94 Clinton street, Brooklyn. 
The Doble Agency, Inc., will make its 
Brooklyn headquarters at 131 Montague 

street. 





WRITING IN GREAT BRITAIN 

The scope of the Lloyds Casualty has 
been extended to Great Britain and the 
company is now writing accident rein- 
surance business there through the 
agency of H. Estrange Malone and H. 
E. Hugheston-Roberts. 





N. R. MORAY RECUPERATING 

Norman R. Moray, president of the 
Southern Surety, is recovering from an 
attack of pneumonia. 


NEW ACCIDENT POLICIES 





Preferred Accident Puts “45th Anniver- 
sary” and “Indemnity” Forms on 
Market; Their Features 
The Preferred Accident now has on 
the market two new accident policies. 
The first, called the “45th Anniversary,” 
includes in the airplane coverage clause 
the weekly indemnity and specific loss 
features. The other offering, called the 
“Indemnity,” pays for loss of limb, sight 
and time and in addition has a reim- 
bursement feature by which the physi- 
cian or surgeon and nurses’ charges, as 
well as hospital expenses, are paid up to 


a limit of $100 for each $5 of weekly 
indemnity. 





1929 PLANE TIME-PAYMENTS 

A committee of the Aeronautical 
Chamber of Commerce is drawing up 
uniform legislation applying to time-pay- 
ment financing of airplanes. It is be- 
lieved 10,000 planes will be produced in 
1929. 





THE “PEPPER POT” AGAIN 
The “Pepper Pot,” lively house organ 
of the Preferred Accident, is being pub- 
lished again after an absence of several 
months. 


WITHDRAWS $2,000,000 SUIT 





Canadian Government’s Action Against 
Gresham G. & C. Grew Out of 
Canceled Liquor Bonds 
The Dominion Government, through 
the Department of Justice, has decided 
to withdraw its claim for over $2,000,000 
against the Dominion Gresham Guaran- 
tee & Casualty Co. of Montreal, which 
failed last year. This claim of the Gov- 
ernment under canceled liquor bonds, 
most of which had been written three 
or four years previously, had much to 
do with forcing the company into liqui- 
dation. The withdrawal of this claim 
will enable the liquidator more nearly to 
meet the other obligation of the insolv- 

ent company. 





NEW CAR MUTUAL 

Articles of incorporation have been 
filed with the secretary of state in In- 
dianapolis by the Peoples Mutual Auto- 
mobile Insurance Company of Fort 
Wayne, Ind. The corporation is organ- 
ized to “insure, reinsure or accept re- 
insurance against loss, damage and ex- 
pense from fire, wind, theft, burglary.” 
The incorporators are E. W. Cook, 
James I. Evans, James F. Keehan, A. J. 
Bobay, H. C. Rose, Philip F. Miner. 








“Equitable 











in Practice 


Equitable Casualty @ Surety Company | 


JOHN L. MEE, President 


“Tell me, Mary, do you carry insur- 
ance on your car?” 


**I certainly do, Sara. I wouldn’t be 
without it, especially since it’s so 
easy to pay for on that new budget 
plan I told you about.”* 


As an entering wedge to new 
business, our Automobile Insur- 
ance Budget Plan is of the utmost 
value to agents and brokers. It is 
our contribution to the betterment 
of your service to policyholders and 
applies to liability, property damage 
and collision risks. 


Fieldmen dealing with this company 
find their problems sympathetically 
understood and promptly and care- 
fully considered because our home- 
office executives are fully experi- 
enced and are agency-minded to the 
utmost degree. 





% Mr. Joun L. Met, Pres. 
Equitable Casualty & Surety Co. 
2 Lafayette St. 
New York City 
Dear Mr. Mee: f 
I am interested in learning more about the 












“Automobile Premium Budget Plan” you have 
originated and about the advantages of your 
company. 
as in Name” Malet ci zhkea ee ees iwesveteeaienns 
WMO. Fo oc Saleen ccckedecndgcanemnpeaeesetes 
(E2) 
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New Pamphlet Giving 
N. E. Automobile Laws 


EMPLOYERS’ LIABILITY OFFER 





Company Urges Agents to Study Up On 
California, Iowa and N. Dakota 
Financial Responsibility Acts 





The Employers’ Liability, in whose 
house organ considerable space has been 
devoted to compulsory automobile in- 
surance and financial responsibility laws, 
has prepared a pamphlet which gives the 
substance of all the automobile insurance 
laws now in effect in New England 
states. In offering this pamphlet to all 
those who wish it, the company goes 
on the assumption that many agents 
have prospects who, during the vacation 
period, visit some of the health resorts 
of New England. Such being the case, 
they are in the position where they 
should be familiar with those laws. 

Speaking about the financial respon- 
sibility laws enacted this year, the Em- 
ployers’ in its July “Pioneer,” says: 

“The. so-called Pennsylvania Plan has 
been enacted in California and Iowa, and 
to a certain extent in Wisconsin. The 
sum and substance of this plan is that, 
if there has been obtained against any 
person a judgment arising out of an 
automobile accident, he no longer may 
operate the particular car concerned in 
the accident until he has satisfied that 
judgment within certain limits and has 
also shown himself financially responsi- 
ble for accidents that may happen in the 
future. 

“North Dakota has adopted a part of 
the Connecticut Plan. The plan, you will 
remember, is one where those persons 
who have been guilty of a violation of 
any of the criminal laws with respect to 
the operation of automobiles, or have 
been concerned in an accident causing 
one hundred dollars’ worth of damage to 
person or property, must, before they 
can further operate automobiles, show 
proof of their financial responsibility. 

“As respects every one of the laws in 
the various states mentioned, the easy 
thing to do is to secure insurance before 
any accident occurs, or before one has 
been in anywise mixed up with the op- 
eration of the criminal law. This merely 
means that there is put upon every in- 
surance agent the stern necessity of 
bringing to the attention of as many 
people as possible in those particular 
states, and whoever may visit those 
states this summer, the laws of those 
states and the advisability of securing at 
as early a date as possible the voluntary 
purchase of an automobile liability insur- 
ance policy with adequate limits.” 





LAWRENCE OKLAHOMA AGENT 





Appointed by Universal Companies; To 
Have Offices in Oklahoma City; 
Was With U. S. F. & G. 

Edward T. Harrison, president, Uni- 
versal Automobile and Universal Casual- 
ty of Dallas, has appointed Homer L. 
Lawrence as state agent for the compa- 
nies in Oklahoma. 

Mr. Lawrence has been special agent 
for the United States F. & G., in Okla- 
homa for the past several years. 

L. A. Horton, who has had charge of 
Oklahoma for the Universal Companies, 
is being transferred to the home office 
casualty claim department and will prob- 
ably leave Oklahoma about September 1. 





FRIZZELL ON TRIP ABROAD 

Charles F. Frizzell, vice-president and 
general manager, Indemnity Insurance 
Co. of North America, together with 
Mrs. Frizzell, is now on a vacation trip 
abroad. 





BIG ADMINISTRATION BOND 

The Consolidated Indemnity has exe- 
cuted an administration bond of $1,000,- 
000 in connection with the estate of the 
late Arnold Rothstein. 


COAST ACQUISITION RULES 
Special Committee Appointed to Make 
Personal Canvass to Bring All 
Surety Carriers Into Line 
Determined to get 100% acceptance of 
its new surety acquisition cost rules, the 
Northern California Fidelity & Surety 
Acquisition Cost Conference has appoint- 
ed a special committee which will make 
a personal canvass of the surety com- 
pany offices in order to bring all the 
carriers into line. An effort will be 
made to get the views of those offices, 
which, for one reason or another, have 

not as yet signed the agreement. 

Serving on this committee are Alfred 
W. Hillback, joint Pacific department 
manager for the Great American Indem- 
nity; Vernon G. Peirson, Pacific man- 
ager for the Fidelity & Deposit, and 
Rk. W. Forsyth, Pacific Coast manager 
for the Indemnity Insurance Co. of 
North America. 

The Conference seeks to regulate 
agency and commission rules and to this 
end has made provision for the appoint- 
ment of an arbitrator who will investi- 
gate and determine complaints of viola- 
tions. 





PEIRSON COAST MANAGER 





Again With Fidelity & Deposit After 
Brief Period; Formerly at 
_ _ Syracuse, N. Y. 

Vernon G. Peirson, who resigned from 
the Fidelity & Deposit in May, 1926, to 
become vice-president in charge of the 
Pacific Coast department of the Detroit 
Fidelity & Surety, is back again with 
the F. & D., having accepted the posi- 
tion of Pacific Coast manager, formerly 
held by Leland W. Cutler. 

At the time Mr. Peirson severed his 
connection with the F. & D., he was 
manager of the Central New York 
Branch at Syracuse, having previously 
served in several other capacities with 
the company. 

As Pacific Coast vice-president for the 


LOS ANGELES BRANCH AHEAD 
Royal and Eagle Indemnity Strengthens 
Staff There; Reports 40% Gain for 
First Six Months 

The Southern California branch of 
the Royal and Eagle Indemnity at Los 
Angeles has appointed J. E. Charbonnel 
as superintendent of its bonding depart- 
ment and George W. McCagg as spe- 
cial agent. Charbonnel was formerly 
with the Los Angeles branch of the 
Maryland Casualty. He has had twenty 
years’ experience in the business. Mc- 
Cagg was previously in a San Diego 
agency partnership, having sold out his 
interest to become an_ independent 
broker. 

W. O. Paine, manager of the branch, 
reports that during the first six months 
of this year its volume had increased 
40% in written business as compared 
with the same period a year ago. Prior 
to January 1 this office was a subsidiary 
of the company’s San Francisco branch 
but has reported direct to the home of- 
fice in New York since then. 





PAYS NEWARK VISIT 


Joseph A. Krass, who was active in 
local insurance circles in Newark until 
a year ago, is spending his vacation in 
visiting old friends in Newark. He is 
resident claim manager for the Commer- 
cial Casualty in Philadelphia. 





NEW AGENCY IN JERSEY CITY 

The Holland Agency of Jersey City 
has been formed by Harry F. T. Holland, 
David C. Keresky and Arthur Y. Lins- 
sky. The new agency will do a general 
insurance business but will make a spe- 
cialty of accident and health business. 








Detroit Fidelity & Surety, Mr. Peirson 
soon became one of the most popular 
surety executives on the coast and dur- 
ing his connection with that company 
made a splendid record both as a pro- 
ducer and an executive. 











EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 





Through its reinsurance affili- 
ations the Excess Insurance 
_ Company of America can sup- 
ply LICENSED REINSUR- 
ANCE for Maximum Capa- 
city Requirements for all 
Casualty and Surety Lines 
Excess and Share 





84 William Street 








Executive Offices: 


Telephone: Beekman 0890 


- New York City 




















Going to High Court 
Over Dispute of $285 


AMERICAN R. R. EXPRESS CASE 





Vaudeville Performer Lost Engagement 
Because His Trunk Was Not 
Delivered on Time 





The New York Appellate Division has 
granted permission to the American 
Railway Express to carry its plea to the 
highest tribunal in a test case of Doarn 
Rives, a vaudeville performer; who sued 
the company for compensation when 
three days’ booking was lost because of 
the express company’s failure to deliver 
his trunks on time. 

Rives won in the lower court and the 
verdict was affirmed by the Appellate 
Term. The American Express decided 
to try its luck once again with the Ap- 
pellate Division in view of the signifi- 
cance of the decision. 

Rives closed August 6, 1928, at the 
Embassy, Waltham, Mass., with the un- 
derstanding his trunks would be deliv- 
ered in New York two days later, on 
August 8, in order that he take them 
with him to Niagara Falls in time to 
open there August 9. He missed them 
and was forced to cancel, losing the $285 
money value of the split-week booking. 





L. W. CUTLER VICE-PRESIDENT 





Fidelity & Deposit Coast Manager Also 
Elected to Board; Prominent in 
San Francisco 


Leland W. Cutler, for the last several 
years Pacific Coast manager for the Fi- 
delity & Deposit in San Francisco, has 
been elected a director and vice-presi- 
dent of the company. 

Mr. Cutler, a graduate of Stanford 
University, and a member of its board 
of trustees, has long been one of the 
leading fidelity and surety executives on 
the coast and is prominent in all phases 
of the bonding business. 

He is prominent in public service in 
San Francisco, and was chairman of the 
committee that built the great Stanford 
Stadium. In addition to his executive 
duties with the F. & D. and the Ameri- 
can Bonding, of which he is also a vice- 
president, Mr. Cutler is a partner in 
the newly-formed brokerage firm of 
Brayton, Cutler & Cooke. 





WELCH CASUALTY MANAGER 





Heads Department of Canadian Indem- 
nity of Winnipeg; Career Here 
and in Great Britain 
Robert Welsh has been appointed man- 
ager of the casualty department of the 

Canadian Indemnity of Winnipeg. 

Mr. Welch’s wide experience and thor- 
ough knowledge of casualty insurance 
make him one of the best informed au- 
thorities on casualty insurance in Can- 
ada. ; 

He commenced his business carcer In 
Great Britain at the head office of the 
General Accident of Perth, coming t0 
Canada about fifteen years ago as assist- 
ant manager of the Globe Indemnity 
and later being appointed genera! man- 
ager for Canada of the Dominion Gres- 
ham. Before joining the Canadian In- 
demnity he was engaged in the insurance 
brokerage business in Vaucouver. 





GETS OUT POCKET CHART 


The Royal Indemnity through i's met 
ropolitan New York office has sent out 
to agents and brokers a pocket rate 
chart showing the corrections and rate 
modifications in the owners’, la:dlords 
and tourists’ line, applicable to (Greater 
New York as of July 22. 





QUARTERLY DIVIDEND 
The United States F. & G. ‘ias de- 
clared its regular quarterly divilend ° 
50 cents a share, payable August 15 
stockholders of record July 31. 
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F. R. Jones’ Tribute To 
The Late C. M. Berger 


KNEW HIM FOR MANY YEARS 








Impressed By His High Degree of Co- 
operative Spirit; Always Receptive 
to Opinions of Others 





A splendid tribute to the late C. M. 
Berger, United States manager of the 
London Guarantee & Accident, has been 
paid by F. Robertson Jones, general man- 
ager, Association of Casualty & Surety 
Executives, who had a close personal 
contact with him for many years. Mr. 
Jones has the following to say: 


In the death of C. M. Berger the busi- 
ness of casualty and surety insurance has 
been deprived of an intelligent, well- 
balanced and consistent co-operator; and 
his friends have suffered an irreparable 
and poignant personal loss. 


It was my good fortune to have known 
him since first he took a prominent part 
in the management of his company; and 
quite intimately, I feel I can say, since 
he assumed the United States manager- 
ship. It was in 1912 that his company 
was one of those that founded the Work- 
men’s Compensation Publicity Bureau 
and it was on January 2nd of the fol- 
lowing year that the bureau began op- 
erating—which latter year, as I now re- 
call, marks the date when Mr. Berger 
became assistant United States manager. 

I was brought into closer personal con- 
tact with him, however, when, as United 
States manager, he served a three year 
term as a member of the executive com- 
mittee—one of which as its chairman. I 
always found him taking a broad-minded 
point of view in all matters relating 
to the interests of the companies that 
were entrusted to the Publicity Bureau: 
always showing the highest degree of 
co-operative spirit; never being petty; 
and always, like other broad-minded and 
broad-gauged men, imposing the utmost 
confidence in those coming under his 
supervision who had earned and won his 
esteem and maintaining that confidence 
through vicissitudes until it was clearly 
demonstrable to everyone that it was 
misnlaced—although such mistakes in 
judgment seldom occurred, for he was 
a good judge of character. / 

To me, one of the most prominent and, 
at the same time, most pleasing of his 
personal qualities, was his unassuming 
modesty. He conducted the affairs of 
his company and played his part in -our 
co-oncrative interests in a auiet and col- 
lecte! manner, never unduly urging his 
Dersonal point of view and always being 
in a receptive mood as regards the opin- 
on of others. Whenever I went into 
his office it was with a feeling of getting 
away from the noise and strife of the 
‘strect” — although I knew thoroughly 
well under what great pressure, at times, 
he was laboring. 

Our business is better from his contact 
with it; and his friends find a void that 
cannot well be filled. 





MO. COMPENSATION LOSSES 


Statistics Compiled by Associated In- 
dustries of State Indicate Losses 
Totaled 59.1% of Premiums Collected 
The Workmen’s Compensation Bureau 

of the Associated Industries of Missouri 

has compiled statistics on compensation 
surance which indicate that in 1927 the 
losses incurred by all companies writing 
this line in Missouri totaled 59.1% of the 
Premiums collected. 
eports obtained from the National 

Council on Compensation Insurance 

show that the premiums collected in 
Issouri for that year totaled $8,116,562 


and the 1 i S 
703.003. osses paid amounted to #, 


The compensation rates approved b 
the Misso a i 


vid 8 uri Insurance Department pro- 
lle 60% for losses and 40% for com- 
Missions to agents, company expenses 
and profits. 
og 1927 there were about 30,000 poli- 
1s in effect in Missouri. 





Questions and Answers 
IN SURETYSHIP 


No. 9. FORGERY AND CHECK ALTERATION BONDS 
Conducted by George E. Hayes, Vice-President, Union Indemnity 


1. (a) Name the three kinds of forg- 
ery bonds (excluding blanket bonds for 
banks). (b) To whom may they be is- 
sued ? : 

2. What instruments are covered in 
the depositor’s form—against what loss- 
es? 

3. Upon what basis is premium 
charged? Is it the number of checks 
issued . . . the total amounts of such 
checks’. . . the amount of any one check 

. the check-issuing points or the av- 
erage bank balance? 

. How are the main office and 
branches covered? Is it by additional in- 
surance or extended coverage? 

5. (a) Is there any difference in rate 
for main office and branches? (b) If so, 
why? 

6. Is there any difference between 
the depositor’s and commercial forgery 

ond? 

7. If so, what is it? 

8. (a) May we cover personal check- 
ing accounts of officers when a corpora- 
tion is bondholder? (b) Under what 
forms of forgery bonds? 

9. Are discounts allowed for check- 
writing machines and safety papers? 

10. (a) For what terms are forgery 
bonds sold? 

(b) Is there any reduction in rate 
for various terms? 


Answers 


1. (a) Depositor’s forgery bond, com- 
mercial forgery bond, banker’s limited 
forgery bond. 

(b) On depositor’s forgery bond and 
commercial forgery bond to any person, 
firm or corporation, maintaining a de- 
posit account subject to check, except 
banks or to business of such nature. On 
banker’s limited forgery bond, to any 
private or incorporated bank or trust 
company, or to building or savings loan 
associations. 

2. We cover checks, drafts, notes, 





trade acceptances and bills of exchange 
against loss through forgery of name of 
maker, drawer or acceptor; or forgery of 
endorsement; or raising or altering of 
the number, date, payee’s name and 
amount. 

3. Premium is charged upon the 
number of check-issuing points, each lo- 
cation requiring extended coverage. 

4. Extended coverage and not addi- 
tional insurance. The premium rate is 
greatly reduced for branches, just be- 
cause the branch coverage is extended in- 
surance, rather than additional. 

Yes. Because extended coverage, 
while extending the coverage of the bond 
to branch points, does not increase the 
dollars and cents amount of liability of 
the bond. For instance, a $50,000 bond 
for a main office with extensions to four 
offices, each branch for the amount of 
$10,000 would not give a total liability 
of main office coverage plus branch office 
coverages, but would simply extend the 
branch office coverages so that they 
would share in the main office amount. 
By this is meant that the aggregate lia- 
bility under the bond will not exceed 
the amount of main office coverage, or 
$50,000 

6. Yes. 

_ 7. The depositor’s forgery bond is 
intended to give protection on the oblig- 
ee’s outgoing paper that he issues or is 
purported to have issued. The commer- 
cial forgery bond gives all this protection 
but in addition gives in Section B pro- 
tection on incoming bank drafts and 
checks accepted by the obligee in ex- 
change for merchandise sold and deliv- 
ered, etc. 

8. Yes. 

9. Yes. 

10. (a) Either for one year or for three 
years. (b) A three year bond is allowed 
a 15% reduction in premium charge, 
when such premium is paid for three 
years in advance. 





MUTUAL HAS DEFICIT 





But Western Automobile Continues 
Writing Business on Basis of 
Assessable Policyholders 
The Western Automobile Mutval of 
the state of Washington has been de- 
clared solvent by the state insurance 


department there, although it -has a defi- - 


cit of $19,000. The assessment liability 
of the policyholders was considered suf- 
ficient to allow the company to continue 
writing business. 

In a recent examination of the com- 
pany, released in July, it was stated that 
the policyholders of the company, who 
are liable for a 200% assessment ac- 
cording .to their policies, could be held 
for $91,508 in an emergency. It is not 
known what the future plans of the com- 
pany are. 

The Western Automobile Mutual was 
organized in 1927 as a mutual accident 
insurance company under the name Mu- 
tual Union Insurance Co. It later ex- 
tended its coverage to motor vehicles, 
especially taxies, buses and other public 
carriers. In July, 1928, it changed its 
name to the present one and was rein- 
sured by the Northwestern Mutual Fire 
and the Northwest Casualty. At about 
the same time it made an arrangement 
with the Automobile Club of Washing- 
ton by which it was to insure members 
of the club exclusively. 





PHILLIPS BACK FROM CANADA 
Jesse .S. Phillips, president, Great 

American Indemnity, returned on Mon- 

day from a va¢ation trip in Canada. 


GOVERNMENT NOT BONDER 





Contractor Cannot Recover Premium 
From U. S.; Counted As One of 
His Expenses 

The Government is not legally obligat- 
ed nor authorized to pay the premium of 
a bond given by a contractor to the Fed- 
eral Government, according to the deci- 


sion of Comptroller General J. R. Mc- 
Carl. 


The decision was made in connection 
with the claim of an engineering com- 
pany for $237,422.50, the payment of a 
premium on a bond of $7,000,000 to se- 
cure performance of construction of the 
Department of Commerce Building in 
Washington, D. C. The claim was dis- 
allowed by the Comptroller General. 

The bond was written by the Mary- 
land Casualty. 


MASSACHUSETTS ACCIDENT CO. 


4 BOSTON, MASS. * 





Established 1883 


OUR SPECIALTY : 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 
5 aa 


on 
TOTAL DISABILITY INDEMNITY 
Unlimited 


@ PARTIAL DISABILITY INDEMNITY 4 
r Unlimited or 12 Month Lim 4 


WAITING PERIODS 
14-30-60 or 90 Days 
eee 


~ 








CuHeEsTeR W. McNeEmu 
President 


V. R. Weston 


y Mgr. Commercial Dept. v 


INDEMNIFIERS FOR FORTY-FIVE YEARS 











American 
Surety 


Company 
of New York 


100 Broadway 


Fidelity and 
Surety Bonds 


Forgery and Check 
Alteration Insurance 





Casualty Insurance 


| **See the ‘American’ First’’ 




















T. J. FALVEY, President 





MASSACHUSETTS BONDING AND INSURANCE COMPANY 


Surplus to Policyholders Dec. 31, 1928. 


$10,546,801.00 
Transacts Business throughout the United States writing 


Fidelity and Surety Bonds, Liability, Property Damage, 
Automobile, Personal Accident, Health, Burglary, Rob- 
bery and Plate Glass Insurance. * 


Home Office: BOSTON 
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Compensation Frauds 
Frequent in France 


ACCIDENTS BEFORE DISCHARGE 





Workers Employed for Short Periods 
Get More in Accident Claims 
Than in Wages 





How liberal application of workmen’s 
compensation laws in France has invited 
frauds and diverted the effects of the 
laws from their real purpose is shown in 
a recent article in “La: Semaine,” which 
contends that in many respects the com- 
pensation law has had the effect of un- 
employment insurance free of the pre- 
mium. Without going extensively into 
the French legal details, some of the 
following cases cited as examples are 

, of general interest: 

_1. When constructing a bridge across 
the Rhone at Lyon, it was found that 
nearly all the workmen who were slated 
to be discharged as soon as certain sec- 
tions were completed, invariably pre- 
tended to have an accident during the 
two or three days before they were dis- 
charged. 

2. When steamers bringing in full car 
goes of grain were unloaded by the sim- 
ple means of baskets, which the work- 
men had only to fill by using shovels, it 
was found that twenty-four accidents 
occurred from the twentieth to the last 
day of the month, the final day of the 
work, at a time when no other steamer 
was expected. 

3. When in June, 1926, a cargo of tar 
was unloaded, twenty-nine workmen de- 
clared themselves injured. Twenty-six 
of them claimed internal contusions 
which were impossible to check and in- 
volved temporary disability of eleven to 
thirteen days. It was during this period 
that they received one-half of their regu- 
lar pay. It cost 18,307 francs in wages to 
unload this particular cargo. The in- 
surance, medical expenses and treatment 
amounted to 18,281 francs. 

It was significant that these accidents 
happened to professional longshoremen 
who discharged 900 tons out of this 
steamer. The rest of the cargo, 600 
tons, was discharged by men perma- 
nently employed by consignees. Not one 
single accident occurred among them. 





DIPLOMATIC PRIVILEGE CASE 





London Accident Case Involves Right of 
Company to Cancel Policy When 
Immunity Is Waived 
Diplomatic immunity injected into an 
automobile accident has greatly compli- 
cated a case before the London Courts. 
Emilio Del Solar, first secretary of the 
Peruvian legation there, owned a car 
which injured a Londoner. Public lia- 
bility on the car was carried by the 
Mobile & General Insurance Co., which 
was sued for damages. Mr. Del Solar 
waived his right of immunity under dip- 
lomatic privilege but the company re- 
fused to pay the claim on the ground 
that there could be no suit against a man 

who could have immunity. 

The public liability coverage was part 
of a multiple policy, and the company 
answered the statement that it had no 
right to insure against liability that could 
not exist according to its own argument, 
by claiming that it had not known of 
Mr. Del Solar’s diplomatic position when 
the policy was issued and that it would 
return the part of the premium that 
could be held to belong to the public 
liability coverage. 

Decision in the case was reserved. 





QUALIFIES IN OKLAHOMA 

The United States Casualty has quali- 
fied before the Oklahoma Corporation 
commission to write automobile public 
liability and property damage insurance 
in the state, according to M. B. Breed- 
ing, Manager, insurance department of 
Gum Brothers, which company repre- 
sents the United States Casualty in 
Oklahoma City. 


Insurance Company Case 
Against Erie Appealed 


GRADE CROSSING ACCIDENT 





Horse Drawn Vehicle Struck by Train; 
Injuries Alleged to Come Under 
Compensation Act 





The Hartford A. & I. has taken an 
appeal to the Appellate Division at Al- 
bany from the verdict rendered against 
it in the Broome Supreme Court in 
favor of the Erie Railroad. 

The insurance company sued the rail- 
road for $25,000 damages for injuries 
sustained by Burt Smiley in a grade 
crossing accident. The case was tried 
in May before Justice Joseph D. Senn 


‘and a jury, the jury handing up a ver- 


dict of no cause of action. Justice Senn 
subsequently denied a motion for a new 
trial. 

Smiley was working for Frank J. Bo- 
land, Johnson City contractor, when hurt. 
The horse drawn vehicle in which he 
was riding was struck at the Emma 
street crossing, by an Erie train. 

Smiley received compensation for his 
injuries from the Hartford, under the 
Workmen’s Compensation law, and then 
the insurance company sued. The in- 
surance company attorney, William J. 
Rafter, stated in court during the trial 
that any damages awarded by the jury 
in excess of the compensation paid, 
would be given Smiley. 





HOLD BROKER AGENT OF CO. 





Montreal Court Reverses Decision in 
General Accident-Stoehr 
Bros. Case 

The contention that any broker au- 
thorized by a company to collect pre- 
miums is an agent of the company and 
that his receipt binds the company has 
again been upheld in court, this time in 
Montreal. The case was that of Stoehr 
Bros. against the General Accident. The 
Appellate Term of the Supreme Court 
reversed the finding of the lower court. 

In 1927 Stoehr Bros. received from 
their broker a policy of public liability 
written by the General Accident and 
paid the premium to the broker. About 
seven months later the insurance com- 
pany advised Stoehr Bros. that the pol- 
icy would be canceled for non-payment 
of premium. After some correspondence, 
Stoehr Bros. paid the second premium 
and started suit to recover it. 

In court it was shown that the com- 
pany extended credit to the broker and 
billed him for premiums, so that he in 
turn billed the clients, taking his com- 
missions from the premiums received 
and forwarding the net to the company. 
The broker had sent, four months after 
the issuance of the policy, a check cov- 
ering the premium, which was found to 
be bad, as was a second check. Then 
the company turned to the assured for 
payment. The Appellate Court ruled 
that the broker was a direct agent of 
the company and gave a judgment to 
Stoehr Bros. 





SYMPATHY FOR JOHN E. GOSSETT 


John E. Gossett, manager, compensa- 
tion, liability and automobile depart- 
ments, 55 John street branch of the 
Travelers in New York City, is receiving 
the sympathy of his many friends in the 
business this week in the death of his 
wife, Mrs. A. V.-Gossett, last Sunday at 
her home in East Orange, N. J. Mrs. 
Gossett had been ill for some time. The 
funeral was held on Tuesday at Christ 


. Church, East Orange. 





SWINGLEY WITH DETROIT F..& S. 

Ernest W. Swingley, who recently 
rounded out five years of service with 
the F. & D. as associate manager of the 
San Francisco branch, has resigned to 
accept the position of Pacific Coast man- 
ager for the Detroit Fidelity & Surety, 
succeeding Vernon G. Peirson, who has 
joined the F. & D. as Pacific Coast 
manager. 
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MAIL BOX THIEF WARNING 





A. B. A. Instructs Its Member Banks 
On How This Form of Crime Can 
Be Combatted 


James E. Baum, manager, insurance 
department, American Bankers Associa- 
tion, has sent out a warning to member 
banks against mail box thieves, who open 
bank communications to customers con- 
taining details of their accounts and can- 
celled checks showing their bank signa- 
tures. Mr. Baum gives the following in- 
struction for combatting this form of 
crime. 

“Heavy losses are being sustained 
through canceled vouchers and state- 
ments stolen from the mail boxes of 
bank depositors, thus divulging the de: 
positors’ balances and serving as models 
for forged checks. As a Step to put cus- 
tomers on guard against these methods 





a 
banks are urged to send their deposi- 
tors a letter along the following lines: 

“Tt is the custom of this bank to 
mail statements of deposit accounts the 
last business day of each month, unless 
otherwise directed. It has come to our 
notice that a gang of mail box thieves 
is extracting bank statements with can- 
celed vouchers from boxes in apartments 
and office buildings. Once in possession 
of canceled checks a clever penman has 
little difficulty in executing forgeries. To 
protect yourself and the bank, kindly no- 
tify us promptly if your monthly state- 
ment is not received by the first day of 
the month.’” 





CHARLOTTE, S. C.. APPOINTMENT 

The National Surty has appointed W. 
E. Price & Son as its general agents at 
Charlotte, N. C. 





CONSOLIDATED ENTERS KANSAS 

The Consolidated Indemnity & Insur- 
ance Co. has received its license to do 
business in Kansas. 
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